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Olstiss or VAUKUS . 


“Olsiiss” by another name is still the “sweet 
essence of oils” its brilliant discoverer, Kar] 
Wilhelm Scheele, described in 1783. And 
“Olsiiss” does have another name today, 
glycerine —from the Greek word yAvKus 
meaning “sweet.” 

Since 1948, Shell Chemical has been 
making high-quality glycerine from the 
products of petroleum. Glycerine is used in 


.. heres where we make it / 


more than 1500 ways and by almost every 
industry In cellophane, medic mes, COS- 
metics, explosives, tobacco—and in the alkyd 
resins that form the basis of superior new 


enamels, 


Pioneering the development and manu- 
facture of glycerine from the products of 
petroleum is another Shell Chemical contri- 
bution to industry. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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a 
Large, live bearing area makes 
LXS chain for exposed 
drives and abrasive conditions 
such as found on this heavy 
rotating drum. Uniform 
tribution of load over ample 
bearing reduces cutting 
action of abrasives ... extends 
chain life. 


LINK 


ideal 


LXS drives stand 


up to impact and 


dis 


area 


abrasive service 


HEADQUARTERS for 
sprockets and other Link-Belt 
products is your nearby Link- 
Belt factory branch store or 
authorized stock-carrying dis 
tributor. Refer to the Yellow 
Pages of your local Phone Di 
rectory 
LINK-BELT COMPANY: Executive Offices, Prudential Plaza, 
Link-Belt Plants, Sales Offices, Stock Carrying Factory Branch 
Cities. Export Office, New York 7 
South Africa, Springs 


chains, 


Chicago 


urately 
h maintain 


CONVEYING AND ELEVATING, 
straight 
varied 
variely 


**FULL-ROUND" 
hardened to shrug off shock, resist wear 

iccurately sized for controlled press 
fit to prevent rotation in sidebars. 


CHAINS AND SPROCKETS 


Stores and Distributors in All Principal 
Canada, Scarboro (Toronto 14); Australia, Marrickville, N.S : 
Representatives Throughout the World. 


of Link-Belt 


avoids stress raisers 


Greater live 
bearing area 
extends life 


Stress concentration points are 
eliminated .in Link-Belt LXS 
chain! “Full-round” design 
avoids sharp corners which 
may be the starting points of 
chain failure provides 
maximum live bearing area 
between pin, bushing and side- 
bars. As a result, stress is dis- 
tributed evenly . . . long chain 
life is assured under severe 
conditions. 
Pins and bushings of LXS 
LXS chain are accurately sized... 
sidebars and rollers assuring controlled press fits, 
operating conditions. A 7 . 
of attachments is available preventing rotation in side- 
bars. Similar in ma- 
chining of sidebars permits 
close control of pitch and 
proper chain length after as- 
) : sembly. 

Other long-life features of 
Link-Belt LXS chain include 
use of selected steels and con- 
trolled hardenis:. of all parts 
Both contribute io greater en- 
durance... greater uniformity. 


ma 


accuracy 


BUSHINGS are properly 








LXS chain has stamina required 


for long, heavy-duty conveyors 














With its exceptional strength 
and wear resistance, Link-Belt 
LXS chain can easily meet 
rugged conveying and elevat- 
ing requirements. Due to ac- 
curacy of pitch and attach- 
4 i ment spacing, plus close 
matching of multiple strands, 
LXS has the added strength 
and wear life necessary for 
the extra-long conveyors so 
important to today’s highly 
mechanized industry. 


To Serve Industry There Are 
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NEED LAMINATED PLASTICS? Call us Monday Morning 


Weekly PHENOLITE® stock reports cut 
delivery time 


Phone your nearest National sales office 
for fast, accurate answers on PHENOLITE- 
in-stock for immediate shipment. Every 
Monday morning all National sales 
offices receive up-to-the-minute stock in- 
formation. Stocks include over 20 of the 
most used grades, including glass base, 
major paper and cotton base grades, and 
those meeting Mil Specifications. Nylon 
rod is also stocked for immediate ship- 
ment. 


Save time. Call your nearby National 
office any Monday morning. 


Baltimore . 
Boston 
Chicago 
Cincinnati 
Cleveland 
Dallas . 
Detroit 
Griffin, Ga. 
Indianapolis 
Los Angeles 
Milwaukee 
New Haven 
Newark 
New York 





. VAlley 
TWinbrook 


. VAn Buren 


. GArfield 
. CHerry 
. DAvis 
UNiversity 
. GRiffin 
WaAIlnut 
RAymond 
BRoadway 
LOcust 
Mitchell 


. COrtlandt 


3-0393 
4-3500 
6-8060 
1-0632 
1-2086 
8-1733 
3-3632 
8-1308 
3-6381 
3-3129 
6-6995 
2-3594 
2-6090 
7-3895 


Philadelphia SHerwood 8-0760 
Pittsburgh . FAirfax 1-3939 
Hillside 5-0900 
PArkview 5-9577 
. 5-5505 

San Francisco DAvenport 6-4667 
Seattle Melrose 7298 | 


Rochester 
St. Louis 
St. Petersburg 


IN CANADA: 


National Fibre Co. of Canada, 
Ltd. 
Toronto . . LEnnox 2-3303 


Montreal . . AVenue 8-7536 


® WATIONAL vutcanizED FIBRE CO. iii NGTION 99, DELAWARE 


In Canada: 
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IN QUALITY DESIGN 


FIRST 
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FIRST 


IN RANGE OF PRODUCTS 
MORE THAN 1500 ITEMS 


FIRST 











IN LOCAL DEALER SERVICE 


See Your LYON Dealer! 


He’s as near to you as your phone. He 
offers the world’s most diversified line of 
steel equipment. Equally important, he 
can show you how to get the most for 
your money in saved time and space. 


LYON METAL PRODUCTS, INC, 


General Offices: 133 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


Lyon also has complete facilities for manu- 
facturing special items to your specifications 


OVER 1500 ITEMS 
for Business, 


Industry, 
Institutions 
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Used 1 mill bearing 
in a year 


Before modern lubrication practice took over: $2,400 worth of these 
bearings were replaced to keep a 35” mill rolling for twelve months. 


After assignment of a qualified lubrication engineer: one bearing ($200) 
served for a year, saving $2,200 a year, plus other savings. 


Lubrication plan extends parts 


life —in 


We've just talked to a manufacturer 
who, in the past three years, has at 
least doubled the life of lubricated parts; 
and, in one case, increased the life of a 
large, expensive bearing twelve times! 
The same manufacturer succeeded in 
getting 312,000 tons of production on 
another bearing where 30,000 to 40,000 
tons was the accepted average. 

This may be a clue to industry man- 
agement in general that taking lubrica- 
tion practice for granted can cost 
enormous amounts of money in parts, 
lost production time and maintenance. 

Developing opportunities for using 
modern lubrication plans like this, to 
turn regular losses into definite income, 


LUBRICATION 


this case, 12 times 


becomes a management function. And 
the management teams of quite a few 
major manufacturers are digging into 
their lubrication practices with the sole 
aim of making moving parts in operat- 
ing machinery last longer. 

Large companies find that the serv- 
ices of a plant lubrication engineer pay 
off. He can extend parts life, eliminate 
downtime, reduce the number of rejects 
(even save on lubricant cost) and other- 
wise add to income. Both here and in 
cases where operating budgets preclude 
a staff member, Texaco’s organization 
of Lubrication Engineers functioning 
in all 48 States, can offer specific assis- 
tance. A more detailed discussion is 


available in an enlightening booklet: 
“Management Practices That Control 
Costs Via Organized Lubrication.” 
Write The Texas Company, Dept. P20, 
135 East 42nd Street, New York 17, 
New York. 








TUNE IN...Metropolitan Opera Radio Broadcasts 
Every Saturday Afternoon 


IS A MAJOR FACTOR IN COST CONTROL 


(PARTS, INVENTORY, PRODUCTION, DOWNTIME, MAINTENANCE) 
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Note: Constructions shown here 
apply to V-Belts up to and 
including 112” in length. 

E-C CORD V-Belts 





Note: Constructions shown here 
apply to V-Belts over 120” in 
length. 


Steel Cable V-Belts 


HY-T V-Belts E-C CORD V-Belts 


Plenty—when you’re belting multiple drives. For 
that Green Seal certifies the dimensional stability 
of every belt that carries it. There’s no surer 
guarantee that every belt in a set will match 
every other one—perfectly. And that they’ll stay 
matched no matter how long you stock them before 
installation. 


belts’ load carriers of airplane-type steel cables or 
Triple-Tempered (3-T) cord — Goodyear “exclu- 
sive” cord that’s carefully tempered with Tension, 
Temperature and Time. 


This unique 3-T process brings the synthetic cord 
to its point of greatest strength and stability. 
Result: the end of shrinkage in storage—plus 


So the dimensional stability of Green Seal belts greatest shock- and stretch-resistance in use. All 


is solid protection against “loafing,” 


Please send me complete information on what makes V-Belts with the Green Seal different from 


slipping, 
stretching, scorching and other mismatching 
troubles. And most of the credit belongs to the 


STABLE V-BELT 


of which assures you maximum, trouble-free 
horsepower hours at minimum cost. Why settle 
for less? 


‘GOODZYEAR 


THE — NAME IN RUBBER 


The Goodyear Tire & Rubber Company, Dept. 794, Akron 16, Ohio 


Name 


c 


any others made today. 





pany 








Street Address 


City 





Zone State 





Compass, E-C Cord, Hy-T, Green Seal—T.M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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Purchasing Previews 





Straws in the Trade Wind 








® BEARINGS ROLLING UPWARD—Pur- 
chasing agents will have to pay more for bear- 
ings (both ball and roller) in 1958. The in- 
creases were touched off by Marlin-Rockwell’s 
move late last year, after which just about all 
manufacturers followed suit. That makes two 
price hikes within a year from the bearing men. 


& GOOD BUYS IN’ BRASS — Purchasing 
agents in the market for brass this year should 
find themselves still in the driver’s seat. Brass 
mills expect their volume to be five to ten per 
cent under the 1957 rate and will really be 
hustling for sales. P.A.’s with depleted inven- 
tories, though, should be wary because brass 
men are talking of better business (and possi- 
bly higher prices) in the fall. 


& CELLOPHANE DIPS—Two big producers of 
cellophane have made four-cent-a-pound reduc- 
tions in the price of. certain grades. DuPont 
Company and American Viscose Corporation 
made the cuts, with the latter company citing 
“the general level of competition” as its reason. 


& PRICE CUT IN GLASS CONTAINERS—It 
looks like glass container manufacturers will 
reduce prices soon in order to stay competitive 
and capture a bigger share of the packaging 
market. Glass bottles were used over 77 billion 
times last year, according to the Glass Con- 
tainer Institute, but bottlers are fighting to at 
least equal that figure in 1958, regardless of any 
possible recession. 


& BUYING BUILDING MATERIALS?—Pur- 
chasing agents in the market for building ma- 
terials will be interested in the percentage rise 
of basic materials at the wholesale level since 
1947-49. Structural shapes have soared 92.3%, 
metal finish hardware and structural clay have 
increased around 55%, and Portland cement 
and glass are about 45% more expensive. Lum- 
ber shows the smallest price hike, with only 
a 19.6% boost. 


& HOW TO SPOT AN AUTO STRIKE—One of 
the major problems for P.A.’s this year will be 


labor. Unlike record-peaceful ’57, it looks as 
though 58 will be a strike year. Reason: since 


January 20, 1958 


the bloom is off the boom, management figures 
to be much tougher at the bargaining table. 
And labor, with unemployment rising and the 
workweek shrinking, can be counted on to 
make an all-out drive for pay boosts. Most im- 
portant of the labor contracts to be worked out 
is of course the auto industry’s. For P.A.’s try- 
ing to dope out whether an auto strike is like- 
ly, here’s a guide; keep your eyes on auto sales. 
If sales are up the chances of a strike are down. 
The reasoning: if auto sales are at a high level, 
car makers will be more inclined to capitulate 
rather than lose production from a shutdown. 
If a strike, does come, Ford looks like the best 
bet to be the whipping boy. 


> MORE PRESSURE ON PURCHASING— 
The squeeze on profits predicted for 1958 will 
make the purchasing function even more im- 
portant to management. According to Dun & 
Bradstreet, almost one-third of a large group 
of top management executives interviewed be- 
lieve narrowing profit margins will be their 
outstanding problem this year. This means that 
more than ever P.A.’s will have to rely on value 
analysis and pre-production purchase analysis 
to help their companies out of the cost-price 
squeezer. 


®&> DEFENSE ORDERS UP—P.A.’s for com- 
panies that can produce defense goods should 
plan on busier days in 1958. Orders from the 


For the P.A.'s Hot File .. . 


As business declines, suppliers lean 
more to price-cutting—and purchasing 
agents are offered more special deals. 
Price concessions are often disguised 
(discounts, freight absorption, etc.) 
and many “extras” are included free. 

| Some P.A.’s are reporting bigger dis- 

counts on such items as fractional h.p. | 
motors and power cables. There’s also 
been an increase in the number of man- 

| ufacturers offering substantial price 
cuts in return for “we get all your busi- 
ness” agreements. 








YOUR KEY TO SAVINGS 
IN THIS IDLER PULLEY UNIT 





SIMPLICITY 


Simplicity starts at the hub of these New Departure idler 
pulley units . . . with Sentri-Seal ball bearings. 


Sentri-Seal bearings are performance-proved . . . sealed 
and lubricated for life. No need for grease fittings or 
periodical lubricating. Economies thus gained are applied 
to the sturdy construction of the riveted pulley, where 
manufacturing refinements such as rolled sheave edges pro- 
vide extra strength and prevent belt damage. 








Mounting is easy, too. Bearing bore sizes fit standard 
machine bolts and since they require no maintenance atten- 
tion the units can be mounted in inaccessible locations. 
Nothing could be simpler—more economical. 


Write today for complete information on New Departure’s 
two series of idler pulley units—PF Series for flat belts, 
PV Series for use with standard “‘B” Section V-belts. 


Shown here is New Departure PF 
‘ Series idler pulley unit for use with 
on GYARD ° flat belts or backside V-belts. 
AGAINST DIRT 


* D 
4 ' 
vi 
4, 
4 
6. 
— > 


DIMENSIONS AND LOAD RATINGS 





. Sheave Mounting Bolt | Belt Width or 
Unit No. Eff. O.D. Sheave O.D. Width Diameter Max. Groove 
A E D ye Width F 
*PF2-212 2.75 3.25 1.076 Y, .700 
PF2-400 4.00 4.50 1.375 "~ 1“e 
PF2-500 5.00 S575 1.562 - r 1“ 
PF3-600 6.00 6.75 1.590 ) “6 
PV2-404 4.25 4.875 1.094 Yr 737 


ele 














ga 














jane AL | 





_ 


“Idler unit PF2-212 is hardened to provide long life when used on chain drives. 
**Standard machine bolt, hex head recommended. 


PF SERIES 908-19 PV SERIES 
ee 
4 i FORWARD FROM FIFTY 


EPARTURE 
DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L/KE A BALL 
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Straws in the Trade Wind 


Defense Dept. are expected to add up to about 
$23 billion this year—almost a 50 per cent hike 
over 1957 orders. Total defense spending for 
the fiscal year ending June 30, 1958 should re- 
main near the projected figure of $38.6 billion, 
but the fiscal ’59 defense budget is slated to be 
around $40 billion. 


> PETROLEUM PRICE EASES—lIn the face 
of a world-wide glut of crude oil, price cuts in 
the petroleum industry are becoming more the 
rule than the exception. Among the companies 
already paying less for oil purchased on the 
Gulf Coast are Humble Oil & Refining Company, 
Suntide Refining Company, Southern Minerals 
Corporation and Sinclair Crude Oil Company. 
Oil executives say domestic demand will rise 
only about three per cent this year. 


& LESS LEAD-TIME FOR STRUCTURALS— 
Buyers for structural steel fabricators can an- 
ticipate prompt deliveries in 1958 for the first 
time since World War II, according to the 
American Institute of Steel Construction. New 
orders should remain at the 1957 level of three 
million tons, but shipments will rise to an all 
time high of 3.5 million tons, says N. P. Hayes, 
president. 


> CEMENT PRICE HIKES TO CONTINUE 
IN *58—Those cement companies that didn’t go 
along with the general 5 per cent price hike late 
last year are slated to follow the pattern early 
in 1958. Higher wage costs, resulting from last 





INCO’s J.F. Thompson 





JANUARY 





20, 1958 





QUOTE! 


The supply of nickel will probably exceed demand in 
"58 because the government is diverting its stockpile 
take to industry. Making a nickel pitch at both P.A.’s 
and designers, Dr. John F. Thompson, chairman, In- 
ternational Nickel Co. of Canada, Ltd., points out that: 
“There are today many specifications which, as a con- 
servation measure, limit nickel percentages and which 
should be revised to take advantage of the increased 
new nickel supply.” He adds that purchasing agents 
can look forward to more calls from nickel salesmen 
seeking “‘to create larger markets” and “to restore old 
nickel uses.” 







summer’s pay boosts, and increased material 
prices are forcing the few holdouts to join in 
the price hikes. 


® PREDICTION BRIEFS--Here are some 
estimates on the business outlook of a few 
major industries, as compiled by the U. S. 
Chamber of Commerce: electronics, an 8 to 10 
per cent increase in factory sales; railroads, a 
drop of 5 per cent in freight and passenger traf- 
fic, chemicals, a 5 per cent sales increase. 


BUYING TIRES?—Purchasing executives can 
expect to pay more for tires during the coming 
year. However, if your company’s truck fleets 
have put more than 30,000 miles on a set—the 
wear out point—new tires now can mean a big 
savings in the long run. 


> AIR CONDITIONER BOOM IN ‘58—Air 
conditioner manufacturers expect continued 
growth in ’58, especially in industrial and com- 
mercial buildings. Trane Company, large build- 
er of cooling devices, sees a gain in building 
modernization—which generally means instal- 
lation of air conditioning. 


&> MORE PLASTICS—The plastics field is 
opening up more than ever as a result of plant 
expansions. This means that P.A.’s who buy 
plastic bottles, pipe, reinforced plastics will 
have more of an opportunity than ever before 
to be selective in their purchases. 
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LABORATORY TESTS PROVE NEW 


“MIGHTY. 
GRIP” 





OUTWEARS FIVE 8-oz. GLOVES... OUTGRIPS ‘EM 4 TO 1 


Even outlasts, outgrips other “long-wearing safety- 
grip” gloves, yet costs 17 to 41 cents less per pair! 
That’s Riegel’s new feather-light, “Mighty-Grip” in- 
dustrial glove. Every square inch contains 300 tough, 
non-skid plastic dots permanently molded into the 
fabric. The dots take all the wear . . . and the fabric 
“breathes” for day-long hand comfort. 


STD. 8 02. 


OUR LAB TESTS PROVE: =" |pRaND Ke et ANNEL 





Flat Abrasion Resistance 

Grip-Ability : 

Perspiration Evaporation Rate 
(Through Fabric) 


NOW HAVE YOUR LAB CHECK THE FACTS! 
Write or phone today for trial pair. 


2540 cycles 
. 380 grams 
4.7 grams 


1690 cycles 
190 grams 
1.2 grams 


490 cycles 
90 grams 
4.4 grams 


INDUSTRIAL GLOVE SALES 


RIEGEL TEXTILE CORPORATION 


CONOVER, N. C. 


Warehouses: 
ver, N.C. 
le, Ala. 


Sales Offices: 


m e Chicago Chicago - 
Derr Green 
t © Los Angeles ve ies eenv 


New York City 


L Angeles 
New York (Paterson, N. J.) 
Oklahoma City 
Portland, Ore. 





For More Information Write No. 


How Oliver Corporation Saves 
$35.00 per man with... 


WELDERS 
GLOVES 





“The Riegel No. 99 Heavy Welder lasts six weeks 
against two weeks for the glove we used formerly. The 
men tell us it’s more comfortable and cooler.” 

So reports Mr. Richard Thornell, whose switch to 
Riegel now saves $35.00 yearly per man at Oliver Cor- 
poration, Springfield, Ohio. 

No. 99 facts: Heavy but flexible “flextan” welders’ 
leather, gunn cut, wing thumb. Extra roomy, extra 
long. One-piece back, wool-insulated . . . all exposed 
seams welted ... full protection against heat and 
sparks. 

Riegel has the service you want, too... . industrial 
specialists to help select the right style . . . eight ware- 
houses to speed delivery. Write or phone today. 


‘Ag 


INDUSTRIAL GLOVE SALES 


RIEGEL TEXTILE CORPORATION 


CONOVER, N. C. 


Warehouses: 
Chicago © Conover, N.C. 
Detroit ¢ Greenville, Ala. 

Los Angeles 
New York (Paterson, N. J.) 
Oklahoma City 
Portiand, Ore. 


Sales Offices: 
Birmingham ¢ Chicago 


Detroit « L 


New York City 


s Angeles 
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Y ov CAN LOOK FORWARD 
to another year of steel 
supply in 1958. You 
count on a rise in steel prices on 
or about July 1. 

Here’s why steel 
stay in the driver’s seat during 
the coming year: 

Steel capacity: The steel in- 
dustry has been doing a good job 
of increasing its ingot capacity 
and modernizing its finishing 
equipment: As of January 1, for 
example, capacity stood at about 
140 million tons, up more than 
six million tons from January 1, 
1957. 

At the close of 1957, the in- 
dustry operating at 
than 60 per cent of its ’57 ca- 
pacity and beating the bushes 
for orders for just about every 
product except linepipe. Even 
structurals and heavy plate had 
begun to ease in the final quar- 
ter of last year. And the supply 
of oil country goods, another 
strong seller, was just about 
equal to demand. 


easy 


can also 


users will 


less 


was 
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Special Industry Report: 


STEEL 


1958 will be an easy year for steel buyers 


as most items will continue in easy supply. 


P.A.’s can count on. a price hike in July 


Steel inventories: The metal- 
working industry has been chew- 
ing up steel at a record rate. 
This may sound odd under the 
circumstances, but the steel 
companies say this is the case. 
Reason is that steel users have 
been simultaneously cutting 
back on their inventories. As a 
result they have been buying 
fewer tons from the mills. 

This policy of inventory re- 
duction is likely to continue for 
some months. The same thing 
happened in 1954, which is why 
the steel industry was harder hit 
than others during the so-called 
“recession” year. 

It’s probably safe for P.A.’s to 
hold their inventories 
down. But be on the alert for a 
shift in the economic trade- 
winds. Remember you’re not the 
only one counting on the mills to 
give you fast delivery in an 
emergency. And if the shift 
comes the scramble will be on— 
not only for current require- 
ments, but for inventory too. 


steel 


Steel labor contract: In 1956 
the steel industry signed a 
three-year contract. with the 
United Steelworkers of America. 
This agreement does not expire 
until midnight of June 30, 1959. 
Thus another 18 months of labor 
peace in steel is assured. 

What’s this got to do with 
steel supply? Plenty. The ab- 
sence of strikes and threats of 
strikes has been a boon to steel 
users. It has meant better and 
more efficient production plan- 
ning for the mills. 


Price Hike Coming 

Steel prices will go up again 
because: 

(1) Steel wages will rise. Ac- 
cording to union figures, base 
pay rates and fringe costs will 
increase by 13.15 cents an hour 
on July 1. This is a conservative 
figure. The companies compute 
costs which the union chooses to 
ignore. The effect of the in- 
creases on Social Security taxes, 
for example. So the total boost 
from the companies’ standpoint 
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By using extruded or mill-rolled shapes and flash butt- 

welding, American Welding can frequentiy help cus- 

Extruded Shape tomers slash production costs of their circular products 
over other methods of manufacture. Savings in expen- 

Formed and Fiash sive metals are substantial, plus sizable reduction in 


w machining time. And where some of the more difficult 
Butt- elded... metals to weld — such as titanium, aluminum, zircon- 


the Low-Cost Way ium, stainless and heat-resistant alloys — are required, 
American Welding has the special knowledge and equip- 
to Make this 268 Ib. ment to do those difficult jobs to your specifications. 


Stainless Steel Ring The use of flash butt-welded rings, bands, and assem- 
blies has saved millions of dollars for jet engine manu- 
facturers ... why not investigate what economies it can 
mean to you. If it's circular and of metal — call American 
Welding first! 


NEW PRODUCTS CATALOG AVAILABLE. Write today for 20-page 
catalog illustrating the many types of circular products American 
Welding can form, weld and machine for you. 


AMERICAN WELDING 


THE AMERICAN WELDING & MANUFACTURING CO. 


460 DIETZ ROAD . WARREN, OHIO 


More Information Write No. 161 on Inquiry Card—Page 32 
PURCHASING 





Purchasing Previews 
ORME ccc 








Special Industry Report: 





will be in the neighborhood of 
21-22 cents an hour, In addition, 
there’s the cost-of-living wage 
adjustment, based on rises in 
the Consumer Price Index of the 
Bureau of Labor Statistics, 
which adds to wage costs when- 
ever the index goes up. 

(2) Other steelmaking costs 
will increase. From past experi- 
ence the mills know that their 
own cost of goods and services 
will go up during the year as the 
inflationary effect of higher 
wages in steel and other indus- 
tries spreads through the econ- 
‘omy. The steel companies take 
these added costs into account 
when they consider whether to 
boost their prices and by how 
much. 

It’s anybody’s guess how 
much steel prices will rise. But 
the increase is almost certain to 
at least equal last year’s $6 per 
ton. 


‘58 Product Outlook 


Here’s a_ product-by-product 
rundown on the steel supply out- 
look during 1958: 

Sheets and Strip: The big 
post-war buildup of sheet and 
strip capacity is making itself 
felt. And there’s nothing in the 
wind to indicate any great de- 
mand upsurge that would tax 
that capacity. The outlook for 
automotive, biggest single user, 
is uncertain. The industry faces 
some tough bargaining next 
summer with Walter Reuther’s 
United Auto Workers. There 
could be a strike. If there isn’t, 
the auto companies are expected 
to produce about as many cars 
this year as they did last year. 

Bars: Hot-rolled and cold-fin- 
ished bars were in easy supply 
during 1957. There’s no reason 
to believe the situation will 
change this year. 

Plates: Heavy plate will not be 
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an “easy” product, although at 
the year-end it was in better 
supply than in the early months 
of 1957. Shipbuilding is still go- 
ing strong. And so is construc- 
tion and roadbuilding. As long as 
these industries stay healthy, 
heavy plate will be among the 
stronger steel products. 

The same cannot be said for 
light plate. When sheet and strip 
demand eased last year, many 
mills took to rolling light plate 
on sheet-strip mills. This took 
the edge off pent-up demand and 
light plates were a drug on the 
market at year-end. 

Structurals: The mills turned 
out heavy tonnages of struc- 
turals during 57. As a result, 
consumers were loaded with in- 
ventory as the winter closed in. 
Reflecting the easier market con- 
dition was the fact that seve- 
ral premium-price producers 
dropped their prices to meet 
competition. This product will 
continue to be readily available 
during ’58 despite an expected 
rise in outlays for new construc- 
tion. 

Pipe: Buttweld pipe has been 
in easy supply for some months. 
There will be plenty available 
during the coming year, even 
though the predicted spurt in 
housing will firm up the market 
somewhat. Demand for oil coun- 
try goods will continue strong. 
Oil companies are expected to 
drill about 54,000 wells, same as 
last year. The difference this 
year, though, is that drillers 
went into the year in good shape 
from an inventory standpoint. 
So pressure on the mills will not 
be so hectic. 

Linepipe in the large di- 
ameters used to move oil and gas 
across country is another mat- 
ter. This product will stay tight 
this year, as it was last. 

Stainless Steel: This product 


was in the doldrums as 1957 
came to a close. Two of its big- 
gest customers, automotive and 
appliances, were living off inven- 
tories. Usually, stainless is the 
first to suffer during a period of 
inventory cutbacks. Since it 
costs so much more in relation 
to ordinary carbon steels, users 
slash stainless stocks a lot 
faster. And they are just that 
much rebuild inven- 
tories of stainless. 

Wire Products: No sign of 
stronger demand, although there 
is usually a pickup in the spring 
when the farmers start buying 
for fencing and other purposes. 
In addition, this segment of the 
steel industry has been plagued 
by foreign competition. Foreign 
mills can lay down wire and nails 
at coast ports at prices con- 
siderably under those of domes- 
tic mills. As a result, U. S. pro- 
ducers have been fighting a 
losing battle on two fronts: A 
lagging domestic market and the 
competition of overseas pro- 
ducers. 


Don't Go Overboard 


In appraising the steel out- 
look, don’t let yourself be over- 
sold on the idea that we are 
heading into a depression or 
even a drastic recession. A lot 
of steel users did this in 1954 
and were caught with their in- 
ventories down when the econ- 
omy started booming again. 

As for steel production in | 
1958, it looks like output may be 
around 109 million tons. This 
would represent a decrease from 
last year’s output of approxi- 
mately 112.7 million tons. 

Capsule summary of the over- 
all steel outlook: it will be a 
fairly easy year for steel buyers 
so far as supply is concerned, 
but after July they'll be paying 
for what they get. 
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people 

buy 

Scott Towels 
for 

many 


reasons: 


Mr. A. W. Hix, C&O’s Vice President—Purchases and Stores, says 


“For long-run economy, the C&O buys 
Scott quality in carload lots!" 


The Chesapeake & Ohio Railway Company never misses an opportunity to 
provide finer service to passengers. Quality standards here are very high 
indeed. As Mr. Hix says: “Scott quality is a recognized fact. We buy Scott 
products because they’re good . . . have had nothing but compliments since 
we. began using Scott.” (And that’s been many years ago!) In the end, Mr. 
Hix adds, Scott Towels give the C&O real economy over the long haul 
because of the “lower usage” factor. ; 


Find your Scott. distributor in the Yellow Pages, under 
SCOTT PAPER “Paper Towels.’’ And be sure to enjoy ‘‘Father Knows 
Best’ and “The Gisele MacKenzie Show’’ on NBC-TV. 


Scott UHA Towels Scott Multifoid Towels Scott Singletold Towels 
ScotTissue 
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New England Cautious 


Cautious optimism probably best characterizes the business climate in 
New England at the turn of the year. On the down side: 1) shrinkage in 
civilian and government orders, along with continued retrenchment at 
government ordnance establishments has resulted in fairly sizable layoffs 
at metalworking plants; 2) seasonal displacements are becoming evident 
in the construction and transportation industries; and 3) textile opera- 
tions are still mooching along at subnormal levels. On the up side: (1) the 
business slump is not as sharp here as in the rest of the country due to 
the widely diversified character of New England industry; (2) the em- 
phasis planned for the months ahead on missiles (and anti-missile missiles) 
will be a boon here because of the outstanding research facilities and tech- 
nical know-how which mark this section and (3) local utilities are display- 
ing a lot of confidence about the future, as evidenced by the plans of the 
area’s two largest utilities to spend $385 million on capital expenditures in 
the next five years. 


Improved Conditions in Pittsburgh Area 


Business conditions in the industrial heart of this area have improved 
somewhat from the decline in the last quarter of 1957, according to a re- 
port from the Purchasing Agents Association of Pittsburgh. However in- 
dustry leaders are keeping a watchful eye on the possibilities of a critical 
labor shortage in the construction field here. With the cost of construction 
projects now on architects’ boards at half a billion dollars, a new record 
dollar volume is predicted for Western Pennsylvania this year. But there 
may not be enough manpower to do all the work that’s planned. However, 
most industries in this area, including the major steel] companies, foresee 
“good” business in 1958 despite the prevailing trend of inventory reduc- 
tions. 


Business As Usual 


Business as usual is the general feeling in the Southeast at the outset 
of the year. To the average man, Sputnik is just a dead dog in the sky and 
school integration a problem for a few scattered localities. Reasons for 
this nonchalant attitude can be plucked easily out of the encouraging news 
coming from here towards the end of last year and the beginning of this. 
Examples: Southeast electric power production was up in 1957, total num- 
ber of new businesses incorporated in Georgia topped the boom year of 
1956, a new $100 million contract for a missile-carrying transport was 
awarded to Lockheed’s Marietta, Georgia plant. One soft area worth 
noting : cement makers in Tennessee and Georgia were caught with surplus 
inventories and are now forced to lower prices. 
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Ample and diverse stock of ingots made of ALCO steel is maintained at Latrobe, Pa. plant 


INTEGRATED PRODUCTION ASSURES 
TOP QUALITY IN ALCO FORGED FLANGES 


ALCO meets flange needs with production of steel in any carbon, alloy 
or stainless grade; you get flanges that are uniform in metallurgy, 
forging and finishing 


Every step of ALCO flange production is given careful attention, from 
charging the open hearths to final inspection and test. This complete in- 
tegrated control is important to you because it results in uniformity that 
saves you money in welding, preheat and postheat operations. It means 
faster delivery of flanges, too. 


Production of top-quality flanges at ALCO incorporates the most modern 
steelmaking, forging and rolling techniques. Strict quality control checks 
are made at every stage to insure exact conformance to specifications. 


ALCO flanges are available in standard sizes and types from 18-in. OD 
to 145-in. OD. Stocks are maintained in Latrobe, Pa. and Beaumont, 
Texas. “Specials” are produced on order and quickly. Your nearest ALCO 
representative can give you complete information —or write today 
for our catalog. Spring & Forge Division, Dept. FL-2, P.O. Box 1065, 
Schenectady 1, N. Y. 


Locomofives * Diesel Engines + Nuclear Reactors - Springs - Steel Pipe 
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ALCO PRODUCTS, INC. 


NEW YORK 
Sales Offices in Princ 
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Optimism Abounding 


The Midwest is girding for better things in 1958. Inland Steel Corpora- 
tion is planning a wide flange beam mill and a sintering plant, Youngs- 
town Sheet and Tube Corp. will also erect a new sintering plant, American 
Steel Foundries Co. plant additions will be the largest in its history. One 
big reason for all this activity is the opening of the St. Lawrence Seaway 
next year and the corresponding enlargement of this section’s already huge 
export market. Additional evidences of bullishness: General Telephone 
Co.’s announcement of its current $200 million expansion program and 
Montgomery Ward’s plan for a multi-million dollar warehouse and dis- 
tribution center near Detroit. Much bigger. markets are the hope—and the 
goal—of Midwestern businessmen this year. 


Oil Supply Still Heavy 


The burgeoning Southwest, where just about everything has been on an 
upswing for years, heads into 1958 with a little hitch in its stride. But 
local experts say there’s no chance for an economic stumble in this grow- 
ing part of the country. Oil, kingpin of the economy, still feels the pinch 
of over-production from the Suez crisis. State curbs on allowable oil pro- 
duction stay tight to prevent a glut. With stocks up and no big cold snaps 
to move fuel oil, crude prices were wobbly around year-end. Import re- 
strictions on West Coast firms helped; many big Western companies will 
buy oil from the Southwest instead of foreign sources. Expansion is ex- 
pected to continue in natural gas also. El Paso Natural Gas, a leader, is 
fighting court rulings that it must get approval from users for a rate boost. 
But here’s one soft spot to keep in mind: weakness in oil and some un- 
happy news about demand given recently to uranium miners should put 
pressure on prices for mining machinery. Another industry to check for 
bargains: fabricated metals. 


West Coast Taking Stock 


The West Coast is trying to determine just how badly it was hurt by the 
tapering off of its business activity late last year. Its non-agricultural em- 
ployment drop was the largest in the nation percentagewise, due primarily 
to the slump in its huge bellweather industry—aircraft. And it is also 
faced with softness in durable goods manufacturing, construction and 
trade. However two other industries—missiles and electrical machinery— 
are absorbing some of the shock and pointing the way towards a turn for 
the better. Industry leaders have their fingers crossed that labor troubles 
won't be as severe in 1958 as they were last year. Almost 700,000 mandays 
of work were lost because of strikes in the Los Angeles metropolitan area 
alone in 1957, a 58 per cent jump over the 1956 total. 
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Pipe Hangers 








The fluidity of molten white iron allows casting of malleable pipe 
hangers in any desired form. Such hangers, designed in a manner 
consistent with the best malleable practice, are cast so closely to 
dimensions that subsequent shaping is not required. 





Every Grinnell Malleable 


Iron Pipe Hanger offers... 
Controlled annealing in the most modern equipment is em- 


ployed to produce hangers having uniform internal grain structure, e Safety Factor of at least 5 
superiority ductility, high strength and freedom from casting 
strains. Quality controls in our foundries — such as hourly checks 
of metal, daily photomicrographs of metallurgical structure, tensile i‘? 
tests of sample bars from each melt — insure the rugged, light- Homogeneous metal composition 
weight strength of Grinnell malleable iron pipe hangers. throughout 

This start-to-finish manufacture by Grinnell assures malleable Extremely high resistance to 
iron pipe hangers with a minimum safety factor of 5 or more, impact and corrosion 
based on the ultimate tensile strength of the material. Economy 


e Thickness of metal increased at 
points of concentrated stress 


The A.S.A. Code permits the use of malleable iron pipe clamps, 
embracing the pipe, when. the tempera- 
ture of the pipe does not exceed 450°F. 
When it does exceed this temperature, 
malleable iron may still be used in beam 
clamps, hanger flanges and the like if GRINNELL 

ys the malleable part is 12 inches or more AMERICA’S #1 SUPPLIER OF 

Testing metal structure = distant from the pipe. PIPE HANGERS AND SUPPORTS 


with photomicrograph 


Heat resistance up to 450°F 











Grinnell Company, Inc., Providence, Rhode Island Coast-to-Coast Network of Branch Warehouses and Distributors 





Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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Purchasing Agents, perhaps better than any other professional group, are able 
to accurately sense future business conditions. It’s their job to foresee price 


increases and decreases, supply difficulties, labor unrest — and make their plans 























for the year accordingly. We asked a cross-section of purchasing executives a +45 
series of questions ‘about conditions in 1958. These are their combined answers: + 
ee 
ikw@ 
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oe 
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Much better 3% “% 
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1. How do you think the general Slight! ° a 
business outleok for 1958 compares oily Letter 29% = 
with the record of 1957? a 
, a 
About the same 45% s 
a 
att | 
Slightly worse 23% + 
aH 
Le 
— <5 
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Higher 39% iS 
2. Do you expect that your com- «a 
’ ue 
pany’s volume of purchases will be Pe] 
higher or lower in 1958 than in About the same 41% ian 
1957? is 
Lower 20% i. 





3. Do you expect the general level ‘a 
of prices on purchased materials in Bare ee mae 
1958 to be higher, lower or about About the same 40% (5% 
the same as now? ia 





Lower 5% 
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GENERAL CHAINS 

Cast chains including detachable, pintle, 
case conveyor, mill, transfer, log-haul, 
combination-Durobar, cast roller, ley 
bushed, and drag. Steel chains including 
detachable, Chabelco, drop forged, 
block and bor, long-pitch leaf, and 
TableTop. 
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ROLLER CHAINS 
Complete line of roller chains, including 
ASA single and multiple strand, ASA 
double pitch, agricultural, replacement, 
ond PlateTop; block and leaf chains; 
STOCK and special types. 


CAST SPROCKETS 
Including STOCK and order sizes, arm- 
body and plate-body, solid and split, 
flanged rim and drum flanged, traction 
wheels and idlers. Made of gray cast 
iron, Temperim or cast steel. 


CUT SPROCKETS 
Including single and multiple strand, with 
and without hubs, in STOCK sizes of 
Shoft-Ready, Taper-Lock, and stock-bore 
types for roller chain; also made-to-order 
sizes. Mode of steel or semi-steel, de- 
pending on type. 


BEARINGS AND TAKE-UPS 
Including the Shafer Self-Aligning Roller 
Bearing line of pillow blocks, flange 
units, cartridge units, flange-cartridge 
units, duplex units, take-up units, ond 
take-up ond frame units. Also babbitted 
ond bronze-bushed types. 


TRANSMISSION 
Including roller chain flexible couplings, 
squore-jow and spiral-jaw clutches, solid 
ond split set collars of malleable iron or 
steel, chain slack adjusters, and lubricat- 
ing fittings. 


ELEVATOR BUCKETS 
Cost types made of malleable iron or 
Z-metal, and fabricated types made of 
welded steel. STOCK ond order types. 
From the smallest to the largest commer- 
cial sizes for handling oll classes of 
bulk materials. 


CONVEYOR PRODUCTS 
Complete line of belt conveyor idlers— 
regulor and training, in troughing, flot, 
ond return types; welded steel pulleys; 
belt conveyor trippers ond take-ups; 
belt cleaners; backstops; steel beaded 
slats; leakproof aprons and self-con- 
tained feeders. 


ACCESSORY PRODUCTS 
Bin gates of undercut type or rack ond 
pinion type—ploain and dust-tight Spray 


nozzles in a complete range of sizes 
ond materials. Chain vises and cases, 
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what values 


DO YOU BUY FROM THIS CATALOG? 


What do you buy from CHAIN Belt in addition to the prod- 
ucts listed in the new Standard Merchandise Catalog 610? 

You buy the assurance of a quality product—of value re- 
ceived for your dollar. You buy fast shipment of standard 
items from distributor and warehouse stocks across the nation. 

You buy prompt factory attention to emergencies and spe- 
cials. You buy engineering assistance—if you need it—from 
your nearby CHAIN Belt sales office or distributor. 

Write for your 610 Catalog today—and consider these extra 
values which CHAIN Belt offers you toward a sound and 
mutually profitable business relationship. CHAIN Belt 
Company, 4670 West Greenfield Avenue, Milwaukee 1, Wis. 


CHAIN! seer 


More Information Write No. 165 on Inquiry -Card—Page 32 
PURCHASING 








Purchasing Opinion 





Higher Prices (Steel, Paper, Metal 


4. In what specific commodities do 
you expect significant price changes? 


CB F.4.5 


Increase 
5. What change, if any, do you an- 
ticipate in your over-all inventory No change 
position during 1958? 

Reduction 


A change in our foreign 
new war were the two 
tioned most frequently that would 
lead to a downward revision. Factors 
that might result in an upward re- 


6. What changes in the over-all situ- 
ation might lead you to revise your 
opinion of the business outlook for 
1958? 


Products, Chemicals) 
Lower Prices 
Aluminum, Castings) 


(Copper, Fuel Oil, 





11% 





46% 





43% 


olicy and a 
actors men- 


vision included an increase in govern- 
ment spending and loosening of credit. 


1957 VS 1958 





P.A.’s were more pessimistic about the future 
in the 1958 PURCHASING Opinion Poll than 
they were in the 1957 survey conducted a year 
ago. For example, 45 per cent of the P.A.’s sur- 
veyed this year thought 1958 would be about 
the same as 1957 and only 29 per cent believed 
it would be slightly better. In the 1957 survey, 
55 per cent thought business would be slightly 
better and 31 per cent believed it would be the 
same. 

This year 41 per cent of the P.A.’s expect 
to purchase the same amount of goods as 
in 1957, 39 per cent expect higher purchases 
and 20 per cent plan to reduce their volume 
of purchases. Compare this to last year: A 
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whopping 62 per cent predicted a higher 
volume of purchases, 33 per cent thought they 
would be the same, and only 5 per cent thought 
their companies would purchase less than in the 
previous year. 

Most P.A.’s (55 per cent) expect prices to go 
up this year. However, last year an overwhelm- 
ing 82 per cent looked for price increases. There 
is a similar sharp break on inventory position. 
For 1958, 42 per cent of the purchasing execu- 
tives plan to make inventory cutbacks while 
last year only 21 per cent planned to pare their 
inventories. 

Over-all, the 1958 survey indicates the econo- 
my is in for fairly severe belt-tightening. 
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What you should know about 





‘What should a box 


The “creases”, or scores, On cor- 
rugated boxes facilitate folding. When 
straight, and properly formed, they make 
your packing job easier and faster, assure 
maximum strength and serviceability of 
the box. 

But just being straight isn’t enough. 
Too narrow or too shallow a score sets up 
internal stresses, makes the box hard to 
fold. Too deep, weakens the board, makes 
the fold easy to tear and come apart during 
shipment. 


What makes a perfect score? 

It depends large- 

ly on the thick- § 

nessand typeof —_guscorep 

board, the scor- 

ing process, 

what you are. 

shipping, and Scoring the sheet 
how it is shipped. First, the score must 
fold without cracking the board. It must 
also fold straight, regardless of the direc- 
A. Scored and slotted sheet tion of the corrugations. It must not cramp 
B. Folded and taped the inner liners too much when folded at 
C. Assembled box 180°. And it must, under test, withstand 
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scoring and slotting of Union Boxes 


combined tearing, bending and tension 
forces simulating those it will meet in 
actual service. 


The different kinds of scores 

There are four basic methods of scoring cor- 
rugated board. 1. The “‘Single V”’ crease— 
most commonly used when the direction 
of the score is parallel to the corrugations. 
- 2. The “Double V’’—generally used across 
the corrugations and where a clean, good- 
looking fold is essential. 3. The “‘Three- 
Point”’ crease — good both “‘with” and 
“across” corrugations. Used where high 


@ Single ¥ @ Double v 


frit? 


“crease” be...besides straight? 


tearing strength is paramount. And 4., the 
“Five-Point”’ crease. This, too, scores both 
ways. It is used almost exclusively for 
double wall board. 


The importance of slotting 


Slots, cut by razor-sharp knives, form the 
top and bottom flaps of your corrugated 
box. Each slot must cut to an exact width, 
and at right angles to the flap scores so 
that the folded flaps 
will be perfectly par- 
allel where they come 
together. The knives 
must cut a clean slot, 
without ragged edges 
or “‘lint’’. Improper 
slotting can seriously impair the appear- 
ance and protective qualities of your fin- 
ished box. 

At Union, slotting and scoring of corru- 
gated containers is an exact science. It’s 
one small part of Union’s complete struc- 
tural design service to assure you maximum 
product protection. It’s one of the reasons 
why Union-engineered boxes are used con- 
sistently by shippers in every industry. 


Slots form the flaps 


Write for Union's free, informative booklet “Manufacturing Sheets for Corrugated Boxes.” 


UNION BOXES 


UNION BAG-CAMP PAPER Corporation 


233 BROADWAY, NEW YORK 7,N.Y. 


Factories: Savannah, Ga.; Trenton, N.J.; Chicago, Ill.; Lakeland, Fla. 
Sales Offices: Eastern Division—1400 E. State Street, Trenton, N.J. 


Southern Division—P.O. Box 570, Savannah, Ga.; 


P.O. Box 454, Lakeland, Fla. 


Western Division—4545 W. Palmer, Chicago, Ill. 
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Try DoALL G90 7007 
on Your Next Job! 


How the CLAW-TOOTH blade 


reduces contour 


POSITIVE 
‘RAKE ANGLE 


or cut-off sawing costs... Se eee CaS MES 
CUTS ALL MATERIALS-—Steel, titanium, a ee Ly 


brass, iron, asbestos, plastics, wood, rubber u »- 
and many other metals and non-metallics. 


EXTRA FAST CUTTING—The claw-like, 


positive rake angle teeth literally “pull 





‘ 
os 
a ‘ 
- 


"= 
iad Pe 
bar on | 


themselves” into the work—providing more 
penetrating power and smoother chip flow. 


EXTRA LONG LIFE—Made sharp to stay 
sharp—scientifically designed tooth and 
gullet shape gives you longer blade life. 
Teeth are securely anchored to the flexible 
back to take heavy cutting loads without 
breakage. 


EXTRA EASY CUTTING—Its “bite-in” 


cutting efficiency requires less feed pres- 


“Pulls” 
blade 
into work | 


» DeALL, “claw” teeth 
are  self-penetrating. 
They pull ‘themselves 
into the work for easier, — 

_ faster sawing... This 

_ .“hooked"’ tooth design 


sure, resulting in more output with less 
work per operator. 


ACCURACY OF SET + .002”—Only 
DoALL guarantees this set accuracy. It 
means you get straight, accurate cutting of 
virtually any material . . . freedom from 
binding . . . ability to produce a predeter- 
mined kerf size and surface finish. 


CLEAN, BURRLESS CUTTING—Means 


less finishing and grinding costs. 


GUARANTEED UNCONDITIONALLY 
—to be completely free of defects in mate- 
rial, workmanship, heat treating and 
packaging. 


Available in CARBON or HIGH-SPEED STEEL 


They'll saw faster on any machine! 


There’s a DoALL saw band for every machine and 
job ... but the blade that handles more jobs better is 
the CLAW-TOOTH! For cut-off jobs or contour saw- 

ing, the versatile CLAW-TOOTH blade can reduce 
— ~ "a aggenerodog both your sawing costs and blade inventory. 
a - siesta Available in 4” to 1” blade width—2, 3, 4, and 
6-pitch. For lowest cost per square inch of cutting, 
specify DoALL CLAW-TOOTH. Or, if you have a spe- 
cial sawing problem, ask about DoALL’s free blade 
selection service—complete recommendations will be 
furnished for your job. 

Call DeALL locally for details, or send for FREE 


catalog listing complete line of DoALL band tools. 


* Convenient ‘‘strip-out’’ Containers — 


100’ or 500’ coils in ex- 
clusive DoALL ‘‘strip-out"’ 


Custom Welded Lengths — 


to fit any band sawing 
machine. Individual pack- 
ages or cartons of six 
packaged blades. 
ih iin Pm ~4! 
= iv | . . 
Find | : 
Your DoALL Store 
| In The 
‘Yellow Pages’ | 


igo 
° THE DoALL COMPANY, Des Plaines, Illinois 
Call Your DéALL Service-Store 


— 
~~ 
— 


> . & —_ “> 7 
a | Tv T aad j 

~ ae hs ‘a J > ~. 7 ss 
THIS IS A . Machines and Blades Surtace Grinders 


TYPICAL DoALL STORE 


oe | SHOP SUPPLIES 
MACHINE TOOLS seccccccscceses CUTTING TOOLS coccccccceccces INSTRUMENTS coccccecceceIN STOCK 
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Washington Report 


_ Pressure Growing for Changes in 


Robinson-Patman Pricing Laws 


Countering Senator Kefauver’s attempt to limit the “good faith” escape 
clause in the Robinson-Patman Act, Senator Homer Capehart (R-Ind.) 


is attempting to broaden its coverage. 


P URCHASING AGENTS 
have a major stake in Congres- 
sional action on proposals to 
modify the Clayton Act as 
amended later by the Robinson- 
Patman Act. 

Under these Acts which pro- 
hibit price discrimination as an 
instrument of monopoly, the 
seller still has the right to pric 
his product to meet price compe- 
tition even if such pricing tends 
to lessen competition. However, 


the seller must be able to show’ 


that his action is in good faith 
and designed to meet an equally 
low price of a competitor. 
Each year since 1951, legisla- 
tion has been introduced to mod- 
ify the element of “good faith” 
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as a complete defense against 
charges of price discrimination. 

Two bills now pending—S-11 
in the Senate and HR-11 in the 
House—would the pro- 
tection of the “good faith” de- 
fense by stating that this de- 
fense would only apply when 
price discrimination did not sub- 
stantially lessen competition or 
tend to create a monopoly. Sen- 
ator Estes Kefauver authored 
the Senate bill, and Congress- 
man Wright Patman sponsored 
the House version. 

In answer to these attempts 
to restrict the “good faith” de- 
fense in the present law, Senator 
Homer Capehart has introduced 
a bill (S-1211) which would 


lessen 


strengthen the “good faith” de- 
fense by making it apply not 
only to the offered price, but also 
to cases where delivered prices 
are cut or freight charges ab- 
sorbed to meet competition. 


@ See Continuation of 
Metal Stockpiling 


Uncerrainty over stra- 
tegic stockpiling policy muddies 
the price outlook in many min- 
erals and metals. Purchasing 
agents will find that current 
softness in the price of copper, 
zinc and lead will continue. Gov- 
ernment spending program will 
take up the sag in some price 
fields, but until Government 
stockpiling position is clarified, 
the uncertainties in these non- 
ferrous metals will stay with us. 

There have been hints that an 
end to stockpile buying is 
planned. Already, for example, 
the British and Italian govern- 
ments have sold some of their 
stockpiled metals. 


Nonferrous Stockpiling to Stay 


Washington view is that 
emphasis on NATO as an eco- 
nomic force could develop into 
a scheme for rational develop- 
ment and support of mineral 
markets—but thinking is that it 
will take some further economic 
thrusts by the Soviets, plus some 
strategic defections to the East- 
ern camp by important neutrals 
before any real pressure will de- 
velop to establish such a pro- 
gram. 

Congressional support has al- 
ready emerged for stockpiling 
of surplus foods for NATO na- 
tions’ use. This could well lead 
into a combined policy on min- 
erals. But until some substitute 
support plan is developed, com- 
plete abandonment of U.S. 
stockpiling of the nonferrous 
group is unlikely. 

(Please turn page) 
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D i ONE STEP 
ACROSS the NATION 


non-stop 2-man 
sleeper cab 
service 


coast-to-coast 





one carrier responsibility 
cuts 20% 


off running time 





PHILADELPHIA 
a imc TOM, oc 


? EvANsvitle 
Me NS EZ gwtns80n0 
4 paSHVILLe 


emt 


Sats Oorce 





tant® FOO: 


SUS OFPCE AMO (hant® POOR 


welond, Ohio... . SH , 
ATORS OF ECR mwtiem . » Cato. 6 1Owenboro, Kentucky mu 3 $363 
y . ML 3.4425 
-CH. 1.7890 
’ SE 0680 
Syrocuse, New York 3.4103 
TEch Miller — Terminal Cites 


OFF-LINE SALES OFFICES: 
“Peoria 
**Rock Islond, Mi. 
Prilodelphio Son Francisco 
“Portland, Ore. Tocome 
Rochester, N.Y **Toledo 
**Rocktord, ™ Washington, 0. C 


* With Treiler Pool **Troier Poo! Only 


DENVER CHICAGO TRUCKING CO., INC 











THE ONLY COAST-TO-COAST CARRIER 
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@ Government Banking on 
Business Pickup in ‘58 


G overnMENT’s FISCAL 
and budget position is based on 
a certainty that business will 
pick up later this year. 


Administration—at least the. 
Treasury and Federal Reserve 


segments of Government—is 
committed to a balanced bud- 
get. 

To achieve a balanced budget 
in the face of a declining busi- 
ness cycle would call for cuts in 
spending. In contrast, spending 
is being stepped up—with a big 
push in military outlays, and no 
real cuts in other Government 
spending. 

This policy was agreed on in 
top-level Administration coun- 
cils—after a rough tussle be- 
hind the scenes between the die- 
hard advocates of a balanced 
budget and Administration po- 
liticos who have both eyes on 
the upcoming Congressional 
elections. 


Spend Now—Get Paid Later 


Policy that has been adopted 
can be summed up in a few 
words—“Spend now, and we'll 
get enough of a tax yield later 
to pay the bills.” 

First target of the new policy 
is to restore business confidence. 
Picture of a government that is 
willing to commit itself in sup- 
port of a high level business 
cycle is aimed at propping busi- 
ness investment—spurring cap- 
ital investment—encouraging 
confidence in maintaining ade- 
quate inventory levels. 

This is of basic importance 
to the purchasing agent. He is 
one of the prime targets of the 
Government efforts to build con- 
fidence. He is being told we are 
not “on the brink” of a major 
business slump. 

Business turn-around will 
have to come quickly. For each 
month of the current year in 
which there is an economic dip, 
there will have to be a compen- 
sating rise in succeeding months 
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—otherwise the tax yield will be 
down and there will be a budget 
deficit. 


Both Parties Agree 


There is little opposition to 
the agreed-on Administration 
policy. The Democrats in Con- 
gress will be pushing even hard- 
er for an increase in military 
spending. 

There is some disposition in 
the more conservative elements 
of the Republican party to offset 
higher defense spending with 
cuts in other sectors of Govern- 
ment. But the Democrats aren’t 
likely to support this position— 
especially in a Congressional 
election year. 

Look for immediate expansion 
in military buying. The Depart- 
ment of Defense wants to get 
going now, and will be looking 
for immediate Congressional ap- 
proval for more procurement. 
This will be in the form of re- 
quest for supplementary ap- 
propriations, which will have to 
be acted on in the weeks ahead. 

First Congressional step will 
be the lifting of the nation’s debt 
ceiling. Without such action— 
and it will have to be fast—the 
whole policy will fail. 


e@ Changes in Defense 
Payment Policies 


New Department of Defense 
policy on reimbursement of 
costs on military contracts con- 
tinues to create problems for 
contractors. 

Specifically, DOD policy was 
adopted to relieve the bind on 
defense funds. The military 
spent beyond its funds in the 
first half of 1957—sought to 
make up for this in the last six 
months of the year. 

Several months ago the De- 
partment of Defense cut prog- 
ress payments on fixed price 
contracts from the previous 
level of 90 per cent of the fixed 
unit price to 85 per cent (where 
only labor and materials are in- 
volved) and from 75 per cent to 


(Please turn page) 
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THE IMPORTANT THINGS 
YOU NEED TO KNOW 
ABOUT 


DARNELL 


p> CASTERS AND WHEELS ~<dd 


RUBBER TREADS . . . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemicel- 
resistant treads, make Darnell Casters and 


Wheels highly adapted to rough usege. 


RUST-PROOFED . . . by zinc plating, 
Dornell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals ore freely used. 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease thet “stands up” under at- 
tack by heat and water. Quick grease-gun 
lubrication provides easy maintenance 


STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 
these string guords insure easy rolling at 
all times, 


Sold by heading 
ssribeutt 
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You Can't Find the Cost of a Valve 
on a Price List 











With today’s high maintenance expense, the 





cost of keeping a troublesome valve in repair 
can dwarf its original price in a few months’ 
time. The minute a maintenance man touches 
a wrench to a valve, its cost is often doubled. 
That’s why the purchasing trend is to top quality 
-~ the longest-lasting, most dependable indus- LQ600-150 LOQ600-200 
trial equipment on the market. And in the valve 150 tb. SP. 200 Ib. S.P. 
300 Ib. W.O.G. 400 Ib. W.O.G. 550°F. 
Y4 to 2 inches 


field, that means Lunkenheimer . . . famous for 
quality and maintenance-free service since 1862. 
The Lunkenheimer Company, Box 360 Annex 
Station, Cincinnati 14, Ohio. 


—_— 


_ WRITE FOR NEW FOLDER 
The costofaLunkenheimer Valve |; = “The Evidence in the Case” 
gets smaller...and smaller...and smaller... | Souter Ratuts Came Sanne 
: | from the Files of Industry on 
with each passing year | 


‘| HOW TO CUT MAINTENANCE 
of dependable service , 


' 
& 





BRONZE * IRON + STEEL + PVC 


LUNKENHEIMER 
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70 percent when all costs are 
’ involved. 

More recently the Department 
of Defense also changed its pay- 
ment policy on cost-plus-fixed 
fee (CPFF) contracts. Where 
previously reimbursement to the 
contractor was based on 100 
per cent of expenditure as bills 
were rendered, new regulations 
allow only an 80 per cent reim- 
bursement. 

This means that the contrac- 
tor has to carry 20 per cent of 
the CPFF contract. Payment of 
the balance waits either on de- 
livery of the units, or on com- 
pletion of the increments of the 
contract as agreed upon in ne- 
gotiation. 

Net effect of both changes in 
DOD procedure has been to 
make the contractor carry a big- 
ger share of the defense expend- 
iture load. It cuts down the out- 
flow of Government payments— 
but throws the contractor on 
banking sources to finance the 
balance. Interest charges  in- 
curred under the new regula- 
tions can be balanced out by 
higher management fees, so the 
savings to the Government are 
questionable. 


e Defense: How Big Is 
Role of Small Business? 


1 
SENATE Select Committee on 
Small Business heaped criticism 
on military contract policy, 
pointing out that in fiscal °57, 
the Army, Navy and Air Force 
awarded only $3.78 billions in 
prime contracts to smaller busi- 
ness firms. This represents 19.8 
percent of the total of $19.13 
billions awarded to all business 
firms during the vear. 

Department of Defense an- 
swered with a report that the 
Senate figure represented only 
prime contracts awarded. DOD 
reported, that in addition small 
business received $3.46 billions 
in payments for defense sub- 
contract work from 216 military 
prime contractors during fiscal 
"57. 
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WHY you get more service 
from V-Belts with \concave 


Each sidewall of a Gates V-belt = 
is concave (Fig. 1) —a precisely Si é> 
engineered curve that makes 
V-belts last far longer. 








HERE’S WHY: on the bend around the sheave, the concave 
sides of a Gates V-belt fill out and become straight (Fig. 
1-A). Thus the belt makes full contact with the sides of the 
sheave, grips the sheave evenly. 

This even contact distributes wear uniformly across the 
sides of the belt. Uniform wear lengthens belt life; keeps 
costs down. 


MAKE THIS SIMPLE TEST so & 2- “A 
ight-si NSS 


Bend a straight-sided belt 
(Fig. 2). The sides bulge at the 
bend causing uneven contact in 
the sheave groove (Fig. 2-A). Naturally, wear is greater 
at points indicated by arrows. Result: shorter belt life, 
increased belt costs. 


To cut down-time and V-belt replacement costs, specify belts that grip 
evenly and wear longer. Specify Gates Vulco Rope — the V-belt with con- 
cave sides. The Gates Rubber Co., Denver, Colorado — World’s Largest 
Maker of V-Belts. 


There are Gates Engineering Offices and Distributor 

‘Stocks in all industrial centers of the United States 

and Canada, and in 70 other countries throughout 
TPA 109A the world. 


Gates Ves: Drives 
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ECONOMIC 


FACTS ON 


FASTENERS 


COLD HEADING: 
A WAY 10 
CUT UNIT COSTS 


@ Eliminates extra operations; 
faster than forging 


®@ Metal flows to shape — without 
waste, without machining costs 


Here’s a manufacturing fact 
often overlooked: The same 
machines that spill out large vol- 
umes of standard fasteners at 
surprisingly low cost can also 
produce special mechanical parts 
...also in volume and also at low 
cost. 

It’s surprising what an expert 
can do with cold heading ma- 
chines. Some parts that would 
otherwise be two or more pieces 
are turned out as uniform, in- 
tegral units. Parts that would 
otherwise require slower, costlier 
machining spout from the cold 
header with little or no scrap 
loss. What’s more, the pieces are 
stronger. 


Case Histories: (1) Eliminating 
double forging operation, high 
speed cold heading machine cuts 
and bends lengths from continu- 
ous rod to form shifter lever. It 
also gives greater strength, im- 
proved finish, closer tolerances. 
(2) Instead of a machined screw 


assembled with separate stamped 
screw driver shield, hose clamp 
screw is now cold headed in one 
piece. (3) No longer cut on 
screw machine, insert screw for 
plastics costs 40% less. Cold 
header uses just amount of metal 
required. , 

Call on the RB&W Fastene 
Man. He can tell you whether or 
not cold heading is feasible for 
producing your screw machine 
parts, forgings and small assem- 
blies. If so, RB&W facilities can 
handle your volume needs. Rus- 
sell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, 
New York. 


pe 
J ; 4 2 
F eS sf 
A me id 


‘412th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwaukee; New Orleans; Denver; Fargo. 
Distributors from coast to coast. 





Spin-Lock Screws 
Eliminate Washers 


Ratchet action teeth on Spin-Lock 
Screws bite into the seat of any 
surface the screw is driven into. 
Their tight hold requires about 20 
per cent more torque to loosen 
than to tighten. With this strong 
grip, separate washers or other 
locking devices are unnecessary. 
One-piece Spin-Lock construction 
gives faster assembly, lowers in- 
ventory needs—and affords 
fasteners that will stay tight in 
products subjected to vibration or 
repeated heating and cooling. 
Send for bulletin. 





12-point fasteners cut 
wrench clearance space 


Double hex RB&W bolts and nuts 
measure smaller across their 
points than single hex fasteners. 
Used with an external socket 
wrench, they permit optimum 
driving torque to be applied. 
Thus, while fitting cramped 
spaces in compact assemblies, these 
fasteners also assure proper pre- 
loading for stronger connections. 
Available with plain flange, or 
SPIN-LOCK design. 


RB&éw FASTENERS—STRONG POINT OF ANY ASSEMBLY 
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Basic Chemicals 
for American Industry 


HOW TO “SPEND” SULFURIC 
-AND HAVE IT,TOO! 


Not everyone can do this. But when, you 
can, the dollar savings mount up. 

Many uses of sulfuric acid and oleum 
result in substantial quantities of relatively 
high-strength, impure acid which present 
problems of handling and disposal. This is 
particularly true if you use it as an alkyla- 
tion catalyst, or for sulfonating white oils, 
synthetic detergents, etc. 

But General Chemical may be able to 
show you how to “spend” your sulfuric acid 
and have it, too! 

This depends on a number of factors. 
The acid strength . . 
amounts of contaminants . . . the tonnage 


. the nature and 


available . . . the distance of your location 
from our nearest plant—all have bearing. 
Generally, spent acids containing 70-80% 
sulfuric acid, or higher, can be reclaimed if 
they do not contain impurities harmful to 
the equipment. 

General Chemical has many years of ex- 
perience in solving spent acid problems of 
every kind. We will be happy to review the 
economics of converting your spent acid, 
and the assistance of our technical service 
staff is always available to help solve any 
handling and disposal problems you may 
have. Just call the nearest General 
Chemical office listed below. 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


Offices: Albany + Atlanta + Baltimore + Birmingham « Boston + Bridgeport + Buffalo « Charlotte » Chicago « Cleveland (Miss.) + Cleveland 
(Ohio) + Denver + Detroit + Houston » Jacksonville » Kalamazoo + Los Angeles + Milwaukee + Minneapolis « New York « Philadelphia 
Pittsburgh + Providence + San Francisco « Seattle + St. Louis +» Yakima ( Wash.) In Canada: The Nichols Chemical Co., Ltd. * Montreal * T te * V 
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§ A NATION-WIDE ORGANIZATION 
OF 14 PLANTS AND WAREHOUSES 


to meet your needs for 


Specification Adhesives 


| Tampa 
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The economy of this country is geared to 
communication. Timely delivery of raw 
materials, control over distribution, and 
the flow of products to their ultimate 
markets are major factors in the success 
of your business. Largely for these rea- 
sons your plants are readily accessible 
to sources of supply. 


The adhesives used in the making, la- 
beling, packaging or shipping of your 
goods are vital supplies. More than 
this, adhesives are specified for varying 
requirements—and are rarely inter- 
changeable. This is why ARABOL’S 
network ef plants and warehouses is of 
great importance to you. 


14 ARABOL plants and warehouses 
supply specification adhesives, blanket- 
ing your locations whether you are re- 
gional or coast-to-coast. Among these 
outlets are three laboratories, servicing 
the current adhesion requirements of our 
customers. In addition, a separate New 
York Laboratory is advancing the per- 
formance of adhesives in pure research. 
For More Information Write No. 
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These facilities of ARABOL protect your 
supply of specification adhesives despite 
floods, tornadoes, economic difficulties, 
or other interruptions in delivery from 
any one outlet. The next nearest ARABOL 
plant or warehouse is always ready to 
supply the same formula, to unvarying 
specifications. 

We operate in the belief that no adhesive 
is worth its cost if it fulfills only a part of 
its requirements. The ultimate value of 
adhesives far outweighs their immediate 


Mul 


soi OF 
Sod IN THE 
73s OF ADHESIVES 
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cost, and specification adhesives cost 
only fractions more (sometimes less) 
than “‘make-do” adhesives. We would 
like to submit samples of specification- 
formulated adhesives for you to test in 
your own plant, under your particular 
working conditions, until you find the 
formula that best meets each of your 
requirements. That is the one kind of 
testing that assures you of continuously 
“satisfactory results, 


May we send you a folder, “‘How To 
Buy Adhesives,” listing 23 basic speci- 
fications that let you know when you 
have the right adhesives? Kindly address 
your inquiry to Department 84. 


THE ARABOL mFc. co. 
.. a nationwide organization 
serving major users of industrial adhesives 


EXECUTIVE OFFICES: 
110 East 42nd Street, New York 17, N. Y. 


CHICAGO e SAN FRANCISCO e LOS ANGELES 
ST.LOUIS « ATLANTA e PHILADELPHIA « BOSTON 
PORTLAND, Ore. « ITASCA and McALLEN, Tex. 
CINCINNATI « DENVER « TAMPA e LONDON, Eng. 
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What you can't see... benefits you most 


are the unseen factors in a Clark product that 
assure you the best in performance and depend- 


Sure this is the best-looking fork lift truck on 
the market today. What you can’t see is the 
thousands of design hours and dozens of engineer- 
ing ideas that have gone into this new Clarklift. 

Clark Equipment Company is unique as a com- 
pany that specializes in materials handling. A// of 
its engineering and research facilities are available 
for the design and improvement of materials han- 
dling machines and methods. This advanced re- 
search, long experience, seasoned specialization 


ability . . . the lowest possible operating costs. 
A 24-page brochure detailing the new Clarklift 
is available on request. Shown are its many 
engineering advances. 
CLARK 
Clark Equipment Co., 


For your personal copy, 
Battle Creek, Michigan. EQUIPMENT 


write direct to: Clarklift, 
CLARALIFT is a trademark of Clark Equipment Company 





Take a new look at where to get faster delivery 
and service on specialty steels 


Wherever you are, there’s a Carpenter Mill-Branch 
Service-Center in your area. Have you been in touch 
with us recently? If not, we believe it will be worth 
your while to place a call today. 


For example, look at your inventory of specialty steels 
from the standpoint of manpower and paper work re- 
quired to handle it . . . the valuable space it may be 
wasting ... the dollars that may be tied up unnecessarily. 


Carpenter's ability to meet your day-to-day specialty 
steel needs quickly, and without hesitation can do much 
to help you reduce a host of inventory problems. We're 


continually building our stocks of tool, stainless and 
alloy steels for fast delivery. 


Important, too, is the cooperation you'll get from the 
folks at Carpenter. Whether it involves the order desk 
people—your Carpenter Representative, the warehouse 
crew or the office staff—they're all part of a team work- 
ing for you. 


For service that’s backed by more dependable action ... 
and delivery that’s backed by a wider selection of spe- 
cialty steel grades and sizes—call the Carpenter Service- 
Center nearest you, now. ‘The Carpenter Steel Co., 
182 W. Bern St., Reading, Pa. 


farpen ter 


Mill-Branch Warehouse Service 


Mill-Branch Warehouses, Offices and Distributors in Principal U. S. Cities 
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0 R PRODUCT 
THE BEST OF BRAKES! 


ROLLING STOP... Master Type D 
Dynamic Unibrake Motors. Braking is 
obtained with a unique, patented brake 
winding superimposed on the stator 
winding. Simple, compact, with no 
DC current required, the brake has no 
moving parts. There is nothing to 
wear or adjust... braking torque 
Type D, AC Dynamic repeats consistently. Particularly 
recommended for automatic 
applications where static 
holding is not desired. 
Sizes ¥% to 30 H.P. 


UNIBRAKE MOTORS 


STOP-HOLD...Master Type M 
Magnetic Unibrake Motors. For 
quick, controlled stopping... espe- 
cially when you want to hold the 
load. Spring-setting magnetic brakes 
of the friction disc type combine with 
motor in a compact, integral unit. 
Sizes... % to 150 H.P. 
MASTER GEARMOTORS and variable speed 
Type M—Magnetic drives can be furnished with Unibrakes, 


too. See Master for the perfect power 
drive for you. 


THE MASTER ELECTRIC Co. 
DAYTON 1, OHIO 


pivision oF RELIANCE —ELESTRICANDe 





I-T-E ANNOUNCES 
NEW 100 amp 480 V 
“EH” FRAME 
CIRCUIT BREAKER 


Reduces mounting space requirement by 40% 


Recognizing industry requirements for an 
intermediate, compact 100 amp frame 480 v 
breaker, I-T-E engineers have designed a 
new ““EH” frame molded case circuit breaker 
which requires 40°; less mounting space 
than breakers previously employed to meet 


the rating capacity. 


The new “EH” frame breaker is ideal where 
intermediate voltage and interrupting rat- 
ings must be handled, and space is ata 
premium. Specify the I-T-E “EH” frame 
and benefit from the compact design advan- 


tages which this new circuit breaker provides. 


% ry Contact your local I-T-E sales office or 
Ges 

f 

g 


write I-T-E Circuit Breaker Company. 


I-T-E CIRCUIT BREAKER COMPANY 


19TH AND HAMILTON STREETS, PHILADELPHIA 30, PENNSYLVANIA 


f 
\ 


(Tf SMALL AIR CIRCUIT BREAKER DIVISION 


For More Information Write No. 178 on Inquiry Card—Page 32 For More Information Write No. 179 on Inquiry Card—-Page 32> 
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protecting products the Caplug way . 
can save you hundreds $$... for pennies spent 


ha a 
ee 


Sundae 
wheat” 


quick to put on...and quick to take off... fit tremendous 
variety of tubing, threaded fittings and machined parts 


Caplugs 


take your pick from this big closure family 
...10 standardized styles...over 500 sizes in stock 


~~ 


molded of flexible Polyethylene 
... won't chip, break, shred or collapse 


Set d 


get a free handful of Caplugs like this 
in exchange for the coupon below 


CAPLUGS DIVISION, PROTECTIVE CLOSURES CoO., INC. 
2201-5 Elmwood Ave., Buffalo 23, N. Y. 


Mail a free assortment of Caplugs, literature and prices 
to us, without obligation. 


NAME 


rime 





ADDRESS 


tough enough to take abuse 
...yet, most kind to threads and polished surfaces erry 











sal 


caer se 


PROTECTION! THE CONTAINER TOOK THE SHOCK 





PLANTS 


AND 
SALES OFFICES: 
CLEVELAND 
DETROIT 
CHICAGO 
MEMPHIS 
LOS ANGELES 
PLYMOUTH, WIS. 
JAMESBURG, N. J. 
OGDENSBURG, N.Y. 


° 
ABRASIVE 
DIVISION 
CLEVELAND 


Write for our 
latest Packaging 
Brochure. 


For More Information Write No. 


180 on Inquiry Card—Page 32 
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CLEVELAND CONTAINER 





THIS CAR WAS 
DERAILED AND 
OVERTURNED 








PREMIUM PROTECTION 
URS i AY 


PICTURES TELL THE STORY! 


Fo:d Motor Company’s steering gear and column as- 
sembiies, protected by Cleveland Container metal-end 
s'eeves and spacer tubes, survive the overturn of a 
railrcad car with no damage to the assemblies. 


A bag type of covering, formerly used, gave protec- 
tion from dirt and dust but NO protection against 
blows or jars... and COST MORE than the Cleveland 
Container sleeves. 


Our experience, plus sound design engineering, 
can provide your products with similar PREMIUM 
PROTECTION . . 


. usually at lower costs. 


Why pay more? 
For quality products . . . call CLEVELAND! 


SALES OFFICES: 


NEW YORK CITY 
yp manne oy “ 


COMPANY ® 
6201 BARBERTON AVE., CLEVELAND 2, OHIO 


¢ ALL-FIBRE CANS ¢ COMBINATION METAL 
AND PAPER CANS « SPIRALLY WOUND 
TUBES AND CORES FOR ALL PURPOSES 


CLEVELAND CONTAINER CANADA, LTD. 


Plants & Sales Offices: Sales Office: 
TORONTO AND PRESCOTT, ONT. MONTREAL 


an senvomn, 
CONN. 


For More Information Write No. 181 on Inquiry Card—Page 32> 
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FRAMES LIKE THIS 


DEMAND A 
STRONG STEEL 


Automobile frames, like so many products, are only as s 
as the steel that goes into them. Automotive manufacturers 


and other customers have long relied on Great Lakes 


steel 
for strength and dependability. 

Great Lakes quality controlled steel prov des a safe margin 
of strength, assuring customers satisfaction in this respect. 


Uniformity and ductility are other important characteristics 


of Great Lakes steel. All combine to bring to you dependable 


performance during fabrication and in the end product. 


When you get Great Lakes steel vou get st that fits your 


specifications, delivered on time. For the full story of Great 





At this point an automobile frame is near com- 
pletion. The X-member is being welded. 


Lakes quality-controlled steel, make it a point to call your 
Great Lakes Steel representative soon. He’s as near to you as 


your telephone. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan + Division of 
NATIONAL STEEL CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand 
Rapids, Houston, Indianapolis, Lansing, Los Angeles, New York City, 
Philadelphia, Pittsburgh, Rochester, St. Louis, 

San Francisco, Toledo, Toronto. 











This is a typical application of 
Taylor Laminated Plastics. Your de- 
sign engineers may be working on a 
product that has similar require- 
ments. Why not pass this advertise- 
ment along to them. 









Uniformity of Taylor Rolled Copper-Clad Laminates 
helps prevent shorts in printed electronic circuits 


Taylor Rolled Copper-Clad Laminates help prevent both 
shorts and open circuits: shorts because the copper is free 
of lead inclusions; open circuits because the metal is free 
of pits and pinholes. They have such high uniformity that 
even lines only 0.002 in. wide, and spaced only 0.004 in. 
ipart, can be produced. These features also help prevent 
resistance buildup and other faults that cause failures in 
radios, television sets, and other electronic devices found 
in the home and industry. 

Production control at Taylor Fibre Co. is responsible for 
this highly uniform printed circuit material. Taylor has 


ao Actual size of printed circuit 
on Taylor Copper-Clad Lami- 
nate. The lines are only 0.002 
in. wide and 0.004 in. apart. 


TAYLOR 
FIBRE CO 





devised a unique method of bonding high-purity rolled 
copper to the base laminate—and keeping it securely bonded 
even under severe conditions of temperature, humidity and 
mechanical stresses. From this results the production of 
printed circuits of consistently high quality. 

This is only one of the many Taylor Fibre Co. products 
that are meeting industry's demands for improved materials 
with superior performance characteristics. If your products 
require laminated plastics—in basic form or fabricated 
parts—contact the Taylor sales office nearest you. Save 
time and money by dealing with the right source of supply. 


TAYLOR 


Laminated Plastics 
Vulcanized Fibre 


TAYLOR FIBRE CO. Plants in Norristown, Pa., and La Verne, Calif. 


INTEGRATED MANUFACTURER AND FABRICATOR OF PHENOLIC, MELAMINE, SILICONE, 
EPOXY, COPPER-CLAD, AND COMBINATION LAMINATES * VULCANIZED FIBRE 


First and largest volume producer of rolled copper-clad laminates for printed circuits 


For More Information Write No. 182 on Inquiry Card—Page 32 
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First 
Inside 


Pictures 


OF MOTO-MATED 

BEARING PLANT 

THAT HAS 

HELD DOWN / we 

BEARING COSTS 1. Here's where the Timken” tapered roller bearings are made that have saved the autemotive 
industry up to 16% over previous designs. For the past five years this unique plant in Bucyrus, 
Ohio, has kept bearing prices down in the face of rising costs. And the revolutionary, high- 


speed production techniques used in Bucyrus promise still more savings as more industries 
standardize on the new Moto-Mated sizes, use more Timken Moto-Mated bearings. 


2. Auto makers saved automatically 3. Bigger Benefits of this Moto-Mation are 4. Mated to industry’s needs. The new 
when they switched to Moto-Mated bear- still to come as more of the new Moto- Moto-Mated bearings are redesigned 
ings. Over $1 million last year in front Mated bearings are used. The more bear- to meet industry's need for capacity- 
wheels alone. Other users of small size ings we produce in our revolutionary packed lower-cost bearings. They keep 
tapered roller bearings can realize similar Moto-Mated plant, the better we can keep inflation out of bearing costs in bore 
savings with Timken Moto-Mated bearings. your bearing costs down. sizes from %” to 1%". 


How Moto-mation has held down the cost 
of Timken bearings for passenger cars 


Boxe — October, 1950-100 


teen, Timken bearing price index 

. eam Timken Compony labor cost index 

eelon and steel ie . ee 
tpg te 

one Possengercars® "OT YTS” 
*BLS wholeole prices 


5. Standardization breeds savings. See in the graph (right) how 
Timken Moto-Mated bearings have held the line against the auto- 4 price reductions in 5 years 

a ee i ote ; Thie ind ’ lend i950 s«195! 1952) 1953 PSA SS SSCS. 
motive industry § rising Costs. is industry s stan ardization Pek a OR ge EE Ma his’ side die dui i“ 
on the new Moto- Mated sizes with longer production runs made 
it possible. Increased use of Moto-Mation will make it pay off 
even more. Take a cue from the automotive industry. Switch to 
Timken Moto-Mated bearings. Call your local Timken bearing TAPERED 
engineer today and get his help in redesigning your bearing ROLLER 
applications. The Timken Roller Bearing Company, Canton 6, 


= : : BEARINGS 
Ohio. Canadian plant: St. Thomas, Ontario. Cable: ““TIMROSCO”, 


Meeting the big change in industry with the big change in bearings 











heath Bir 259 
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DUCTILE IRON VALVES ARE THE LATEST ADVANCE IN 
WALWORTH'S CONTINUING RESEARCH AND DEVELOPMENT PROGRAM 


This fiery demonstration is dramatic proof of solve many of the corrosion, cost and maintenance 
Walworth’s constant effort to develop better valves problems for the marine, petroleum, gas, and chem 
This use of ductile iron “the cast iron that can ical industries. Ductile iron studies are just a part 
be twisted and bent results in new Walworth of the continuing work of Walworth’s Research and 
Valves that are stronger than gray cast iron valves Product Development Division 
5 and several times tougher. Ductile iron combines the For almost every piping job there is a Walwortl 
corrosion resistance of gray iron and the strength Valve . in a type, size, and material to meet your 
of steel. Ductile iron valves have many times greater requirements . Gate, Globe, Angle, Check, and 
corrosion resistance than more expensive steel Lubricated Plug Valves in a variety of pressure 
valves ratings. For more information contact your local ie 
In Service these Walworth Ductile Iron Valves will VEL Tela dimm Olt-jegleleicels a 


WALWORTH SUBSIDIARIES: ALLOY STEEL PRODUCTS CO. * CONOFLOW CORPORATION +* GROVE VALVE AND REGULATOR CO. 
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In the first stage of thermal shock test, oil fire and gas flame heat 
a 6-inch Walworth Gate Valve constructed of ductile iron to a red 
hot temperature of 1350°F. 


Now the Walworth Vaive is quickly chilled with streams of water. 
A cast iron valve could shatter under such a drastic and rapid 
change in temperature. 











Slightly scorched, the vaive keeps its shape and dimensions despite 
the ordeal and is completely operable. The test proved that, under 
these conditions, Walworth ductile iron vaives have a thermal 
shock resistance equal to that of more expensive steel valves. 








ee me oti aa. | 


60 EAST 42nd STREET. NEW YORK 17, N 


for water, . . . for lines car- 


steam, gas, and air 
service to 850°F. 
Oil or oil vapor to 
1000°F. OS & Y 
types. Screwed or 
socket welding 
ends. Bolited or 
union bonnets. 
*Sizes from % to 2 
inches. 


rying pulp stock in 
varying concentra- 
tions, slurries, and 
other fibrous mate- 
rials in suspension. 
All-weided stainiess 
steel construction. 
Corrosion resistant. 
Sizes from 3 to 30 
inches. 


...made of rigid, 
unplasticized poly- 
vinyl! chloride. 
Highly resistant to 
chemical attack. 
Non-toxic, Non- 
aging. Extremely 
low flammability. 
Sizes from % to 4 
inches. 


SOUTHWEST FABRICATING & WELDING CO., INC. ° M&H 


VALVE AND FITTINGS CO. * WALWORTH COMPANY OF CANADA. LTD. 
For More Information Write No. 185 on Inquiry Card—Page 32 
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Max. Unit 
Bearing Pressure 
(1000 p.s.i. of 


projected bearing area) 


2 3 


Life Expectancy (thousands of hours) 


These alloy linings cover 
95% of engine bearing requirements 


With a steel back and one of these lining __ plete satisfaction in performance results. 
alloys—tin- or lead-base babbitt, medium Whether your bearing is a new design or 
or heavy-duty copper alloy—or extra re-design of an existing application, con- 
heavy-duty aluminum alloy—95% of sleeve sultation with our Engineering Department 
bearing requirements can be met with com- may result in tooling advantages, 


A FREE copy of 
‘Automotive Sleeve Type Half Bearing” 
design guide will be sent on request. 


aoenal 


FEDERAL-MOGUL-BOWER BEARINGS, INC., 11077 SHOEMAKER, DETROIT 13, MICHIGAN 


RESEARCH e¢ OESIGN *© METALLURGY « PRECISION uAdueae | ss 


For More Information Write No. 186 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





ALLOY STEEL TUBING (SPECIAL PURPOSE) 


A 4-page bulletin contains information on 34 
stainless steel and high alloy tubing and piping 
for nuclear energy applications. Several nuclear 
installations are discussed. 


Carpenter Steel Co. 
Write No. 1 on Inquiry Card—Page 32 


ARBORS, COLLET CHUCKS 


Dimensional data for selection of interchangeable 
extension arbors and tapered shank collet chucks 
for internal grinding and milling sp‘ndles is sup- 
plied in bulletin WA-10 (30 pp) 
Pope Machinery Corp. 
Write No. 2 on Inquiry Card—Page 32 


BELTING (TRANSMISSION) : 
A 3-color catalog deals with power transmission 
belting made of polymer and chrome tanned 
leather. There are sections on applications, prope: 
selection, tensioning and maintenance. 

Extremultus, Inc. 


Write No. 3 on Inquiry Card—Page 32 


CHEMICALS 


Characteristics, grades and containers for 24 basic 
chemicals used by industry form the subject of 
16-page booklet. It lists production points of or- 
ganic, inorganic and specialty chemicals. 

Olin Mathieson Chemical Corp. 


Write No. 4 on Inquiry Card—Page 32 


CORROSION PREVENTIVES 
A chart of military-specification corrosion preven- 
tives for industrial and military use presents data 
on 20 products, including solvent cutbacks, engine 
preservation lubricants, ete. 
Pennsylvania Refining Co. 
Write No. 5 on Inquiry Card—Page 32 


CONNECTORS 
A wide range of interlock self-locking connectors 
is described and illustrated in a 28-page catalog. 
Dimensional data, photos and line drawings are 
supplied. 


Avnet Interlock Sales Corp. 
Write No. 6 on Inquiry Card—Page 32 
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COPPER FOIL 


An 8-page illustrated booklet, Publication D-8-R, 
suggests commercial application of copper foil. It is 
electro-deposited paper-thin sheet copper pro- 
duced in continuous lengths. 

The American Brass Co. 


Write No. 7 on Inquiry Card—Page 32 


DIE SETS 


Catalog No. 570 discusses in 63 pages a series of 
all-steel precision sets, not hitherto available to 
the trade. They are designed to parallel ASTE 
punch and die classifications. 


Standard Die Set Co. 
Write No. 8 on Inquiry Card—Page 32 


DIE SPRINGS 


Catalog No. 70-A(Section 4) classifies die springs 
in 500 standard sizes and three distinct pressure 
groups for each size. It includes full specifications 
and prices. 
E. W. Bliss Co. 
Write No. 9 on Inquiry Card—Page 32 


ELECTRONIC EQUIPMENT 


A 12-page, 40 photograph brochure provides de- 
tailed information on the company’s capabilities 
for designing and producing electronic, electrical 
and mechanical aviation instruments. 

Lear, Inc. 


Write No. 10 on Inquiry Card—Page 32 


FANS 
* The efficiency and quietness of airfoil blading 
for all-purpose applications in a line of centrifugal 
fans (Series 8000) is explained in catalog 1121. 
Capacities are up to 700,000 cfm. 
Westinghouse Electric Corp. 
Write No. 11 on Inquiry Card—Page 32 


FASTENERS (STAINLESS) 


A condensed illustrated guide lists 37 different 
types of stainless steel fasteners. Screws, nuts, 
bolts, washers, rivets and “AN” fasteners are in- 
cluded. 

Allmetal Screw Products Co., Inc. 


Write No. 12 on Inquiry Card—Page 32 
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GAGES 


Flush pin gages and dial indicator gage units are 
the subject of a 16-page catalog. It allows choice 
of 650,000 standard bar and barrel type gage va- 
riations to be ordered by number. 

Rite-O Tool & Gage Co. 


Write No. 13 on Inquiry Card—Page 32 


GEARING (WORM) 


Full technical information on design and applica- 
tion of double-enveloping worm gearing is pre- 
sented in the 24-page, 2-color bulletin No. CD- 
200. It contains detailed engineering data. 
Cone-Drive Gears 


Write No. 14 on Inquiry Card—Page 32 


GRATING (METAL) 


The 814” x 11”, 2-color Metal Grating Handbook 
contains 32 pages of informative text, drawings, 
tables and actual installation photos. It represents 
a product standardization. 

Metal Grating Institute, Inc. 


Write No. 15 on Inquiry Card—Page 32 


GRINDING WHEELS (VITRIFIED, RESINOID) 


Basic steps in the production of a wide range of 
vitrified and resinoid grind'ng wheels are de- 
scribed in a 16-page illustrated bulletin. Wheels 
are of standard type or engineered to order. 
Simonds Worden White Co. 


Write No. 16 on Inquiry Card—Page 32 


INDEXING TRUNNIONS 


Bullet'n No. 1057 (2-colors, 8-pages) describes a 
complete line of indexing trunnions. Illustrations 
show their speed in drilling, tapping and counter- 
boring a typical housing. 
Johnson & Bassett, Inc. 
Write No. 17 on Inquiry Card—Page 32 


INSTRUMENTATION FOR NUCLEAR PLANTS 


Booklet B-7233 (8 pp.) deals in detail with the in- 
strumentation and control of nuclear plants. It 
covers, with photos, reactor power control, re- 
actor and coolant instrumentation, radiation, etc. 

Westinghouse Electric Corp. 


Write No. 18 on Inquiry Card—Page 32 


LABORATORY, INDUSTRIAL EQUIPMENT 
Descriptions of a line of laboratory and industrial 
equipment are supplied in Catalog No. 57 (20 
pages). They inc!ude electric furnaces, hot plates, 
pyrometers, flask heaters, etc. 

Temco Electric Mfg. Co. 
Write No. 19 on Inquiry Card—Page 32 


LIGHTING EQUIPMENT 


The 2-color catalog, No. C-57, features a visual 
index of 13 basic lighting equipment models. With 
them, countless combinations of types, designs and 
color patterns can be created. 


Wakefield Co. 
Write No. 20 on Inquiry Card—Page 32 


MICRORADIOGRAPHY 
€ 


The principles of microradiography are covered 
in a 48-page booklet which includes a bibliography 
of 500 names. Its industrial use in paper, metals, 
textiles and other fields are discussed. 

Philips Electronics, Inc. 


Write No. 21 on Inquiry Card—Page 32 


MOTORIZED DEVICES (MINIATURE) 


Instrument panel vibrators, d-c generators, plane- 
tary gear reductions, clutches, rate gyros, actua- 
tors, timers and power positioners are covered in a 
2-color, 8-page bulletin-catalog. 
Globe Industries, Inc. 
Write No. 22 on Inquiry Card—Page 32 


PLASTIC PROTECTIVE COATING 


The features, properties and characteristics of 
“Mono-Seal,” a super-tough, plastic type protec- 
tive coating is covered in a fully iliustrated 16- 
page technical bulletin. j 
Mono-Seal Products 
Write No. 23 on Inquiry Card—Page 32 


SCREW-THREAD STANDARDS 


A handbook has been compiled to promote uni- 
formity in screw-thread standards in the interests 
of the departments of Defense, Army, Navy, Air 
Force and Commerce. Price: $1.25. 

; Supt. of Documents 


Write No. 24 on Inquiry Card—Page 32 
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ANY STEEL 


Here’s what U.S. Steel Supply's GLAU means to Specification Steel Corp. 
ANY TIME 


SERVICE 


“U.S. Steel Supply Service has helped us 


GUT INVENTORY 
COSTS 70°" 


says Ray N. Stephens, president and general manager, 
i all ~~ Specification Stee! Corporation 


“We have reduced our on-hand inventory more than 70% by dealing 
with U. S. Steel Supply,” says Mr. Ray N. Stephens, president and general 
manager, Specification Steel Corporation, Colton, California. 

“Two years ago we maintained an on-hand inventory of 630 tons of as- 
sorted shapes and sizes of structural steel, plus considerable sheet and bar 
stock,” says Mr. Stephens. “This space-eating inventory required a huge 
investment of over $100,000, which meant that less working capital was 
available for plant expansion and efficient production. 

“Because of U. S. Steel Supply's ability to deliver what we want... 
when we want it,” continues Mr. Stephens, “we now carry less than 30% 
of our former inventory--and the working capital, previously tied up in 
plant inventory, has been channeled into increased production facilities 
and accounts receivable requirements.” 

Steel fabricators, such as Specification Steel Corporation, have found 
that by using ANy STEEL, ANYWHERE, ANY TIME SERVICE it is actually 
less expensive to buy from U. S. Steel Supply. 


Here’s how to put this service to work for you! 


Your steel needs, regardless of your location, can be handled immediately 
and accurately by U. S. Steel Supply’s ANY STEEL, ANYWHERE, ANY TIME 
SERVICE. You'll get money-saving, time-saving and problem-solving bene- 
fits when you deal with U. S. Steel Supply, plus the invaluable experience 
of our technical people and our sales representatives. 

If you want one of our representatives to help you plan for new efficiency, 
new economy and new profitability in your future steel buying, write to 
U. S. Steel Supply at the address listed below. 


U.S. STEEL SUPPLY 


DIVISION 


Mailing Address: General Offices: 
P. O. Box 1099, Dept. $1, Chicago 90, Ill. 208 So. LaSalle St., Chicago 4, Ill. 





Warehouses and Sales Offices Coast to Coast 


St oo, STATE S$ $$ TE E'L 


For More Information Write No. 187 on Inquiry Card—Page 32 
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ow Krell 


Heavy-Duty Pipe Cutters 


For More Information 


The instant you start feeding in this new 
cutter on a pipe you feel the remarkable 
difference, the new cushioning effect that 
makes cutting much easier and faster. And 
the bigger handle and extra long shank 
(protecting threads on screw handle when 
you use a power drive) helps, too. 


yy Try it, compare jit 


. buy it at your 
Supply House. 


Write No. 188 on Inquiry Ca 
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RESIN (THERMOPLASTIC) 


A file holder supplies helpful 
information about “Cyclolac,” 
a high impact, thermoplastic 
acrylonitrile butadiene styrene 
resin for injection molding, or 
calendering. 

Marbon Chemical 


Write No. 25 on Inquiry Card—Page 32 


RINGS (WELDED STEEL) 


Copiously illustrated, an 8- 
page bulletin illustrates bas‘c 
manufacturing phases of weld- 
ed steel rings, including bend- 
ing, electronically-controlled 
welding and X-ray inspection. 

Edgewater Steel Co. 


Write No. 26 on Inquiry Card—Page 32 


SAFETY EQUIPMENT 


A colorful 28-page brochure, 
No. 35, illustrates and describes 
such products as_ goggles, 
glasses, lenses, welding hel- 
mets, hand and face shields 
and respirators. 


Sellstrom Mfg. Co. 
Write No. 27 on Inquiry Card—Page 32 


SPINDLES (GRINDING, 
BORING): 


A line of precision grinding 
and boring spindles is illus- 
trated and described in an 8- 
page bulletin, No. 25477. They 
are equipped with special ball 
bearings. 


Ex-Cell-O Corp. 
Write No. 28 on Inquiry Card—Page 32 


TURNTABLE 


The fundamentals of moto: 
driven turntable application to 
factory production uses is ex- 
plained in a 24-page illus- 
trated brochure, complete with 
wiring diagrams and construc- 
tion notes.- 


Merkle-Korff Gear Co. 
Write No. 29 on Inquiry Card—Page 32 
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The Powerful Power-Groove! 


General Electric’s radical new fluorescent lamp design 
can give you higher, more economical light levels 


Fos ss ah Sas While plans for their new building were still in 
ore ape pet Soe zee . 


FS a a ta the early stages, officers from Erickson Tool 
: Company of Cleveland, Ohio, visited the Light- 
ing Institute— General Electric's lamp head- 
quarters at Nela Park. There they saw the whole 
array of lighting methods and discussed the 

powerful new G-E Power-Groove Lamps. 
They were shown how these revolutionary 
lamps provide outstanding general lighting, 
making it unnecessary to use supplemental light- 
ing on individual machines (like that used by 
Erickson toolmdkers in their old plant). They 
saw how powerful Power-Grooves would fill a 
plant with pleasant light that’s easy on the eyes 
. as well as the pocketbook. The decision 
was made: Erickson’s new plant would have 

G-E Power-Groove Lamps throughout! 








Because G-E Power-Groove Lamps give 
nearly twice as much light per tube as High- 
Outputs — 24% tumes as much as 8-foot slim- 
lines—you can get more light per fixture—with 
fewer parts to maintain. And compared to other 
fluorescent systems, you Can save 5-20% on 
your initial investment. 

Get the whole exciting Power-Groove story. Write 
General Electric Co., Large Lamp Dept. P-18 
Nela Park, Cleveland 12, Ohio. Better still, visit 
Nela Park and let us show you on-the-spot 
demonstrations of how the powerful Power- 
Grooves can work for you... economically. 


AT ERICKSON TOOL COMPANY 
(above), 450 G-E Power 
Grooves, eight feet long, 
mounted 10 feet high, with 10 
feet between rows, maintain a 
lighting level of 160 footcan 
dles economically. This means 
there is plenty of light right at the machines (see footcandle reading at 
right)—where extra light means extra safety, extra accuracy for workers. No 
supplementary lighting is needed. Powerful Power-Grooves do it all! 


Progress /s Our Most /mportant Product WORLD'S BRIGHTEST WORKSHOP— Now you can 


see powerful Power-Grooves in action... 

lighting the world’s brightest workshop. It’s 

G ft N F e A L 96) fF LE S T x | C at the G-E Lighting Institute at Nela Park 
Plan to visit it and see for yourself. 


- For More Information Write No. 189 on Inquiry Card—Page 32 
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AIRCO ANNOUNCES 


THE FASTEST ELECTRODE 


ON THE MARKET 








This new mild steel electrode—the latest addition 
to Airco’s complete line of electrodes—deposits 
17 pounds of metal per hour at 100% work 
factor—six pounds faster per hour than yester- 
day’s best. The extra-heavy iron powder cover- 
ing permits high machine settings (450 amps 
AC) for high welding speeds. 

Easyarc 30 is designed for making positioned 
fillets or butt welds. Steady spray-type transfer, 
easy slag removal. The unusually high deposi- 
tion rate, together with outstanding X-ray and 
mechanical properties, makes Easyarc 30 an 
ideal electrode for high speed welding of pres- 
sure vessels, machine bases and structural weld- 
ments. Available in 4” diameter, standard 18” 
length. Contact your nearest Airco office, or 
write to address below for complete information 
and free samples. 





AIRCO EASYARC. 30 





DEPOSITS 


17 LBs, 
PER HOUR. 


BLBS. MOR 
than any other 








>. 
AT THE FRONTIERS OF PROGRESS YOU'LL FIND... } 
— On the west coast 
Air Reduction Pacific Company 
AIF RCC 0 AIR REDUCTION SALES COMPANY _ 
a 
In Cuba 
=) SA A division of Air Reduction Company, Incorporated Cuban Air Products Corporation 
S 150 East 42nd Street, New York 17, N. Y. In Canada 
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Offices and dealers in 
most principal cities 


Air Reduction Canada Limited 





f the divisions of Air Reduction Company, Incorporated, include: AIRCO — industrial gases, welding and cutting equipment, and acetylenic chemicals * PURECO 
J eous, liquid, solid (‘“DRY-ICE"') * OHIO — medical gases and hospital equipment * NATIONAL CARBIDE — pipeline acetylene and calcium 


C rd de — gos 
Je * COLTON — polyvinyl acetate, alcohols, and other synthetic resins. 
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How much do you spend on removing 
rust before you paint? Why not coat 
right over the sound rusted metal with 
Rust-Oleum 769 Damp-Proof Red 
Primer after simple scraping and wire- 
brushing to remove rust scale and loose 
rust... saving time, money, and metal! 
Rust-Oleum’s specially-processed fish 
oil vehicle penetrates* through rust to 
bare metal—while the surface film re- 
mains tough, firm, and durable. You cut 
costly surface preparations, you receive 
nearly 30% greater coverage depend- 
ing upon the condition and porosity of 
the surface—and you receive the maxi- 
mum in over-the-years protection! 


Penetrates through rust 
like coffee soaks into a sugar cube! 


Whatever your color choice may be — 
Rust-Oleum finish coatings include the 
color you want. They're manufactured 
under the same exclusive formulation as 
the Rust-Oleum Primer . . . they assure 
you of greater compatibility, double 
protection, and lasting beauty! The 
best way to see what Rust-Oleum will 
do for you is to actually try it yourself 

. around your plant or home. 

See our complete catalog in Sweets, 
or send the coupon for a free 
Rust-Oleum Test Sample . . . one 
brushful means more than a thousand 
words. Prompt delivery from Indus- 
trial Distributor stocks. 


*As proved by Battelle Memorial Institute Technologists in radioactive tracing studies. 


Distinctive as your 
own fingerprint. 


, . j 
Accept no substitute. RUST 
| Ue. 


2587 Oakton Street 

Evanston, Illinois 

C) Free test somple with 
complete literature 


() 30-page report on 
Rust-Oleum penetration 


' 
| 
| 
| 





For More Information Write No. 191 on Inquiry Card—Poge 32 


— ATTACH TO YOUR LETTERHEAD — 
FOR FREE TEST SAMPLE! 


RUST-OLEUM CORPORATION 


[) Nearest source of supply 
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Common heat-treated screw thread, with soft decarburized outer skin Thread with carbon restored, showing uniform hardness throughout. In- 
which causes excessive wear and breakage. Will loosen under vibration. sures accurate fit, freedom from scale. Permits tighter wrenching. 











1.WESTERN offers product quality advantages 


Product quality at WESTERN starts with careful selection of 
approved steels, and is guarded through production by many 
separate inspection operations. WESTERN’s carbon restoration 
process assures uniform strength and hardness throughout the 
entire thread structure. 


2 WESTERN offers proved performance 


WESTERN is the chosen source of many leading 
manufacturers in critical industries. For instance, 
leading makers of road building equipment whose 
products must really take a beating, rely on WESTERN fasteners 
for rugged strength that stands up to the roughest treatment. 


WESTERN offers a complete line 


- ~ 
& cy \ We manufacture and maintain large stocks of all 
\Z commonly used standard industrial fasteners—in- 

cluding cap screws, socket screws, set screws, pipe 
plugs, dowel pins, nuts and studs. Whatever the 
size of your order we can ship fast from stock. 

4. WESTERN offers unusual facilities for 

design and development 





Our experience with special precision-machined 
products has given WESTERN unexcelled ex- 
perience in design and development work. This experience, 
applied to our standard products, assures you the efficiency 
and economy of the latest production methods. 


PRECISION SCREW PRODUCTS, PARTS 





Common hexagon socket 
key stock, showing the de- 
carburized surface. Results 
in an undesirable soft outer 
skin. Greater wear on 


corners, 


WESTERN hexagon socket 
key— after carbon restor- 
ation. Uniform hardness all 
the way through. Gives a 
stronger, longer-wearing 
key. 


Write today for free catalog and prices 


WESTERN 
AUTOMATIC 


Machine Screw Company 


division of Standard Screw Company 
378 Woodland Ave., Elyria, Ohio 


AND ASSEMBLIES SINCE 1873 
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— Suppliers In The News 


Bruce R. Kelly has been named 
branch manager of the Chicago 
sales office of the Colson Corpo- 
ration, Elyria, Ohio. The corpo- 





Bruce R. Kelly 


ration is a wholly owned sub- 
sidiary of Great American 
Industries, Inc. Mr. Kelly became 
a‘sales representative for the 
company in the central New York 
area in 1954. 


Donald W. 
named district 


Philadelphia 


Walker has 


been 


manager of the 
sales 


district of 





¥ x ms 
Donald W. Walker 


Kaiser Aluminum & Chemical 
Sales, Inc., Chicago, Illinois. Mr. 
Walker replaces R. P. Jensen who 
has been appointed sales manager, 
Foil and Container Division in 
Chicago. 


JANUARY 20, 1958 


Appointment of Maury Bureau 
as manager of the newly opened 
Barrymount sales office in De- 
troit, Michigan, has been an- 
nounced by Barry Controls In- 
corporated, Watertown, Massa- 
chusetts. Mr. Bureau will head 
and engineering service 
activities for the company’s line 
of industrial machinery mounts. 
He will also direct the network 
of mill supply distributors han- 
dling the company’s line in that 
terri ory. 


sales 


Orval W. Jones has _ joined 
Arrow Tool Co., Inc., Wethers- 
field, Connecticut, in the capacity 
of sales engineer. Mr. Jones 





A 
Orval W. Jones 


served ten years with IBM Corpo- 
ration, Endicott, N. Y., with re- 
sponsibilities covering manufac- 
turing control, production control, 
procurement and subcontracting. 
He has sales experience 
with Syracuse Supply, American 


also 


Pulley Company and other manv-° 


facturers. 


Baldwin-Lima-Hamilton Corp., 
Philadelphia, Pennsylvania, has 
transferred Robert T. McClennan, 
sales engineer of its Standard 
Steel Works Division, to the cen- 
tral and western New York ter- 
ritory. Mr. McClennan formerly 
had handled sales in Virginia and 
western Maryland. 








Kelite Corporation, Berkeley 
Heights, New Jersey, has ap- 
pointed Kenneth C. Edson Los 





g 


Kenneth C. Edson 


Angeles district sales manager. 
He will be in charge of sales in 
one of two Los Angeles districts 
of the western sales region. Mr. 
Edson’s headquarters will be at 
the company’s Los Angeles branch 
office. 


Clifford B. Smith has been 
named sales manager of BJ Elec- 
tronics, Borg-Warner Corpora- 
tion, Sarrta Ana, California. Prod- 





Clifford B. Smith 


uct lines for which Mr. Smith as- 
sumes responsibility include data 
processing and handling systems, 
Vibroton transducer systems, r-f 
test instrumentation and Detecto- 
lab nuclear devices. 
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— Suppliers In The News 


Vickers Incorporated, Detroit, 
Michigan, has appointed Roy 
Golze as district manager in the 


Roy Golze 


Philadelphia area. For the past 
six years Mr. Golze has been an 
application engineer working 
from the company’s New York 
area office. 


Appointment of Thomas H. 
Armstrong to the newly created 
post of manager RCA “Bizmac”’ 
sales plans and programs, has 
been announced by the Radio 
Corporation of America, Camden, 
N. J. 


Promotion of William B. Harris 
to manager of western commercial 
sales has been announced by 


William B. Harris 


Townsend Company, New Brigh- 
ton, Pennsylvania. He has been at 
Santa Ana headquarters sales 
office for the past year. 
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Four personnel changes -have 
been announced in the Warehouse 
Division of Jones & Laughlin 
Steel Corporation, Pittsburgh, 
Pennsylvania. Charles A. Burke 
has been promoted to the newly 
created position of division man- 
ager of sales for flat rolled prod- 
ucts. Edwin S. Lewis has been 
named to the new position of spe- 
cial sales representative in na- 
tional accounts for the Warehouse 
Division. S. H. Coddington has 
been made division manager of 
operations for flat rolled products. 
Richard K. Dobbs has been pro- 
moted to manager of sales for 
flat rolled products at the India- 
napolis warehouse. 


Byron Jackson Pumps, Inc., a 
subsidiary of Borg-Warner Cor- 
poration, Los Angeles, California, 
has announced the opening of a 


E. J. Dailey 


new district office in Birmingham, 
Alabama. The office at 2031 Ninth 
Avenue South, is under the direc- 
tion of E. J. Dailey. It combines 
sales and application assistance on 
the full line of the company’s 
centrifugal pumps. 


Robert R. Williams has been 
assigned as a sales engineer in 
the Trane Company sales office in 
Pensacola, Florida. The Trane 
Company, LaCrosse, Wisconsin, 
manufactures air conditioning, 
heating and ventilating equip- 
ment. 





The Industrial * Division of 
Gould-National Batteries, Inc., 
Trenton, New Jersey, has made 
F. B. Steele district manager in 


F. B. Steele 


Chicago, Illinois. Mr. Steele will 
direct the company’s field engi- 
neering service and sales person- 
nel to assist industrial battery 
users in all phases of application, 
charging and maintenance. 


Appointment of Arthur N. 
Turner, Jr. as Baltimore district 
sales manager for Hinde & Dauch 
division of West Virginia Pulp 


Arthur N. Turner 


and Paper Company, Sandusky, 
Ohio has been announced. In his 
new position Mr. Turner will be 
responsible for the sale of cor- 
rugated shipping boxes and pack- 
ing materials manufactured at the 
division’s local plant. 
For More Information Write No, 193 
on Inquiry Card—Page 32> 
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Complete range of malleable 
black and galvanized pipe 
fittings and unions 


for this 


Line of Pipe Fittings... 


Dependable Distribution from these Warehouses: 
New York © Philadelphia -* 
Atlanta © Pittsburgh © Cincinnati * 
Chicago © St. lovis © Detroit * 
Minneapolis © San Francisco * 


New Orleans 
Dallas 
Denver 
Los Angeles 








QUALITY...the Basic Element 


plus the completeness of the Square “ 





ii Copper solder-joint 


pressure fittings 


— and that’s not all. Grabler gives you all-round quality and excellence 
in Square "Gee" Pipe Fittings, p/us dependable distribution and service; 
line of pipe fittings, nipples, 
unions, and hangers; and plus packaging that eases and aids handling. 


Gee” 


These are the extra ingredients without extra cost to you found in Grabler 


Square “Gee” Pipe Fittings and which have proven themselves over the 


years as important aids for the users of pipe fittings. 
Benefit from these “down-to-earth” advantages by ordering Grabler Square 


“Gee” Pipe Fittings from your wholesaler. 


GRABLER 


Manufacturers of the SQUARE GEE’ Line of Pipe Fittings 


The GRABLER GI Manufacturing Co. ¢ 6565 Broadway « Cleveland 5, Ohio 





whatever the job _ 


Per MACEL LAPE 


Tf socter product of Permacet-le [EPAGE 'S inc. New Brunswick, N.J. 


. Gofinven fofwon iaiteaaias ‘ Tapes + Adhesives + Electronic 


/ io Chemical Materials 
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thanks to 


ACCUMULATIVE REPORTS 
CATALOG SHEETS 
COST SHEETS 
ENGINEERING DRAWINGS 
INVENTORY SHEETS 
MANAGEMENT REPORTS 
MANUALS 
OFFICE FORMS 
PRICE LISTS 

RSONNEL DIRECTORIES 
PARTS CATALOGS 
SALES LETTERS 
_TELEPHONE DIRECTORIES 


SPEED and QUALITY in paperwork duplicating 
NO LONGER ARE PROBLEMS! 


Whether it’s a simple report of a few 


pages and a few copies, or a monu- 
mental report of hundreds of pages, 
it can be copied onto offset paper 
masters by xerography at low cost. 

Quality is exceptional. Each copy 
run off on an offset duplicator from 
a master prepared by xerography is 
precisely like the original. Everyone 
else’s copy will be as good as yours. 

What’s xerography? 

That would have been a fair ques- 
tion a few years ago when The 


e Xerography copies anything written, 

printed, typed, or drawn © Same, en- 

larged, or reduced size ¢ Copies onto 
all kinds of masters— 
paper, metal, spirit, trans- 
lucent—for duplicating e 
Copies line and halftone 
subjects. 


Haloid Company first unveiled it. 
But today xerography is widely known 
—in business, industry, and govern- 
ment—as the world’s most versatile 
copying process, 

Every department in a modern 
plant can use xerography profitably, 
day after day, week after week, speed- 
ing intracompany communications, 
getting vital information to the field 
quickly, cutting 
everywhere. 


important costs 


Xerography is used increasingly to 
prepare masters for cumulative re- 
ports; catalog, inventory, and cost 
sheets; engineering drawings, man- 
agement reports, manuals, office and 
factory forms, personnel and tele- 
phone directories, price lists, sales 
letters, news releases, and others. 


Every day someone finds new uses 
for versatile xerography. And every 
day it’s saving money, doing things 
never before deemed feasible. 

If you've installed XeroX® copy- 
ing equipment, you know that speed, 
quality and accuracy in paperwork 
duplicating no longer are problems. 

It will pay you to investigate the 
many advantages of xerography. 


THE HALOIDB COMPANY 
58-282X Haloid Street, Rochester 3, N.Y. 


Branch offices in principal U.S. and Canadian cities 


HALOID 
XEROX 
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Emerson-Electric is ready to help you right now 
with any power-drive problem. In your highly 

‘ competitive business, tomorrow can be too 
late. Skilled specialists who know motors and 
the needs of appliance and equipment 
manufacturers are always ready to go to work 
for you. They'll start with your design ideas— 
follow through to production and tested 
performance. 


It is this on-the-spot service, plus more than 
65 years’ experience meeting motor-drive 
requirements, that have made Emerson-Electric 


motors foremost in appliance applications. 


Call, wire or write Dept M-09 today. 
The Emerson Electric Mfg. Co., St. Louis 21, Mo. 





' . Every 
vt. Emerson-Electric 
° motor is 
> — custom-engineered 
to meet your 
exact requirements. 





othe EmMERSON-ELECTRIC 


4 
“orm” 


of St. Louis \ 4 Since 1890 
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in tomorrow’s 


stepped-up 


com petition 


for sales— 





is anything less than 


& , 
Ctainlace | @ ever bright, ever beautiful 
@ won't chip, won't rust, won't peel 
@ strong and durable for sturdy service 
good enough @ sales-making first, second and always 








. 
r r f . 
for your car Superior Steel 






CARNEGIE, PENNSYLVANIA 
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Here’s the secret. Unique advanced tubular con- 
struction. Every positive plate packs more power. 
So you get greater battery efficiency—a more 
ompact battery for a given capacity rating. 





New Exide-lronclad Battery 
packs up to 44% more power 
It's today’s most efficiently de- 
signed industrial truck battery. 
Gives you more power in the 
same space. More power and life 
per dollar of cost. Boosts the 
work capacity of your trucks. So 
you can get more work done... 
work a longer shift. For a given 
capacity, the new Exide-Ironclad 





costs you less, yet lasts longer. 
It's your best battery buy. Only 
Exide ofters it. Write for detailed 
bulletin. Exide-Industrial Divi- 
sion, The Electric Storage Battery 
Company, Philadelphia 2, Pa. 


Exide 
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NEW 


Cuts up to 10 times faster.. 


This is the new Starrett SAFE-FLEX® Band Saw 
a high speed steel band saw that cuts up to 10 times 
faster, outlasts ordinary blades as much as 30 to 1. 
Engineered for higher speeds and heavier feeds to cut 
harder and tougher materials with ease and safety, it 
pays for itself over and over in lower cutting costs, 
longer tool life and substantial material savings. 
Red-heat hardness even at temperatures up to 
1100° F. keeps this new band hard and sharp. Grad- 
uated hardness gives it super-hard teeth and a super- 
tough back. Thinner section (.025” to .042”) lets it 
cut faster with less power and less chip loss. 


| 
} 


HIGH SPEED STEEL BAND SAW 


.with up to 3O times longer life 


Your nearby Industrial Supply Distributor has 
this new Starrett SAFE-FLEX® High Speed Steel 
Band Saw in Regular, Skip-Tooth and Hook-Tooth 
types. Call him for quality products, dependable serv- 
ice or write for complete information. Address 
Dept. P The L.S. Starrett Company, Athol, Mass., 


farrett 


PRODUCTION-PROVED BAND SAWS 


World's Greatest Toolmakers 


PRECISION TOOLS « DIAL INDICATORS + STEEL TAPES « GROUND FLAT STOCK « HACKSAWS + HOLE SAWS « BAND SAWS « BAND KNIVES 


Made of highest quality high 
speed steel 


Graduated hardness — super- 
hard teeth, flexible back 


Red-heat hardness for heavier 
feeds, higher speeds 


Thin section 
speeds cutting, saves material 


saves power, 


Scientific tooth design for maxi- 


mum strength, efficient chip 


flow 


Available Skip- 
Tooth and Hook-Tooth types 


in Regular, 


A 


- 
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7 os. ' 
service ftacilities 


for instance 


Ever stop to think how 
valuable it is to get prompt 
quotations, reliable scheduling 
and follow-through, as well as 
immediate answers to 

your letters? 


It's the natural result of ample 
personnel working efficiently 
in modern offices. 


You probably will 
appreciate this plus-beyond- 
the-price fully as much as 
our present customers. 


A chance to quote on your next 
stamping requirement may 
well prove it! 


A brochure is yours for the asking! 














DETROIT STAMPING 
COMPANY 
Established 1915 
408 Midland Ave., Detroit 3, Mich. 


“America’s Leading Job Stamping 
Manufacturer” 


Took toDonvit! 


...and remember, STAMPING 
is our middle name 
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f.o.b.—"filosofy of buying’ 


CHEERING New Year’s con- 
tribution of the American Man- 
agement Association, designed to 
ease the pressure of time sched- 
ules for harried executives in 
1958, is a revised calendar in- 
corporating a number of revo- 
lutionary reforms. “No other 
calendar can make these claims!” 
say the proud sponsors, pointing 
out these features: 

1. The calendar is constructed 
of pure latex rubber, so that time 
can be stretched or shrunk in any 
direction. 

2. There is no lst of the month 
—no bills to pay. 

3. There are no Mondays, thus 
eliminating Monday blues and 
Monday absenteeism. 

4. Two Fridays in each week 
provide ample time to meet end- 
of-week deadlines. 

5. All holidays fall on Friday. 

6. Tuesday through Friday are 
short days. To compensate for 
this, Saturday and Sunday are 36 
hours each (but can be shrunk for 
week-end visits to in-laws). 

7. Each week includes an addi- 
tional Recovery Day, coming after 
Sunday. This provides a chance 
to recuperate from the week-end 
and also the day for catching up 
on forgotten birthdays and an- 
niversaries. Recovery Day is un- 
dated. By writing in his own date, 
the business man insures that his 
remembrances will arrive on 
time. 


Our DEMON ésstatistician re- 
turned from a recent purchasing 
conference all fired up about the 
cost saving potential of purchas- 
ing. He reviewed his notes with 
his trusty slide rule in hand. 
Centralized purchasing in itself 
will save from 10% to 15%, he 
had been told. Taking the con- 
servative median figure of 124% 
and the basic fact that purchased 
materials account for 58.8% of 
product cost, he came up with a 


net saving of 7.35% to start with. 
Another speaker had rermarked 
that the logical field of value 
analysis is “the 25% of unneces- 
sary cost in most products.” 
Again assuming that value analy- 
sis was successful in knocking out 
only half of this waste, he got an 
additional saving of 124%, for a 
net product cost reduction of 
13.88%. Looking confidently to 
the general product cost index 
for confirmation, he was shocked 
to find that costs had actually 
gone up 3.1% during the year. 
But he was soon ready with a 
statistical explanation. “Obvious- 
ly, we have had inflation,” he re- 
ported, “but without value-con- 
scious centralized purchasing, 
the index would have gone up by 
16.98%.” 


A NEW ECONOMIC BAROM- 
ETER is suggested by the Do- 
nut Institute, in connection with 
its publicity for National Dough- 
nut Week, October 19 to 26. The 
Institute finds economic signifi- 
cance in the fact that the hole in 
the doughnut tends to get smaller 
and smaller in good times, and 
tends to get bigger and bigger 
when business is bad. As of 
January 1, 1958, the official inside 
diameter will be reduced from 
five-eighths to three-eighths of an 
inch. Ergo, business is getting 
better. At least you’ll get more 
dough for your dough. 


How MANY new . products 
come to your attention, as a buy- 
er, in the course of a year? The 
patent office accounts for close .to 
50,000 new items. That’s at the 
rate of about 1,000 per week, and 
it is admittedly an incomplete 


’ estimate. American industry is 


spending more than $6 billion 
annually on product research and 
development. The budget went up 
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28% in 1956 and another 20% in 
1957, and the results of this ac- 
tivity are reflected in a constant 
stream of new products coming 
onto the market, broadening—and 
immensely complicating — the 
buyer’s field of choice. 


F ant PRAISE for a sales 
pitch: The arguments are “artic- 
ulate, eloquent, and not unper- 
suasive.” The commentator, Fred 
Friendly, producer of TV’s “See 
It Now” program. The salesman, 
Postmaster General E. Summer- 
field, who has the unenviable job 
f “selling” a that is 
chronically overpatronized and 
underpriced, and has been so busy 
trying to meet ever-growing de- 


service 


mands and explaining ever-grow- 
ing déficits that it has never quite 
succeeded in keeping up with 
modern methods that might im- 
prove the service and cut the 
costs of this “antediluvian opera- 
tion 


1 

C HANGE COMES quickly. It 
seems only yesterday that ura- 
nium was the No. 1 subject for 
frantic exploration, intense prod- 
uction, and popular speculative 
investment. Today’s reports from 
both United States and Canadian 
authorities tell us that supply is 
now more than ample for current 
needs, and that further explora- 
tion is on a merely routine basis, 
locating reserves for the relative- 
ly distant future 


J usr ABOUT the poorest buy 
of the year for the American tax- 
payer (through no fault of his 
own) was the 24-hour talkathon 
staged by Senator Strom Thur- 
mond in filibustering against civil 
rights legislation. It’s an old say- 
ing that talk is cheap, but that 
doesn’t apply to printing. The 
Senator's remarks took up 96 
pages in The Congressional Rec- 
ord, and the bill for that little job 
came to $7,776 
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HERE'S PROOF... 


GLOVE COSTS 
REDUCED 43% 
byte JOREAC 


COST-REDUCTION PLAN 


Customer: well-known manufac- 
turer of aircraft parts. Operation: 
strip steel stamping. This is just 
one of Cost- 
Reduction Plan case histories we 
Write for “Evi- 


booklet shown opposite. 


scores of Jomac 


can show you 
dence” 
Get proof that this plan can work 


for you, too! 


OMAC 


INDUSTRIAL GLOVES 


Plants in Philadelphia, Pa., and Warsaw, Ind. 
In Canada: Safety Supply Company, Toronto 
In Europe: North-Jomac Ltd., London, W1 


JOMAC INC., Dept. F, 
Philadelphia 38, Pa 


Send us a copy of your “Evidence” 


Have a representative contact us 


Name 


Company 


Address 


City 
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Why designers specify FLEXLOC self-locking nuts 


Where products must be tough . . . must stand up under 
vibration, shock and abuse . . . designers specify rugged, 
reliable, precision-built FLExLoc self-locking nuts as fasteners. 
HERE’S WHY: . 

FLexLoc locknuts are strong: tensile strengths far exceed 
accepted standards. They are uniform: carefully manufac- 
tured to assure accurate, lasting spring tension in the flexible 
locking collars. And they are reusable: rough screw threads, 


repeated removal and replacement, frequent adjustments will 
not affect their locking life. 


Standard FLex oc self-locking locknuts are available in a 
wide range of standard sizes and materials, to meet the most 
critical locknut requirements. Your authorized industrial 
distributor stocks them. Write us for complete catalog and 
technical data. Flexloc Locknut Division, STANDARD 
PRESSED STEEL’ Co., Jenkintown 31, Pa. 


We ulso manufacture precision titanium fasteners. Write for free booklet. 


FLEXLOE iocknur pivision 
® 
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STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 
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PERFECT 
PARTNERS 


r 


, o 


for top performance at high temperatures 


150°C characteristic B*molded TI resistors 
150°C silicon Tl! transistors 


You assure the stability of your high temperature cir- 
cuits with TI silicon transistors. You can doubly insure 
long service life under rugged conditions using their 
temperature team-mates —the TI k-watt and 4-watt 
molded resistors — another precision line of Texas In- 
struments components. 


You design with confidence because these resistors 
always hold electrical tolerances in specified extremes. 
When specifications require resistors meeting char- 
acteristic B of MIL-R-10905B, you can use TI molded 
type for fixed film high stability resistors . . . to give you 
lower cost, lighter weight, compact equipment. 


You save critically needed space by snugly fitting these 
resistors side by side and against the chassis — without 
sleeving, potting or special hermetic enclosure — be- 
cause of the high dielectric strength of their insulation. 


You cut installation and assembly costs. Full mechan- 
ical protection allows normal production-line handling 
..close dimensional tolerances (+0.008” length; 
+ 0.015”, — 0.005” diameter) allow snug fit in tight 
circuitry ...easy readability of markings helps avoid 
installation and stockroom errors. 


CDM CDM 
5 (MIL Type (MIL Type 
electrical value RN65B) RN70B) 


Wattage Rating “ Va 
Resistance Range — low. . 40 25 
High . 1 2 


Resistance Tolerances 
(to order) %,1,2,3 


Maximum Rated Voltage . 300 











*Specification for Fixed Film High Stability Resistors 


Write today for Bulletin DL-C 787! 


TEXAS INSTRUMENTS 


TN CORePOCR ATE 
POST OFFICE BOX 312 
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This gear-cutting machine operates two shifts a day, turning out bevel gears. The Aeroquip Hose Lines have been operating more than 4 years. 


“We've Used Aeroquip Hose Lines For Over Four Years 
.. . Never Had A Failure,” Reports Maintenance Man 


AT EATON MANUFACTURING COMPANY, AXLE DIVISION, CLEVELAND 


On automatic and semi-automatic machinery in Eaton's Cleveland 
axle plant, flexible hose lines are important hydraulic system 
components. 


Aeroquip Hose and Reusable Fittings were first used almost 

five years ago, on a small scale. They performed so well that 

4 Eaton maintenance men now systematically replace other hose 

and tubing with Aeroquip Hose Lines. To date, no Aeroquip 

Hose Line installation has required replacement due to any 
operating failure. 


You can cut maintenance costs and add dependability to 
your equipment, too. Just call the Aeroquip Distributor listed in 
your Yellow Page Phone Book, or write us. 





Exposure to cutting oils, metal chips and constant flexing fail to 
damage these rugged Aeroquip Hose Lines. 


=v\ec roquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 


INDUSTRIAL DIVISION, VAN WERT, OHIO e WESTERN DIVISION, BURBANK, CALIFORNIA 


AEROQUIP (CANADA) LTD., TORONTO 19, ONTARIO 
LOCAL REPRESENTATIVES IN PRINCIPAL CITIES IN U.S.A. AND ABROAD « AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 


For More Information Write No. 204 on Inquiry Card—Page 32 For More Information Write No. 205 on Inquiry Card—Page 32> 
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Thermoid ~ 
Powerflex Hi-Capacity V-Belts ¥ 


40”. stronger 


than standard belts! 


Where more driving power is called for, switch to Powerflex Hi- 
Capacity V-Belts. These new premium belts can step up the drive 
capacity of ‘“‘under-belted”’ drives by as much as 40°%. 





If your present belts are being stretched beyond their take-up allow- 
ance... or if you’re going to replace worn or damaged pulleys... 
change to Powerflex Hi-Capacity V-Belts. They permit you to use 
fewer belts and narrower sheaves. . . reduce drive costs. 


Powerflex Hi-Capacity V-Belts are available in all standard sizes, and 
feature a special oil-resistant cover which prolongs belt life. Static 
conducting covers can be supplied. Order from your Thermoid Dis- 
tributor, or write direct for complete information. 






ermoi 


THERMOID COMPANY * Trenton, N. J. . and Thermoid Hose for every job, 





A line of 21 high production 
jolt-squeeze machines. 


Partial view of new molding 
department. 





mioduction facilities fov Iron and Semi-Steel Castings ur to 100 tes. 


also Aluminum and Magnesium Castings up to 25 tes. 


e three modern plants 
e skilled personnel 


e a fine reputation 


WILLIAMS Co. RAVENNA, onto / war thon a century of foundry experience 


a For More Information Write No. 206 on Inquiry Card—Page 32 
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Long Term Supply Sources 


1 
SALES DEPARTMENTS take justifiable pride in a record that 
shows customers of long standing—companies that have been con- 
sistent users of their products over a period of many years. It is the 
clear evidence of a satisfactory product and of satisfactory customer 
relationships. It is the best possible foundation for stability in business 
and growth in sales performance. 


To a degree, purchasing departments can share in the pride of 
such a record. Good buyer-supplier relationships are every bit as im- 
portant in purchasing as in sales. The long term association is evidence 
of reliable supply service. It is an indication that the original choice of 
supplier was a wise one. 


But the parallel does not carry all the way. The sales objective 
is constant expansion of product outlets, new customers to be added 
to the old. In purchasing there is a limitation. Once the supply base 
has been broadened to the point of establishing adequate alternative 
sources to provide the necessary capacity and security of supply, the 
emphasis must be on evaluation and improvement of quality, service, 
and cost. Sometimes this means change of source. 


The purchasing agent can never afford to be complacent 
about his supplier list. It is a part of his job to seek constantly 
for the best possible sources. Circumstances, and suppliers, 
change. The decision that is right today may not be right 
tomorrow. 


Evaluation and competitive buying are not inconsistent 
with loyalty to suppliers. The long term, continuing relation- 
ship is an important consideration. A buying program based 
on expediency and opportunism is generally a weak program. 

gut so is a buying program based on inertia, convenience, 
or habit. 


A successful purchasing program regards the supplier as a mem- 
ber of the team. That implies willing and effective cooperation. When 
you have found the right supplier, cultivate that relationship, for it 
is one of your greatest buying assets. That means, among other things, 
making sure that the supplier regards you, as a customer, as highly as 
you regard him as a source. 


Loyalty in business is a two-way street. Loyalty must be earned. 


‘ 











Sheet and strip—more than 20 kinds— 
and Ryerson delivers fast! 


You name it—Ryerson has it. 

Hot and cold rolled sheets. Pickled and oiled sheets. 
Tight-coated galvanized and galvannealed sheets that 
won’t flake or peel when you form them. Stainless sheets. 
Ryex expanded metal. Perforated sheets. And many 
others, all in a wide range of gauges and pattern sizes. 

Need special sizes? Modern equipment cuts them 


to your specifications quickly and economically, in 
blanks, straight lengths or coils. : 
Ryerson also offers a complete line of metalworking 
machinery and tools to meet virtually every require- 
ment. 
When you want sheet and strip, give Ryerson a call 
—it pays! 


RYERSON STEEL 


Member of the QD» Stee! Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, tubing, industrial plastics, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 


DETROIT « 


PITTSBURGH * BUFFALO * INDIANAPOLIS * CHICAGO * MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRANCISCO + SPOKANE « SEATTLE 


For More Information Write No. 207 on Inquiry Card—Page 32 
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Corning Purchasing Agent 
Ralph Baker, Jr. 


By Ned Kellogg 


we 

OU MAY think we're a lit- 
tle old fashioned in the way we 
operate our purchasing depart- 


ment,” says Ralph Baker, Jr., 
general purchasing agent for 
Corning Glass Works, Corning, 
N. Y. In one sense this tall, re- 
laxed, youthful-looking P. A. is 
right. Corning’s purchasing de- 
partment doesn’t have a complex, 
mechanized data processing sys- 
tem (they’re thinking about it), 
and they don’t have a full-blown 
value analysis program (they’re 
headed in this direction). But 
when it comes to good organiza- 
tion and sound management poli- 
cies, this 38-man department is 
one of the best. 

What’s particularly impressive 
is the way buying has been made 
a truly creative job at Corning. 
Within the framework of clearly 
spelled-out policies and responsi- 
bilities, Corning buyers are strict- 
ly on their own. 


January 20, 1958 


Through sound management principles, 
Corning Glass Works has made buying a creative job. 
The result has been development of 


a buying group that really takes charge. 


It’s Baker’s view that the de- 
partment’s five assistant purchas- 
ing agents and nine buyers should 
have complete responsibility from 
beginning to end for their pur- 
chasing transactions. He believes 
this approach helps broaden the 
buyers’ experience, makes them 
more careful about where they 
place their orders. 


Buyers Are on Their Own 


“If a buyer is having trouble 
with a vendor and thinks it’s 
necessary to pack up and pay him 
a visit, that’s what he does,” says 


. Baker. This isn’t a top-of-the-head 


platitude either. Proof is that one 
expediting junket recently took a 
Corning buyer all the way to 
Africa. ; 

Reason for the trip was to sur- 
vey available deposits of a par- 
ticular mineral and check into the 
financial responsibilities of the 
mining companies. 


Making an on-the-spot investi- 
gation, the buyer also looked into 
transportation facilities and made 
arrangements ffor _ satisfactory 
shipping of the ore to the United 
States. 


A New Cost Reduction Angle 


This is an off-beat example of 
the kind of initiative that’s de- 
veloped under the permissive 
management approach of Baker 
and his boss, Tom Wood, director 
of purchases. More in the bread- 
and-butter line of purchasing 
operations is the case of the buyer 
who on his own is making a mail 
survey of the 48 states to get a 
line on mineral deposits. Idea be- 
hind the survey is to locate 
mineral deposits which Corning 
could use directly in its glass- 
making operations without hav- 
ing the mineral commercially 
processed. 

Corning has no intention of go- 
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Example of Corning’s imaginative approach to 
buying: An expediting trip took Asst. P.A. Bob 
Ryerson to Africa. Here he discsusses trip with 


Asst. P.A. Fred Clapp. 


ing into the mining business, but 
if they do find a mineral deposit 
of the right kind, they figure they 
can persuade another company to 
develop the deposit for Corning. 
As Baker points out, most of the 
survey work will probably be un- 
productive. However, just one 
good find could mean a substan- 
tial cost reduction for Corning. 
The mineral survey program is 
just another example of the alert 
job being performed by Corning 
buyers. 

The broad scope and high de- 
gree of responsibility of a buying 
job at Corning is hinted at in this 
excerpt from a job description: 

“The buyer will interpret 
emergency and defense legisla- 
tion affecting all CGW procure- 
ment programs and advise the 
general purchasing agent and as- 
sistant purchasing agents. Handle 
contacts with government agen- 
cies regarding CGW procurement 
programs. Be _ responsible for 
organizing and operating ade- 
. quate priorities group when and 
if need arises.” 

P. A. Baker is also broadening 
another one of his buyer’s jobs 
by making the buyer responsible 
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Fred Clapp and Ral 
wide mineral survey 
If survey unearths the right kind of 





Baker discuss nation- 
ing conducted by Clapp. 
minerals 


it could mean substantial savings for Corning. 


for purchasing research. In gen- 
eral, the work consists of develop- 
ing new sources of supply and 
analyzing cost problems. Baker 
views this new job as the first 
step in the direction of a formal 
value analysis program. 

Though the purchasing research 
job was set up only a short time 
ago, it’s already paying off. In 
making a study of the. hydraulic 
fluid used by the company, the 
buyer found that in one plant 
engineers had approved the use 
of a less expensive fluid. At an- 
other plant, however, the en- 
gineers had resisted making the 
change. By pointing out that the 
lower cost fluid was already being 
used successfully in one of the 
Corning plants, the buyer was 
able to make the lower cost hy- 
draulic fluid a standard for the 
company. 


Management Through Meetings 


Staff meetings play a big part 
in Corning’s successful attempt to 
build a high-powered buying 
team. There’s a regular weekly 
get-together for discussion of 
routine purchasing problems and 
also a once-a-month dinner meet- 





ing. “The dinner meeting gives 
us a chance to get away from the 
phones and talk over any of the 
problems that may be bothering 
us,” says Baker. At these meet- 
ings vendor movies are shown as 
part of the department’s educa- 
tion program. Each buyer is re- 
sponsible for lining up a certain 
number of films during the year. 
In addition, there’s an annual 
purchasing conference which is 
attended by all the plant buyers 
as well as the general purchasing 
department. Purpose of the con- 
ference is to outline overall pur- 
chasing policies for the year and 
to brief everyone in the depart- 
ment on the economic outlook. 
Top company officials and various 
department heads are called in to 
talk to the group. ’ 
Purchasing people also sit in on 
company sales conferences, taking 
part in panel discussions, to give 
Corning salesmen a better idea of 
the way purchasing people react 
to various sales approaches. Some 
of the topics Corning purchasing 
men have discussed at these panel 
sessions are: “Developing the 
Ability to Sell,” “Foreseeing Ob- 
stacles to Closing a Sale,” 
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As part of buyer education program, vendor 
movies are shown at the purchasing depart- 
ment’s monthly dinner meetings. Buyers are 
responsible for lining up the films. 


“Building the Atmos- 
phere.” 

Participation in sales meetings 
not only helps the Corning sales- 
men by giving them insight on 
the way purchasing people think, 
it also builds the prestige of the 
purchasing department within the 


company. 


Buying 


Corning—A Preferred Customer 
In addition to its policy of get- 
ting the most out of its buyers, 
through sound management poli- 
cies, good vendor relations is an- 
other of Corning 
purchasing. The philosophy be- 
hind Corning’s vendor relations 
policy is pretty well spelled out 
in the purchasing manual: Goal 
department is 
“each supplier’s preferred 
customer.” The ways to achieve 
this are outlined ~< eo 
advance planning of requirements, 
(2) minimum of schedule changes, 
3) prompt payment of bills, (4) 
good business ethics.” 


characteristic 


of the purchasing 
to be 


as: good 


Good vendor relations are vital 
to Corning many of the 
batch chemicals it buys are scarce 
and the number of 
limited. At the 


since 


suppliers 


times, Corning 


1958 


JANuARY 20, 


purchasing department has even 
found it necessary to take out 
fire insurance policies on some of 
its suppliers. This type of con- 
tingent business interruption in- 
surance covers Corning for any 
loss of profits resulting from a 
fire in a vendor’s plant. 

In all, Corning deals with 4000 
suppliers, of which 150 get about 
85 per cent of the business (pur- 
chasing volume last year totaled 
$55 million). Most buying agree- 
ments with suppliers of critical 
chemicals are on a “max-min” 
which protects both Corn- 
ing and its vendors. As a further 
aid to both Corning and its sup- 
pliers, the purchasing department 
at the beginning of the year, gives 
its major suppliers estimates on 
how much business they can ex- 
pect during the year. 


basis, 


Fight Price Hikes 


Like most purchasing agents, 
Baker is extremely concerned 
about the way prices have been 
rising. “Too many people get a 
price increase and just pass it on 
matter of course,” says 
Baker. “Sometimes, there’s noth- 
ing much you can do about it,” 


as a 








Policy-maker Tom Woods sets the tenor of 
Corning’s modern management policies. Idea 
is to give each buyer as much freedom as pos- 
sible so that they can buy creatively. 


he admits. “But I'll tell you one 
thing; we make it so no vendor 
will enjoy coming in to announce 
a price hike.” 

Proof of the purchasing depart- 
ment’s success in keeping costs 
down is the fact that the average 
price of Corning’s products has 
decreased over the last five years 
or so. Of course, purchasing can’t 
take all the credit for this, but 
smart buying has definitely been 
a factor. 


Weekly Buyer's Meeting 


As part of its cost reduction 
drive, the purchasing department 
holds weekly meetings to discuss 
ways of cutting costs on the two 
most important items it buys— 
batch chemicals and packaging 
materials. The buyers responsible 
for each of these commodities at- 
tend the meetings along with 
technical and production people. 
The group discusses anything that 
might lead to a cost reduction— 
substitute materials, design 
changes, labor saving techniques. 

If there’s a price increase on an 
important chemical, the purchas- 
ing department works with the 
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technical people to substitute an- 
other chemical or to eliminate or 
reduce the amount of the high 
cost chemical that has to be used. 


Stress Centralized Buying 


Baker is a firm believer in cen- 
tralized purchasing. Except for 
MRO items and local services 
which are purchased by plant 
buyers, all purchasing for Corn- 
ing’s 18 plants is handled by the 
general purchasing department. 

Baker feels this system in- 
creases Corning’s buying power 
by concentrating the flow of busi- 
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ness at one source. It also pre- 
vents individual plants from com- 
peting with each other for scarce, 
high-cost batch chemicals. 

Better inventory control is an- 
other plus Baker credits to cen- 
tralized buying. Inventories can 
be kept to a minimum through 
interplant transfers of material, 
and there’s less chance of short- 
ages or excesses developing. 

A talented administrator, Baker 
has a rather odd, but in many 
ways ideal, background for pur- 
chasing. He started out with 
Corning as an engineer, worked 
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as production supervisor in sev- 
eral plants and then went into 
sales. During the Korean War he 
was sent to Washington to han- 
dle priorities, His success in help- 
ing Corning get what it had to 
have during the war made him 
look like a good prospect for the 
purchasing department. This, he 
has turned out to be. With Di- 
rector of Purchases Wood deter- 
mining overall policy, and P. A. 
Baker carrying out these policies, 
purchasing at Corning has become 
a truly vital force. 
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NO. 2 IN A SERIES 


Of Purchasing Authority 


Law and company policy define the purchasing agent’s role in 
the corporation. But the real definition of purchasing is written 
around the man and the way he does his job. If they come up 


to the demands of modern management, the P.A. can write his 


own ticket. 


By Stuart F. Heinritz 


‘ah 
I HE PURCHASING AGENT is, in law, a 
“special agent” of his company, a person to whom 
certain specific authority is delegated. Depending 
on the size and the policies of the company, that 
authorify may stem from a formal action of the 
board of directors, or it may be set forth in a job 
definition, or he may simply be put at a desk with 
a sheaf of requisitions and told to buy. 

In any case, there are few major activities in 


business today where the individual has as much ~ 


opportunity to write his own job description as 
in purchasing. The reasons for this are threefold: 

1. There’s a new appreciation of purchasing in 
business. The function of procurement, long re- 
garded as a routine chore or service, has only in 
recent years been discovered by management as 


a tremendously important phase of company man-° 


agement and operation, with a far reaching effect 
upon the company’s competitive position and on 
ultimate profits. It is quite generally recognized 
today that purchasing represents the latest—and 
perhaps the last—frontier on which management 
can effectively seek and maintain profits in an 
era of intensified competition and narrowing price 
margins. From this era there is no return. As this 
situation becomes more and more clearly evident, 


ogressive ang is e more ready to: 
rogressive management is th 10r ady t 


invite the qualified purchasing executive into its 
policy councils, to look upon him as a key mem- 
ber of the management team, and to give him 
the necessary authority to carry out a construc- 
tive purchasing program. 

2. The concept of procurement is growing. The 
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scope of purchasing responsibility, once regarded 
as a mere matter of buying against stated require- 
ments, is now seen to embrace a wide category of 
related policies and decisions including the pro- 
jection of needs and markets, standardization of 
materials, management of inventories, value anal- 
ysis of all purchased items, and a keen sense of 
commercial and public relations. It is obvious that 
acceptance of this broader concept must be a 
gradual process, dependent on the capacity and 
initiative of the purchasing executive and the 
vision of management. It is equally obvious that 
the potential benefits of scientific purchasing can 
be fully realized only as the purchasing depart- 
ment becomes a comprehensive department of 
materials management, with correspondingly 
comprehensive authority. 

3. Despite all the mechanization of modern 
business procedures ard the objective formality 
of business organization, purchasing remains one 
of the most personal of all business activities. The 
tools of purchasing have been vastly improved, 
the science well developed, the methods largely 
standardized. But the most scientific buying for- 
mulas still have to be interpreted in the light of 
constantly changing circumstances, decisions have 
to be made, supply sources must be sought out 
and cultivated on an individual basis, and con- 
tracts are negotiated man-to-man across the pur- 
chasing desk. There is no substitute for sound, 
seasoned purchasing judgment and skill. 

Comparison of purchasing’s stature and status 
today with that of even a dozen years ago reveals 
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substantial advancement on a wide front. But this 
has not been an automatic, individual process. It 
is the sum of many individual, personal achieve- 
ments taking root in management’s thinking. If 
today’s recruit to purchasing work steps into a 
position of dignity and adequate authority, it is 
because the pioneers in the field have earned and 
established that position, usually the hard way. 
And that process is still going on. 

The three factors noted—two relatively new 
and one as old as business itself—provide the op- 
portunity in purchasing. They do not in them- 
selves produce the result of professional status 
and preferment. Of the three considerations, the 
personal factor is the one that determines the 
direction and progress of purchasing authority in 
any specific instance, and also in the over-all 
view, for it permeates the other two. Let’s review 
the factors briefly with this in mind. 

Having recognized or at least sensed the signifi- 
cance of procurement, management works out 
the problem in terms of personnel and job as- 
signments. The increased authority is open to 
the qualified purchasing man. A part of that 
qualification is the buyer’s own recognition of the 
job that can be done and his ability to put this 
into terms of concrete benefits to company oper- 
ations and profits. More often than not, it is 
this ability that really opens management’s eyes 
to the purchasing potential and at least suggests 
the definition of authority to realize that po- 
tential. Without it, the decision may go the other 
way, strengthening other managerial controls and 
relegating purchasing more firmly to the status 
of a routine service. 

As to the scope of purchasing responsibility, 
again it is the personal factor that prevails. The 
buyer’s capacity and initiative have been cited as 
limiting factors. That is the negative view. Where 
these characteristics are present in a superior 
degree, they are the elements of growth, inviting 
management to place greater reliance upon the 
purchasing department and to broaden its re- 
sponsibility, approaching the definition of com- 
prehensive materials management. 

The third factor is, of course, distinctly personal 
in its nature and implications. It is the factor of 
performance, that gives practical effect and mean- 
ing to the act of purchasing. It is the demonstra- 
tion of the buyer’s qualifications, of his capacity 
and initiative for accepting the full responsibili- 
ties of the job. Regardless of the job definition, 
competent performance is the way, and the only 
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... keep management apprised 
of what the purchasing depart- 
ment is doing, by means of regu- 
lar or special reports at reason- 
ably frequent intervals, whenever 


there is anything significant to 
eer 


way, by which purchasing authority can be 
earned. 

Thus, in the last analysis the job definition of 
purchasing—the authority to buy, and anything 
beyond the bare mechanics of buying—is written 
around the man and the way he does his job. The 
buyer’s own abilities are the- ultimate source of 
his own purchasing authority. 

Just how much of that authority ‘i may 
acquire is another story. 


Write Your Own Ticket 


There are two groups that have a vital part 
in making purchasing authority real. Manage- 
ment must be convinced of the benefits inherent 
in a sound and complete purchasing program 
backed with authority to do the job. The de- 
partments served by purchasing must accept 
that delegation of responsibility and accord it 
confidence and support. The buyer has an in- 
ternal selling job to do. 

Management is always looking for the better 
way. At the same time, there is an understand- 
able reluctance to disturb any operating method 
that seems to be working reasonably well. Some- 
times this same sort of inertia also stands in the 
way of the purchasing man, who should certainly 
be in the’ best possible position to see the chances 
for improvement ‘in purchasing if he had the 
authority to put them into effect. If he is silent, 
how else is management to know that purchas- 
ing is blocked from making its maximum con- 
tribution to the company because of a limited 
definition of purchasing responsibility? A healthy 
discontent with such restrictions, coupled with 
constructive suggestions for improvement, can be 
communicated to management quite within the 
line of duty and within the amenities of the em- 
ployee relationships. 

The arguments for a strong purchasing depart- 
ment are well known to every purchasing man, 
and they are generally familiar to management. 
The arguments alone are not enough. They can 
be supported, however, by a sizeable and growing 
body of convincing evidence in the example and 
experience of progressive purchasing departments 
and the profits results they are achieving. Such 
examples have been widely reported and public- 
ized; many of them have appeared, with specific 
details of policies and accomplishments, in these 
pages. Because of their special nature and in- 
terest, these reports are usually addressed to pur- 
chasing men, who can adopt or adapt methods to 
improve their own performance. One of ihe best 
uses for such information, often overlooked, is 
to bring it to management’s attention. Manage- . 
ment is interested in results, and in how other 
companies operate. To show results accomplished 
through a broader concept of purchasing re- 
sponsibility breeds purchasing opportunity. 

Along with this, keep management apprised of 
what the purchasing department is doing, by 
means of regular or special reports at reasonably 
frequent intervals, whenever there is anything 

(Please turn to page 163) 
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4 BOTABLE 


A quick look at some worthwhile 
ideas and suggestions for improv- 
ing your purchasing practice, 
developed by purchasing people 
in both industry and government 


New Data on 
Standardization 


A comprehensive report on 
standardization in _ industry 
(Studies in Business Policy, No. 
85) has been issued by the 
National Industrial Conference 
Board. It is a detailed analysis of 
the nature and use of industrial 
standards, supplemented by case 
histories of company standards 
programs. Among the programs 
described are those of General 
Electric, Ford, General Motors, 
Caterpillar, Pfizer, Koppers Com- 
pany, and Sperry. Copies are 
available to companies associated 
with the National Industrial Con- 
ference Board (460 Park Avenue, 
New York 22, N.Y.) at $2.50 each. 
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Advance Expediting Saves Time, Effort 


A simple postal card is helping 
the purchasing department of H. 
J. Heinz Company, Pittsburgh, 
Pa., cut down on the time and ef- 
fort put into expediting. To each 


order, Heinz attaches a 2-penny 
postal, pre-addressed to the pur- 
chasing division. On the reverse 
side are spaces on which the sup- 
plier fills in basic shipping data 


on the order. The supplier is to 
mail the card as soon as the mer- 
chandise is shipped. The device 
has simplified tracing of ship- 
ments by purchasing and traffic. 





Purchasing Policy 
Outlined 


New and old suppliers of Dorr- 
Oliver, Incorporated, Stamford, 
Conn., get more than the tradi- 
tional “welcome booklet” when 
they make calls on the company. 
They receive a 12-page brochure 
that defines the Dorr-Oliver pur- 
chasing policy in specific terms— 
a policy that also holds for all 
departments of the company. It 
outlines the purchasing organiza- 
tion (in six different plants 
throughout the country), explains 
the responsibilities of the pur- 
chasing department in specific 
terms—authority, quotations, in- 
ventory policy, acceptance of 
gifts, etc. 
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Tuere ARE many factors that directly in- 
fluence the total cost of a finished casting. They 
are considered under two headings: “Factors 
Affecting the Direct Cost of a Casting,” and 
“Additional Factors in the Total Cost of a Fin- 
ished Casting.” 


Factors Affecting the Direct Cost of A Casting 


1. The Casting Design: The size, weight, and 
complexity of a casting are generally the most 
important factors in determining its cost. The 
cost of the metal that goes into a casting is, 
obviously, directly influenced by its weight, but 
the overall casting size is also important because 
several tons of sand and other materials must 
be prepared and handled for each ton of cast- 
ings produced. 

The amount of these materials other than 
molten metal, is more influenced by casting size 
than weight. Casting production facilities are 
more often limited by casting size than by 
weight, and the cost of production facilities in- 
creases rapidly with maximum casting size. 

Cored castings require core-making time, core 
material, and transportation of the core to the 
mold, as well as additional molder’s time to place 
the core in the mold. A more complex casting 
may require a more highly skilled workman, as 
well as more of his time, buf complex castings 
are not necessarily more expensive, for some 
types of complexitiy do not increase the prod- 
uction cost, although pattern costs may be higher. 
The foundryman should be consulted before the 
patterns are made, as he can often suggest minor 
design changes that will simplify the molding 
operations to reduce the casting cost. 

2. The Type of Molding Method: The kind 
of molds that are used has a direct bearing on 
the casting cost, but the selection of a molding 
method usually depends primarily upon technical 
and quantity requirements. Excluding these and 
preparation cost, the green sand and permanent 
mold methods are the least expensive. 


The material in this article has been made available 
exclusively to PURCHASING by the Gray Iron Found- 
ers’ Society, Inc. It is an excerpt from the chapter on 
“Specifying and Purchasing” in the Gray Iron Castings 
Handbook, to be published on February 1, 1958. The 
baok is edited by Charles F. Walton, technical direc- 
tor of the society. It will sell for ten dollars. 


January 20, 1958 


Quantity requirements are, however, vital in 
any comparison because this becomes the denom- 
inator for pattern and preparation cost. Dry 
sand molding is necessary for large work. For 
medium size castings, dry sand molds provide 
a better finish, and more dependability than do 
green sand molds, but a longer production time 
(and cost) is required due to the drying opera- 
tion. 

Loam or sweep molding for large castings uses 
a minimum of pattern equipment, but requires 
a larger amount of skilled molders’ time. 

Shell molded castings usually cost more than 
green sand casting, but improved accuracy and 
finish may justfy this difference. The use of 
automatic shell mold machines reduces the prod- 
uction cost, but the high pattern and equipment 
costs generally limit this method to quantity 
production. 

The ceramic mold and expendable pattern 
(lost wax) casting processes produce precision 
castings, but both the pattern equipment cost 
and the casting production cost are high. How- 
ever, this is usually fully justified where diffi- 
cult or extensive machining is eliminated. 

3. Type of Pattern Equipment: The important 
question in considering pattern cost is “Over 
how many castings can the pattern cost be 
spread?” This becomes a difficult question with 
development work where the possibilities for 
future production are uncertain. Under this 
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A Check List for Buying Castings 


Forms similar to the following are used as a convenient 
way to provide the foundry with complete information on casting re- 
quirements. This allows the foundry to make an accurate casting price 
quotation, as well as provide the most suitable casting for the appli- 
cation. Where necessary information is not available, the foundry 
must make assumptions. These may increase the cost unnecessarily, 


or result in a casting that is less satisfactory. 


A. IDENTIFICATION 
Company .... 
Address ... 
Individual 
Pattern No. . 
8. QUANTITY 
Total number required: 
release 
Estimated yearly requirements of this casting pieces 
Is this a ["] Current Production Part? 
OQ New Production Part? 
[_] Experimental Development Part for Test? 


. DELIVERY SCHEDULE 
Initial Delivery (date) Number of Pieces. 
Subsequent Schedule pieces per month. 
Order to be Complete by (date) 
Other Delivery Comments .......,.... 


. ACCOMPANYING GLUEPRINT CHECKLIST 
Check the following items when shown on the blueprint 
CT Actual casting weight or a} Estimated weight 
[_] Pattern Number — [_] Part No. 


ie Locating and or clamping bosses for machining are shown. 


a Finish stock requirements are given. 
a Type of finishing operation to be used is given. 


[_] Location for pattern numbers, trade marks, heat numbers, 


etc. 
Raised characters Sunken characters 


Changeable inserted numbers 


E. CASTING SERVICE DATA 
1. Part Name . 
2. Service Stresses 
..psi maximum design load. 
[_] Subject to mild impact. [_] Subject to heavy impact. 
C Subject to rapid cyclic loading (endurance). 


[_] Subject to hydraulic pressure or (_] pneumatic pressure 


If subject to release, number per 


*. safety factor required 


Wear or Abrasion 

[ ) Surface to wear ayainst (name other material) 
[_] Good lubrication [ ] Intermittent lubrication C] None 

[ ] Abrasive wear by 


[] Lump Material [| ] Fine Material 


t 


(name material) 


Corrosion 
Type of material or environment at F 
C] Strongly acid [ ) Strongly alkaline or 


[_] Exposed to air or aerated liquid; [] Submerged and rela- 
lively air free. 


pH (give value) 


[_}Product contamination is important; ["] Not important 


. Elevated Temperature Service 
F is maximum service temperature of casting. 
[_] Steady temperature during use. 
[_] Undulating temperature F to F 
a Shock heating or cooling. Describe 


[_] Surface Sealing is critical 
[ ] Dimensional stability is critical 
a Load carrying ability is critical 


Comments 

Casting Will Be Finished By: 

C7 Machining where marked on drawing C) Painting only. 
@ Filling, rubbing and painting 
CT Plating, kind 


z= None [_] Other. (name) 


® Porcelain enamel} 


F. CASTING PROPERTIES 


1. Standard Specification No. issued by 
[ ] Covers requirements completely. No other data is necessary 
[ | Is basis with additional requirements below. 


[_] No standard specification applies 


Strength 

Tensile strength of psi minimum using 

A.S.T.M. Test Bar Size: ey 

If other, specify 

DO Test bars are required with castings. 

Certification is required for: ‘eS Chemical Analysis; 
[_] Mechanical Properties. 

Hardness 


an 
drawing 


BHN maximum:...BHN minimum at location 2 ag 


BHN maximum:...BHN minimum at location “B” 





condition, past experience indicates that it is 
usually best to plan pattern equipment for only 
immediate requirements. 

Although short-time pattern use, and early 
replacement with a better pattern seems waste- 
ful, this is usually advisable, since it provides 
an opportunity for modifying or improving the 
original design. 

When the replacement pattern can be cast, 
the original pattern may often be made or modi- 
fied so that it will also serve.as the “master” 
pattern for casting the production pattern. It 
is important that patterns, particularly inexpen- 
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sive ones, not be employed beyond their useful . 
life. When they are, casting quality usually suf- 
fers. 

It is important that the type of pattern to 
be used is suitable for the particular foundry 
in which the castings are to be made. 

When new patterns are to be obtained for 


-production quantities, it is often desirable to 


have quotations based on more than one type 
of pattern so as to determine which type of 
pattern provides the lowest total casting cost. 

Where pattern equipment is already available 
and conditions have changed it may be possible 
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1. Machinability 
[| Excellent machinability is critically necessary. 
[| Machinability to be as high as is consistent with other prop- 
erty requirements 


) Machinability is unimportant 


5. Heat Treatment 

] No heat treatment [ ) Heat treatment optional 
] Stress relief anneal required [ ] Softening anneal required 
] Hardening required (details attached as to type, location, and 
hardness) 


r 


To be done by foundry }To be done by customer 
Properties given are before heat treatment 


Properties given are after heat treatment 
asting Appearance 
] Is critical []Is important [ ]Is not important 
Dimensional Tolerances 
Commercial tolerances are satisfactory 
Close tolerances apply where marked on drawing 
All dimensions are critical, tolerances are marked on draw- 
ing 
Gaging is required as follows 
’ 


) Gages or special fixtures are available as follows 


G. SPECIAL INSPECTION METHODS 
1. To Be Performed By: 
Foundry Customer 


so a Pressure test, State requirements: 


anal 


7 X-Ray—Requirements 


0 
a} Magnaflux—Requirements: 


@ Zyglow—Requirements: 
Customer's Method of Incoming Inspection 
[_] Full inspection, rejection of only defective. 


[_] Statistical inspection, rejection of lot on basis of sample. 
° Sampling ratio ; Rejection No. ........ 
Based on AQL (Average Quality Level) of .. 
. SHIPPING 


L ] Usual Procedure 
[ ] Special packing or crating is required as follows: 


Type of Carrier 
[ ] Motor Freight C1 Rail Cc Other 


|. PATTERN EQUIPMENT 


[_] New pattern equipment is to be furnished by foundry at cus- 
tomer’s expense. 


[_] Foundry is to specify equipment to be made by customer's 
pattern maker. 


C1 Pattern equipment is already available. 


1. Type of Pattern (Check all applicable factors) 
[_] Loose 
O Solid 0 With Follow-Board [_] Sweep 
(Split [] Can be Mounted [_] Skeleton 
[_] Gated ; Number of castings on gate 
[_] Other patterns on gate, as follows: 
[_] Match Plate; Number of castings on plate 
[_] Other patterns on plate as follows: 


Min. distance: casting to inside of flask 
core print to inside of flask... . .. 
ia Cope and Drag Set C1 Single plate for cope and drag 
Number of castings per mold 
Min. distance: casting to inside of flask 


core print to inside of flask 


2. Pattern Material 


[_] Soft wood [_] Hard wood __] Wood with metal reinforce- 
ment 


a Aluminum ‘a Plastic C lron a White metal 


O 


Flask Size of Mounted or Plate Patterns 
fe ”, Height ” Depth 


Core Box Equipment 
Number of complete cores per casting : 
or different cores. 


of the same core, 


Number of complete cores per box 
boxes 


Number of core 


Boxes are made from: 

[_] wood C1 aluminum C) plastic 
Equipment suited for blowing 0D Yes. 
Number of core dryers 


Describe any core gages or jigs 


4. SPECIAL FLASK EQUIPMENT 


0) None ia Yes, will be provided ; Number Type 


Size "a ” Cope height ”: Drag depth 





to modify the patterns to reduce the casting cost 
or improve quality. 

Patterns should be kept in good repair, because 
off-dimension or irregular castings increase the 
machining and finishing costs and may impair 
appearance or reduce the quality of the finished 
product. 

4. Type of Metal Specified: The type or class 
of iron that is specified for a casting influences 
its cost in several ways. Differences in the cost 
of melting stock can be considerable. The high 
strength gray irons generally are melted from 
a metal mixture containing a high percentage 
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of the most expensive types of scrap such as rail 
steel or forging butts. Ductile (nodular) iron is 
very sensitive to the presence of certain tramp 
(subsersive) elements that commonly occur in 
miscellaneous scrap. For this reason, only known 
and separated types of scrap can be used along 
with a special, premium grade of pig iron. 
The higher strength irons, being more dense, 
require large risers to provide sound, true-to- 
pattern castings. This means that the yield of 
castings per 100 pounds of molten metal is lower 
for the higher strength irons (although not as 
low as that of other cast metals). The higher 
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strength irons also require closer metallurgical 
control which means increased supervision, a 
larger number of chemical analyses, and addi- 
tional property tests. This is also true of alloy 
requirements and is why they increase the cost 
of a casting more than simply the value of the 
contained elements. 

These factors should not discourage the spe- 
cification of the higher strength or alloy irons 
where their use is beneficial or where they can 
replace other, more expensive materials. In- 
creased property requirements may provide the 
means of increasing the capacity or efficiency 
of a product without important design or pat- 


tern changes. A higher strength iron may make © 


a lighter casting equally strong and available at 
a cost comparable to a lower strength iron while 
providing economy in handling and shipment of 
the casting as well as the final product. 

The use of alloy irons may increase the life 
of a casting in wear or corrosion service more 
than enough to offset the increased casting cost 
with the savings from installation cost as a bonus. 
It is important, however, that the service re- 
quirements are properly covered by specifica- 
tions. Increased strength does not necessarily 
provide better wear resistance, nor does the 
presence of alloying elements necessarily assure 
a better casting or increased resistance to impact. 
In some instances the higher strength irons 
may be less desirable than a lower strength (for 
example, where vibration damping is important). 

5. Quality Level: The term “quality’ is used 
here to denote how well a casting meets the 
requirements of the purchaser and how con- 
sistently they are met by castings in quantity. 
Consistent quality from order to order and from 
the first casting to the last casting in an order 
is of primary importance and should be foremost 
in the identification of a dependable castings 
supplier. (“High quality” is sometimes impro- 
perly used to connote superiority in a particular 
property, such as high tensile strength or ex- 
cellent surface finish, but it should be kept in 
mind that unnecessary attributes which increase 
the cost of a casting are negative to quality.) 


The main items of quality in a casting are- 


the properties of the metal, the accuracy of 
dimensions, and the smoothness of finish. Close 
requirements in any of these may increase the 
direct cost of a casting because: 

a. A simplified production method that may 
be available, but which might compromise 
the specified item of quality could not be 
used. 

b. More highly skilled workmen and/or more 
production time may be necessary. 

ce. More expensive materials and/or equip- 
ment may have to be used. 

d. Additional inspection may be necessary. 
e. A higher percentage of rejects may result. 
However, necessary quality requirements should 
not be compromised. Decreased cost is not a valid 
reason for purchasing castings that are below 
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the required standard. The savings are more 
than likely to be offset by an increased cost in 
finishing or using such castings. It is unfartunate 
that this latter cost is not always evident. 

Although quality requirements can be desig- 
nated by specifications or sample castings, this 
is often difficult to do, and casting quality is 
more generally thought of in terms of the estab- 
lished reputation of the foundry. 

6. Additional Operations: Often the foundry 
can perform additional operations which may 
increase the direct cost of the casting, but will 
reduce the total cost of the finished product. 
Heat treating and painting are typical of the 
additional operations that may be efficiently per- 
formed by the foundry. 

For quantity production the castings may be 
“justified” or “targeted” in a gaging fixture so 
that they contain accurate locating points for 
the machining operations. This assures that the 
correct amount of stock will be removed in ma- 
chining each surface. 

7. Additional Services: Close cooperation be- 
tween the foundryman and his customer is 
typical, but for some castings, more than the 
usual amount of service or technical assistance 
may be required from the foundry. This com- 
monly occurs in the development of new products. 
Assistance with casting design, information on 


‘properties and metallurgy, trouble shooting, pat- 


tern help, or experimental castings may be pro- 
vided by the foundry. 

These services may be billed for at cost or 
included in the regular price of the castings, 
but in either case, quotations from a foundry 
that stands ready to provide their customers 
with this assistance canot be unequivocally com- 
pared with quotations from a foundry that does 
not. The latter type of foundry, however, is not 
to be discredited for it can be a good and econom- _ 
ical source for castings where special problems or 
requirements do not exist and where the addi- 
tional service is not necessary. 

8. Purchase Order Quantity: Order quantity is 
important in the selection of appropriate pattern 
equipment but even with a given pattern, the 
order quantity may have an important influence 
on casting cost. One of the reasons for this is 
that there are a number of operations in the 
foundry which must be performed for each cast- 
ing order regardless of the quantity involved. 
Some of these are: 

a. Obtain and record the order. 

b. Schedule production and issue shop work 

orders. 

. Get pattern equipment out of storage, check, 
and transport to production departments. 

. Set up patterns for production (i.e. lay out 
or attach to machines and line up proper 
flasks). 

. Shipping and billing. 
efficiency of the production operations are 
influenced by quantity, since the workmen 


(Please turn to page 160) 
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Materials Management in American Industry 



































Materials Management Teamwork 


Helps Company Grow 


Materials Management isn’t just a theoretical approach to pro- 
curement at McCulloch Motors. It’s actually practiced with 
tremendous success. Purchasing gets into all areas concerning 
materials, even packaging design. 


By Dean S. Ammer 


Dynamic MATERIALS management has un- 
doubtedly contributed to the rapid growth of 
McCulloch Motors in Los Angeles. The company 
had just 30 employees in 1946 (including the 
present director of materiel, Cooper Gwin). Five 
years ago there were less than 1000 people; to- 
day there are about 2000. 

The materiel group has grown right along 
with the rest of the company. Initially, of course, 
it didn’t even exist. Today it has about 121 peo- 
ple and encompasses the purchasing, follow-up, 
inventory control, traffic, packing and shipping, 
receiving, stores, and package design functions. 

According to Director of Materiel Gwin, “ty- 
ing all related materiel functions together organi- 
zationally permits the sort of teamwork that leads 
to efficient operation.” Such a set-up encourages 
purchasing, inventory control, and stores, for 
example, to work together to solve problems of 
quantity discounts and carrying cost. Traffic and 
purchasing can get together to design the ulti- 
mate in packaging, etc. 

McCulloch teamwork and organizational flex- 
ibility has helped stimulate development of many 
new ideas in materials management. Of particular 
interest are the company’s approaches to pack- 
aging, buyer development, inventory control, and 
follow-up. The editors of PurcHasinc feel these 
phases of materials management warrant special 
attention because so many small and medium 
companies can profitably apply them. So each is 








Cooper Gwin, director of materiel, McCulloch 


given individua! attention in the article that Motors visits the packaging department, which is 


follows. under his jurisdiction. 
January 20, 1958 
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Packaging: Purchasing’s Big Opportunity 


| RAFFIC AND purchasing 
(both are part of the materiel 
section) are jointly responsible 
for packaging at McCulloch Mo- 
tors. “Some companies rely ex- 
lusively on packaging engineers 
and box companies to design their 
packaging for them,” says Mc- 
Culloch’s materiel director, Coop- 
er Gwin. “They are extremely 

when it comes to figuring 
he strength of boxes, etc., but 
we have found that they can tend 
to over-package.” 

At McCulloch, they use a dif- 
approach. They look at 
packaging from the user’s view- 
point rather than the engineer’s. 
That’s why the design of pack- 
aging is one of the traffic man- 
ager’s responsibilities. “It’s log- 
eal,’ Gwin declares, “to have 
traffic responsible for packaging 
design because traffic is respon- 
sible for claims and adjustments 
and can reduce them through bet- 
ter design of packaging. “Nor is 
this the only reason,” he adds. 
‘By changing the type of pack- 
age, traffic is sometimes able to 
reduce the weight that’s shipped. 
Occasionally we’re even able to 
get the shipment into a different 
commodity classification. By re- 
designing one box, we were able 
to cut freight costs by $65,000 per 


jear. 


rerent 


Specify Vendor Packaging 


According to Gwin, almost any 
purchasing department can make 
mpressive savings’ by going to 
work on the packaging used by 
its vendors. McCulloch has found 
it pays to make studies of con- 
tainers used by suppliers. Con- 
siderable savings have been made 
by specifying containers that can 
be used for storing parts nested 
and ready for use. Previously, 
shipments from vendors had to 
be taken out of the suppliers’ 
boxes to fit McCulloch’s storage 
racks. This meant extra material 
handling. 

This isn’t the only advantage of 
pecifying the types of containers 
that suppliers use. “By having 
vendors ship in containers we’ve 
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Donald Appleton, traffic manager, watches package of cylinder sleeves 
being unloaded, This gives him idea for smaller egg-shell type package 
that A. C, Whitfield, general foreman, is showing Director of Materiel 
Gwin. The packaging change brought a 40% saving plus many intan- 


gible benefits. 


designed, we’ve got more of a 
chance to control the weight of 
each container,” Gwin points out. 
This helps minimize the number 
of different types of material 
handling equipment needed in re- 
ceiving material. 

For example, forgings suppliers 
might well ship in the biggest 
containers they could find if they 


were left to their own devices. 
But they can’t if they’re selling 
to McCulloch. They’re restricted 
to McCulloch’s largest standard- 
sized box which holds 500 Ibs. 
of forgings. This package can 
easily be handled by McCulloch’s 
fork trucks. The same problem 
can pop up with very small parts 
like washers or machine screws. 
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If too many of them are put in the 
same container, it becomes im- 
possible to lift them manually to 
the shelf where they’re stored. 

- Vendor packaging does double 
(or triple) duty at McCulloch. 
Many production parts are moved 
directly to the production line in 
vendor containers. All big boxes 
are painted green and each has 
the supplier’s name stenciled on 
it. When the contents are used, 
the boxes go to shipping. Vendors 
can pick them up when they make 
their next delivery. With this 
procedure, many boxes can be 
profitably used over and over 
again. And both the supplier and 


McCulloch benefit. 
Special Studies Pay 


“Although you can sometimes 
stumble upon big packaging sav- 
ings, you only rarely get results 
without a lot of hard work,” Gwin 
declares. Gwin points to the sav- 
ing made on packaging cylinder 
sleeves (for the two-cycle en- 
gines used in the company’s chain 
saws) as an example of a saving 
that was made only after a lot 





of research. The sleeves came 
from an eastern source and the 
package for the heavy parts had 
been standardized in accordance 
with McCulloch’s policies. But 
there were still problems. On sev- 
eral occasions the package and 
some of the sleeves in it were 
damaged in transit. 

Some of the damage on the 
sleeves wasn’t detected until after 
machining. This was, of course, 
an extremely costly practice. It’s 
impossible to collect for the in- 
vestment in machining a defective 
part from either the carrier or the 
original suppier. So McCulloch 
went to work to design a package 
that would eliminate such dam- 
ages. In the process, it came up 
with one that not only cut dam- 
age but saved one and-a-half 
hours in handling each package. 
The new package was about half 
the size of the old. It held 250 
cylinder sleeves instead of 500. 
The vendor was so happy with 
the new packaging design speci- 


Better Buyers Mean Bigger Profits 


No ONE will deny that a pur- 
chasing department is only as 
good as the buyers in it. But, 
unfortunately, many companies 
expect to have good purchasing 
departments without paying any 
attention to improving their buy- 
ers. This isn’t the case at McCul- 
loch Motors. Buyer development 
is a continuing program. 

Every Wednesday, McCulloch 
buyers have a luncheon meeting 
specially designed to stimulate 
their thinking on company prod- 
ucts, inter-departmental relations, 
new developments by vendors, 
etc. Each meeting features a 
speaker either from within the 
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company or from a supplier. This 
program has been going on for 
six years. “It’s been a tremendous 
enthusiastically declares 
Materiel Director Cooper Gwin, 
“mostly because it helps broaden 
the outlook of buyers and stim- 
ulates their thinking.” 

The program for the Wednes- 
day meeting is a flexible one but 
three types of speakers predomi- 
nate. First, vendors are invited to 
describe their products and how 
they’re made. Second, division 
heads and, occasionally, the super- 
visors of other groups in the ma- 
teriel section frankly discuss their 
problems with the buyers. Third, 


success,” 


fied by McCulloch that he’s now 
using it on shipments to his other 
customers. 


Cooperation Brings 
Standardization 

Packaging for service parts and 
spares is just as important as 
production of course. It’s the basic 
responsibility of stores (with big 
assist from sales). Stores, in turn,’ 
works closely with purchasing 
and traffic. When you're dealing 
with 15-20,000 different service 
parts, the big problem is stan- 
dardizing your packaging. Stores 
must find out from sales how 
many parts should be put in a 
single package—i.e. should each 
box have three pistons in it, or 
four. Then it must relate the sales 
ideal with realities of packaging. 
Obviously you must limit the 
number of packages you buy for 
The result is a com- 
promise. But “periodic review is 
still essential to keep container 
sizes standard,” reports Gwin. 


services. 


i” 
Director of Materiel Gwin (left) is 
always available to discuss new 
ideas for reducing costs. Here he 
discusses a design change on a cast- 
ing with Senior Buyer R. L. Hiatt. 
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a cut-away of each new product 
is reviewed in detail by the shop 
superintendent. (Gwin insists 
that each buyer thoroughly un- 
derstand the function of each 
item he buys.) 


Buyer Rotation Policy 


The Wednesday meetings that 
feature vendor guest speakers 
naturally help each buyer become 
familiar with commodities han- 
dled by other buyers in the group. 
Periodic vendor meetings (be- 
sides improving vendor relations 
and stimulating supplier creativ- 
ity) help broaden buyer horizons 
further. Vendors come out to the 
plant for a day and get a chance 
to see how McCulloch operates 
and get acquainted with personne] 
whom they wouldn’t otherwise 
meet. 

All this prepares buyers for 
rotation. Gwin tries to give each 
buyer a new job at least once 
a year. He feels that both the 
company and the buyer benefit 


from deliberate rotation. The 
company gains from the fresh 
ideas a new buyer will bring to 
a job. It also never suffers from 
a drop in efficiency when a buyer 
goes on vacation, etc. There’s al- 
ways a trained man to fill the gap. 
The buyer gains from the addi- 
tional experience he gets with 
rotation, and a new job is always 
more of a challenge. And of 
course both the company and the 
buyers gain by giving every buy- 
er a chance to acquire the well- 
rounded training essential for top 
purchasing jobs. 


Performance Measured 
If a McCulloch buyer is passed 


over for a better job, it won’t be 
because his boss lacks informa- 
tion on his past performance. 
Cooper Gwin keeps a separate 
folder on each of his buyers. In 
it he keeps copies of cost reduc- 
tion reports from that buyer. A 
report is made up for each saving 
on a monthly basis. “We don’t fig- 


This Wednesday-noon buyers meeting was devoted to cost reduction. 
Guest speaker was Works Manager Paul Welch. He reviewed the function 
of various component parts in order to stimulate cost reduction ideas. 


86 


ure savings on an annual basis 
because the part on which the 
saving was made could become 
obsolete within that period,” Gwin 
declares. “We don’t want any 
false savings figures flying 
around.” 

The savings made by each buy- 
er are then plotted on a monthly 
basis. A consolidated report for 
all buyers is also made up. “In 
the first six months of 1957, our 
savings totaled $118,000,” says 
Gwin proudly. Buyers are kept 
appraised of progress on cost re- 
duction projects at their Wednes- 
day meetings. “I think the better 
informed you keep people, the 
better job they'll do,” Gwin de- 
clares. 


Buyer of the Year 
With buyers racking up savings 
at the rate of nearly $20,000 per 
month, it’s obvious that McCul- 
loch purchasing is doing a good 
job. So Materiel Director Gwin 


.decided to devise some _ special 


recognition of that fact. He’s now 
got a McCulloch “Buyer-of-the- 
Year” award. The award goes to 
the buyer who’s done the best job 
for McCulloch during the year. 
All phases of buying are taken 
into account in selecting the can- 
didate. Gwin himself narrows 
down the potential candidates to 
one or two top men. Then he calls 
in other members of his group for 
help in deciding upon the winner. 
“If there’s a tie, we can always 
make two awards,” says Gwin. 
The buyer-of-the-year award is 
but one spectacular part of a 
program designed to keep morale 
and interest in the job at a high 
level among McCulloch purchas- 
ing personnel. Just plain good 
supervision is unspectacular but 
even more important. And Gwin 
goes a lot further than many 
supervisors. For example, he 
keeps track of the birthdays and 
anniversaries of everyone under 
his supervision so he can offer 
congratulations. At McCulloch, 
they know “purchasing is people.” 
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Teamwork Keeps Inventories Balanced 


F Lexipinrry is the most essen- 
tial feature of the inventory con- 
trol system of McCulloch Motors. 
Sales forecasts are naturally made 
up with extreme care. But they 
can’t take a lot of variables into 
account so schedules must often 
be revised on very short notice. 
Inventory records must be in such 
good shape that new requirements 
can be computed to meet the 
changing needs. 

“We can find out in twenty 
minutes exactly what effect a cut 
in production would have on in- 
ventories. And we do it without 
mechanization,” declares McCul- 
loch’s materiel director, Cooper 
Gwin with pride. “I consider in- 
ventory control the nerve center 
of our whole materiel group,” 
Gwin adds. 

McCulloch’s inventory control 
group handles 10,000 different 
production items with just five 
people. And it is, in fact, a mate- 
rials nerve center. All purchase 
orders and engineering changes 
flow into inventory control. The 
group must keep up-to-date on all 
schedule changes in the shop and 
delivery status from suppliers. 
It’s also responsible for maintain- 
ing up-to-date bills of material. 

Close cooperation between pur- 
chasing and inventory is absolute- 
ly essential when changes are be- 
ing made. For this reason, Gwin 
says “I wouldn’t know what I’d 
do if purchasing and inventory 
weren't part of the same group. 
When a schedule is cut back, pur- 
chasing is immediately advised of 
its effect by inventory control. 
Purchasing, in turn, doesn’t waste 
any time either reducing orders 
or stretching out delivery dates. 
On schedule changes, the out- 
standing committments are al- 
ways taken into account. “Knowl- 
edge of what a schedule change 
means in inventory investment is 
extremely important,” Gwin ob- 
serves. “With it, the product mix 


can be juggled so as to minimize Kardex records provide up-to-date status information for 
added investment in inventories.” Director of Materiel Gwin. 


Purchased Parts Expediter Donald Peifer checks shortage sheet 
in assembly area. The materiel section’s responsibility doesn’t end 
until material is delivered to the line. 
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Buyer Follow-up Cuts Delivery Problems 


Buyers DO their own follow- 
up at McCulloch Motors. They 
don’t have follow-up men report- 
ing to them nor is there a separate 
follow-up section. Materiel Direc- 
tor Cooper Gwin admits that buy- 
ers rarely, if ever, enjoy follow- 
up work. He agrees that many 
buyers are prone to “avoid follow- 
up sometimes to the point of 
having an emergency come crash- 
ing down on their heads.” Then 
comes the familiar pattern of long 
distance calls, air shipments, re- 
routing of in-transit shipments, 
etc. At this point the buyer’s in- 
genuity really blossoms out. “If 
buyers applied just one-tenth the 
effort to routine follow-up that 
they apply to emergencies, many 
a crisis would be prevented,” 
Gwin argues. 

Despite the fact that buyers 
don’t like follow-up, Gwin be- 
lieves there’s a strong case 
against delegating the job to 
others — particularly on _ pro- 
duction parts. 

Lack of trained personnel. No 
one can do an adequate job of 


The buyer is the man best fitted to get action on price, quality or delivery. 
Here, Senior Buyer W. L. Powell discusses a problem on springs with a 


supplier. 


follow-up without all the. facts. - 
The follow-up man must rely on 
the buyer for a lot of informa- 
tion, this stretches out communi- 
cation and even the buyer must 
work closely with many other 
groups. He must have up-to-the- 
minute figures on stock-on-hand, 
etc. This, of course, is a good 
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The follow-up copy of McCulloch’s purchase order form is designed 
so the buyer can determine the status of the order at a glance. 
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argument for a materials manage- 
ment approach to organization. 

Vendor education. Unfortu- 
nately, there are vendors who 
don’t even start a job until they get 
a follow-up call. But a wise buyer 
(and only a buyer can do this be- 
cause he’s the fellow who decides 
who gets the business) educates 
his suppliers. That way the 
vendor does a good part of the 
routine follow-up. A well-trained 
vendor calls the buyer well in 
advance if there’s any chance he 
won't meet a delivery date. 

Buyer must know the facts. The 
fact is management pays the buy- 
er to know the answer to any 
problems that pop up concerning 
his parts. If the buyer has to go 
in turn, to someone else for the 
answers, the result is lost motion 
and inefficiency. When there’s 
both a buyer and a follow-up 
man, each must be up-to-date on 
the situation. This means a lot of 
time spent on communication be- 
tweén the two. And the buyer 
must always get in the picture 
when the situation gets really hot 
regardless of how able a follow- 
up man he has. 

“It’s far better to give the buyer 
adequate time to do a first-class 
follow-up job than to take follow- 
up away from the buyer,” says 
Cooper Gwin. 
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How North American Jags 


Saved $600,000 


On Its Traffic Bill 


A four point 


Tue HIGH cost of transporta- 
tion—a perennial bugaboo for 
the purchasing agent—is 
stantly being researched 
analyzed by 
facturing 


con- 
and 
almost every manu- 
Yet rarely 
corporation combine a 
purchasing-traffic pro- 
gram with an overriding phil- 
osophy regarding transportation 
problems and come up with a 
workable 
tion. 
North American Aviation, Inc., 
Angeles, 


company. 
does a 
positive 


and money-saving solu- 


Los is one of those com- 
panies with a transportation pro- 
gram based on the highest degree 
of purchasing-traffic 
and 


cooperation 
coordination. In 1956 this 
program paid off in traffic savings 
of nearly $600,000 

Each of the company’s eight 
operating divisions has a purchas- 
ing agent and a traffic manager, 
with both reporting to a division 
director of material. On the cor- 


traffic 


= 





cost reduction program, 


featuring close cooperation between purchasing 


and traffic has resulted in more efficient freight 


handling and a 20 per cent reduction in the 
company’s freight bill. 


porate chart, there is also a pur- 
chasing and a traffic executive, 
who are responsible to Rulon 
Nagely, corporate director-ma- 
terial. 

The aviation industry, like most 
others, has its own peculiar and 
often complex procurement and 
transportation problems. North 
American manufactures products 
in a highly competitive field with 
an unknown obsolescence factor 

products having a useful 
life that is likely to be extremely 
short. As a result, maintenance of 
tight production schedules is of 
greater importance than in other 
industries with longer life prod- 
ucts. 

In all divisions of North Amer- 
ican and within the purchasing, 
traffic and material departments, 
the aviation executives always 
strive to eliminate LCL or LTL 
transportation charges. They try 
to discover new methods of ob- 
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taining the same or better results 
more economically. In addition 
to day-by-day operations along 
those lines, the company has 
formulated four general ap- 
proaches to the question of 
cost reduction—not reflected in 
monthly or annual reports—but 
just as vital to a consistert and 
organized transportation program. 


Purchasing Administrative 
Controls 


The first of these approaches 
is active purchasing administra- 
tive controls, designed to mini- 
mize the use of premium trans- 
portation. A sustaining _ traffic 
training program was started in 
1942 to inform procurement per- 
sonnel about transportation tech- 
niques and to equip them to carry 
out transportation policies de- 
veloped by the traffic department. 
Through quarterly lectures and 
regularly distributed printed in- 
formation, buyers are made 

ware of all the transportation 
cost factors involved when plac- 
ing an order for specific com- 
modities. 

The purchasing department also 
tries to keep transportation 
charges at a minimum with a sys- 
tem of graph-reporting that shows 
the historic premium transporta- 
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tion trend of each North Ameri- 
can division. Within these charts 
is an “ideal zone” defining the 
upper limit of premium charges 
deemed adequate by the division. 
When the premium percentage 
graphs begin to go beyond this 
zone, it is a clear signal for pur- 
chasing executives to consider 
corrective action. 

In addition, purchasing and 
traffic officials consult regularly 
on many other administrative 
problems. These include ways of 
cutting transportation costs, in- 
surance coverage, tracing and ex- 
pediting methods for lost and 
damaged shipments, better pack- 
aging methods and policies for 
consolidating small shipments in- 
to carloads and truckloads. 

Another approach is effective 
utilization of the Traffic Com- 
mittee of the Aircraft Industries 
Association of America. This as- 
sociation, composed of 122 com- 
panies in the aircraft field, strives 
to obtain proper freight classi- 
fications and the lowest lawful 
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freight rates for commodities 
common to the aviation industry. 

North American receives bul- 
letins from the office of the as- 
sociation’s director of traffic, ad- 
vising it about current legislative 
or regulatory matters affecting its 
transportation costs. The com- 
mittee also presents the aviation 
industry’s position on traffic mat- 
ters before Congress and the 
Civil Aeronautics Administration, 
which in the past has resulted in 
large savings. 


Using Contract Carriers 
A third approach used by 


North American to save on trans- 
portation costs is negotiation of 
contract carrier transportation for 
the movement of large assemblies 
from subcontractors in specially 
designed trucking equipment. 
There are three main reasons for 
using contract carriers: to elimi- 
nate the high packaging costs 
present when dealing with com- 
mon carriers, to reduce transpor- 
tation costs per component and 


to minimize the risk of damage in 
transit. 

An impressive argument for the 
use of a contract carrier-is that he 
becomes in effect an integrated 
part of the production activities 
of both prime contractor and sub- 
contractor. He is subject to the 
beck and call of the prime con- 
tractor 24 hours a day, supplies a 
personalized service to meet the 
individual shipper’s requirements, 
yet his charges cannot exceed 
those of a common carrier. North 
American’s P.A.’s_ and traffic - 
managers work jointly to pre-plan 
carrier transportation, schedule 
shipments and determine trans- 
portation costs. 


F.0.B. Origin Point 


The last technique for cutting 
transportation costs 1s to review 
material procurement practices— 
with the goal of establishing a 
purchasing policy of “F.O.B. 
Origin Point” buying terms. At 
North American, exceptions to 
this rule are few and are allowed 
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These are some forms utilized by purchasing 
and traffic to keep track of transportation costs. 


90 PuRCHASING 





only when they result from long 
established trade practices on 
some major commodities. 

F.O.B. Origin Point has many 
advantages over F.O.B. Destina- 
tion. As a member of a large ship- 
pers’ cooperative  essociation 
which has saved the company 
about $3 million in the last 14 
years on small shipments, North 
American can buy transportation 
at a lower cost than any of its 
suppliers. Maximum advantage 
can be taken of the experience 
and know-how of its traffic man- 
agers rather than depending 
on possibly uninformed or un- 
equipped supplier traffic represen- 
tatives. “Padding” of the freight 
bill by the supplier, to reimburse 
him for assuming responsibility 
for the shipment while in transit, 
is also eliminated. And reciprocal 
benefits can be obtained from car- 
riers who handle a great deal of 
freight for North American and 
submit a large bill each month. 

These then are North Ameri- 
can’s concepts of purchasing- 
traffic teamwork. But not a com- 
pany to neglect the “bread and 
butter items,” the aircraft manu- 
facturer has also made substantial 
savings in freight costs that can 
be measured in black and white. 

In 1956, for example. total po- 
tential inbound freight charges 
were $2,929,400. The corpora- 
tion’s purchasing-traffic team was 
able to make a $413,038 reduction 
prior to payment of freight bills 
and a $184,306 reduction after 
payment. Total savings to North 
American: $597,344. 

How was this accomplished? 
Before payment was made, LCL 
car consolidation resulted in a 
savings of $143,599 and pool car 
savings added another $37,265. 
Other miscellaneous methods— 
like consolidating service of air 
cargo carriers, use of company- 
owned trucks returning from de- 
liveries, special fixtures in freight 
cars, post audit of freight bills 
saved another $232,173. 


Reductions After Payment 


After North American paid its 
freight bills, it was able to make 


still further reductions. Correc- 
tion of freight charges on sup- 
pliers’ invoices came to $16,114, 
rejected charges on rejected ship- 
ments saved $12,361, freight al- 
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The use of contract carriers with specially designed truckin¢ equip- 
ment has resulted in a large reduction in freight charges. 


lowances (an inherent part of the 
selling practices of some large 
suppliers) totaled $71,621 and 
suppliers’ misrouting errors re- 
sulted in a savings of $66,832. 
Careful study of overcharge 
claims from suppliers brought 
about another $17,375 reduction. 
With the exception of the last 
category, all these savings were 
made through supplier debit 
memoranda. 

According to C. E. Umphress, 
general traffic manager, this re- 
duction of 20.4 per cent in poten- 
tial transportation costs was made 
by making a careful study of 
freight bills. “We believe that the 
percentage is a very good effort 
inasmuch as the goal of the aver- 
age industrial traffic department 
is to reduce the company’s freight 
bill by 10 per cent,” he adds. 

Mr. Umphress has summed up 
what he believes to be the three 
most important elements in a pur- 
chasing department program to 


transportation costs. These 

. Concentrate on the obvious 
and never lose sight of the 
possibilities. 

. Develop a proper liaison be- 
tween the traffic and pur- 
chasing departments. 

. Maintain a well-planned, in- 
service transportation train- 
ing program for buying per- 
sonnel, prepared to meet the 
needs of the individual com- 
parry and conducted in an 
atmosphere of give-and-take 
with evaluations at regular 
intervals. 

North American’s policy of 
frankness, coordination and trust 
between the purchasing and traf- 
fic departments is an important 
item in its profit picture. Both 
on the balance sheet and in or- 
ganizational efficiency, purchas- 
ing-traffic cooperation means 
more dollars and cents for its 
stockholders and employees. 


91 








T HE STRATFORD, Conn. 
plant of Avco’s Lycoming Divi- 
sion has a record it can rightly 
be proud of. For 52 consecutive 
months it has met schedule on the 
R-1820 and R-1300 engines it 
makes for the Air Force. 

No small part of the credit for 
this accomplishment should go to 
the plant’s materials department 
under Director of Materials F. J. 
Larkins. “One reason why we’ve 
always been able to get the mate- 
rial in when it’s needed is good or- 
ganization,” says Larkins. “We’ve 
got total responsibility for the ma- 
terials function so there’s no op- 
portunity for passing the buck.” 

Larkins responsibility for mate- 
rials is complete to the point 
where he even has the in-plant 
materials handlers under his in- 
direct supervision. Reporting di- 
rectly to Larkins are four depart- 
ment heads. They’re in charge of 
purchasing, expediting, traffic and 
transportation, and materia] con- 
trol. Each department has its own 
specific responsibilities: 

Material control determines re- 
quirements from the bill of mate- 
rial and is the final authority on 
delivery dates. , 

Purchasing selects the sources 
and places the orders. 

> 
When a shortage gets serious every- 
one gets in the act. Reviewing the 
situation here are, left to right, 
Chief Expediter W. E. Lyddy, Pur- 
chasing Manager G. J. Rapuano, 
Material Control Manager E. W. 


Sweger, and Director of Materials 
F. J. Larkins. 
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22. Months of 


On-Time Deliveries 


A unique materials organization plus sound 
procedures make for a minimum of delivery 
problems at Avco’s Lycoming Division. 


Traffic and Transportation se- 
lects routings for material, traces 
shipments, handles pick-ups, etc. 

Expediting follow-ups on orders 
to make sure the sources selected 
by purchasing meet the dates de- 
termined by material control. 

“With this set-up,” says Lar- 
kins, “everyone knows what his 
job is and does it. We figure we 
need less help with this type of 
organization because duties are 
more clearly defined.” 

Despite the specialization at Ly- 
coming, the buyer is still the 
key man in procurement. If the 
sources he selects do a bang-up 
job, the entire materials operation 
becomes more or less routne. If 
his sources fall down, everyone’s 
got problems. Because of this, 
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both Materials Director Larkins 
and Purchasing Manager G. A. 
Rapuano pay especially close _at- 
tention to selection of buyers. 

“We want buyers who can pick 
up a print and tell you about how 
much it’s going to cost before he 
ever sends it out for bids,” says 
Rapuano. “What we want is a 
‘practical man’ for a buyer, one 
who won't send a 90+ forging to 
a shop with 40+ capacity ham- 
mers,” adds Larkins. 

Larkins and Rapuano get the 
type of people they want usually 
from manufacturing. Practically 
all of the production parts buyers 
have had shop experience. For 
example, one newly appointed 
buyer came from the plant’s tool 
room. Another, a graduate of the 


~~ 


? 
“a 


to 


“> 


PURCHASING 





University of Connecticut, was a 
machine operator. In general, Lar- 
kins and Rapuano prefer to get 
a man who knows his commodi- 
ties even though he might not be 
too familiar with the paperwork. 
“We can teach a new man our 
procedures but it’s awfully hard 
to give him the background in 
the commodities necessary to buy 
intelligently,” explains Rapuano 

“Of course,” Rapuano points 
out, “our requirements are differ- 
ent from many other companies. 
Our product is a highly technical 
one and our buyers are continual- 
ly involved in quality and engi- 
neering problems. They’ve just 
got to have technical know-how.” 


The Right Source 


The Lycoming Stratford plant 
acquired its vendor know-how the 
hard way. Avco didn’t start oper- 
ating the plant until after the 
Korean War had started. Conse- 
quently, it had no background 
with key sources at a time when 
every good aircraft parts shop was 
loaded with work. “Things were 
tough at the start,” admits Lar- 
kins. “But,” he adds, “we got go- 
ing without too much trouble by 
just applying a common sense ap- 
proach to vendor selection.” 

Early in the game Larkins 
found it paid to have a definite 
policy on new sources. Before any 
new vendor gets an order, he 
must: 
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approved list of 


1. Be on the 
vendors. 

2. Have been personally 
checked on a plant visit by mem- 
bers of the purchasing and qual- 
ity controls departments. 

3. Been approved by the pur- 
chasing manager and the director 
of materials when they reviewe | 
the plant visit report. 

4. Have had the commodities 
on which he’s qualified to quote 
approved by the director of mate- 
rials and the purchasing manager. 

“Without plenty of advance 
screening of new suppliers, we’d 
have had a lot more trouble get- 
ting in quality products when we 
needed them,” explains Rapuano. 

Quality Requirements Tough 

“The main reason we've got to 
be so careful with new sources is 
says Rapuano. 
cases, we’ve even found it profit- 


quality,” “In some 
able to pay a premium to vendors 
who can guarantee quality. If ven- 
dor has a two per cent rejection 
rate and his competitors have a 
ten per cent rate, you Can save a 
lot of money by dealing with the 


Expediter D. Jagoe works on his daily shortages. Most follow-up 


at Lycoming is done entirely by the expediter. . 


. But if things get 


hot, the expediter and buyer work together. 
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fellow with the two cent 
rate.” 

“On aircraft work, unfortun- 
ately, even the best vendors some- 
time get into trouble on quality,” 
admits Rapuano. “When they do, 
we try to help them out of it. 
We have a couple of quality 
contro] men assigned to purchas- 
ing to help work out quality prob- 
lems with the buyers and ven- 
dors. We try to keep vendors 
posted on our inspection stand- 
ards and send them copies of our 
quality control manual. In addi- 
tion, we always check the quality 
control procedures used by new 
vendors. 

“We'll play along with a source 
with quality problems for as long 
as a year as long as there’s a 
sign of improvement and a real 
effort being made. But if the ven- 
dor’s ‘giving us a snow job, we'll 
cut him off fast. Talk is cheap. 
You’ve got to carry out a threat 
to cut someone off occasionally or 
everyone’ll think you’re just hol- 
lering wolf,” Rapuano concludes. 
“Remember, however, that the 
best shops in the world can have 
problems.” 


per 


Locating urgently needed material 
in receiving are Buyer J. Marshall 
and Expediter H. Mourot. 
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Lycoming’s materials organization is responsible for all activities involving the scheduling, purchase, movement 
and handling of materials. One unique feature is that expediting and purchasing are separate and distinct functions. 


“If there were never any 
problems,” Larkins adds, “they 
wouldn’t need either Rapuano or 
myself.” 


Licking the Problems 

Lycoming’s delivery record 
wasn’t made without there be- 
ing any problems. Suppliers have 
fallen flat, they have had strikes, 
floods, breakdowns, and similar 
problems. Lycoming’s materials 
department has been behind the 
eight-ball on quality or delivery 
literally hundreds of times. How- 
ever it’s always managed to get 
out from under in time to meet 
schedules. One big reason for its 
success is its unique expediting 
set-up. Lycoming expediting is a 
separate and independent func- 
tion within the materials depart- 
ment. If no big problems come 
up, a buyer can place an order 
and forget about it. The expedit- 
ing group will take care of all 
routine follow-ups. If there are 
major problems or if a vendor 
doesn’t cooperate, the expediter 
will call on the buyer for assist- 
ance. The buyer gives the ven- 
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dor his orders so his word will 
carry the most weight in a crisis. 

Lycoming’s expediting is so set 
up, however, that rarely does the 
buyer get involved in most deliv- 
ery problems. Because it’s never 
possible to spot every potential 
problem part, Lycoming gets ba- 
sic expediting data on every open 
order for production parts and 
materials. 

Each month, every Lycoming 
vendor gets a form to fill out 
which lists all of the open or- 
ders Lycoming has with that sup- 
plier. A clerk in expediting fills 
in each part number, part name, 
purchase order number, quantity 
on order, and balance due on or- 
der. It’s then up to the vendor 
to indicate his delivery promise on 
the balance of the order. 


Expediting Made Easy 


This form, of which five copies 
are made (two for the vendor, 
two for the expediter, and one for 
the master file) , becomes the mas- 
ter expediting form from which 
potential shortages are checked. 
“This one form in itself saves 


us a tremendous amount of let- 
ter writing and telephoning,” says 
Chief Expediter W. E. Lyddy. 

Data from the form the vendors 
fill out, receiving reports, and 
purchase orders are all posted 
to an expediting control record. 
From periodic reviews of this rec- 
ord, girls can pick off potential 
shortages and call them to the 
attention of the expediters. 

Sometimes, of course, shortages 
are only theoretical. Parts aren’t 
actually needed on the delivery 
required date. If delivery isn’t 
actually needed, there’s no expe- 
diting. And, if there’s a stretch- 
out of requirements, expediting 
will take steps to keep the ven- 
dor from shipping to prevent in- 
ventory from piling up. 

Working with material control, 
expediters keep posted on the 
parts for which there’s an im- 
mediate need to build engines. 
These are the items that go on 
the critical shortage list. Expedi- 
ting makes up this list from an 
IBM report it gets from material 
control. It puts down require- 
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This form is sent out monthly to 
each Lycoming vendor. It shows the 
scheduled deliveries for each part 
on order with that vendor. The ven- 
dor returns the form to Lycoming 
after he indicates any new promise 
dates that may be required. 


This is the master expediting record. 
One card is made up for each part. 
To it are posted all open orders, 
receivals, schedules, and other per- 
tinent delivery information. Girls 
regularly review these cards and 
pick off potential shortages. 


When shortages actually develop, 
everyone concerned can keep track 
of them on this shortage report. It’s 
easy to spot parts that are short. 
Each column shows a particular en- 
gine; the rows indicate parts used 
in the engine. 


ments in terms of “engine pulls.” 
That is, the report shows what 
is short to make up a bill of mate- 
rial to assemble an engine. 
Everyone gets involved in criti- 
cal shortages at Lycoming. If the 
buyer and expediter are unable 
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Expediting The Easy Way 


Avco’s Lycoming Division isn’t satisfied just to get ma- 
terial in on time. It also watches costs of expediting. Its 
follow-up system is designed specifically to hold to an 
absolute minimum the number of letters, telegrams, and 
telephone calls to vendors on delivery problems. Lycoming 
uses three basic forms for expediting; they’re tailored to 
help get material in when it’s needed with a minimum of 


fuss and confusion. 
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to get results, their supervisors 
see what they can do. Finally, if 
an item gets really hot, Materials 
Director Larkins will see what he 
can do. This doesn’t happen to 
often, however. “In fact,” says 
Purchasing Manager Rapuano, 
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we're quite proud of our ability 
to get suppliers to move up prom- 
ised dates without any overtime 
or other cost premiums.” That 
this has been done many times is 
attested to by Lycoming’s deliv- 
ery record to the Air Force. 
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Let Your Vendors 
See What You Buy 


| F YOU want to reduce over- 
all product costs, look at the high 
value purchased components 
first,” says Hughes Aircraft’s head 
of material services, Barry Shil- 
lito. “This doesn’t mean,” he adds, 
“that the buyer should neglect 
any opportunity for cost reduc- 
tion no matter how small. But 
it’s usually easier to get big sav- 
ings by analyzing big items. 

“Because we must devote so 


AWARD 


= 


much effort to boosting reliability, 
we probably have more difficulties 
achieving really significant cost 
reductions than many other com- 
panies,” declares Shillito. “But I 
feel we've got a right to be proud 
of our success in cost reduction.” 

The Hughes cost reduction pro- 
gram mostly relies on tried and 
tested techniques. Buyers study 
the production processes involved 
in their commodities and apply 
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Hughes General Purchasing Agent James DeVos shows dis- 
play of high-value parts to Sales Representative Arthur Elrey. 


At cost-conscious Air- 
craft, they 
cabinets just to keep carpenters 
busy. A cabinet full of high-value 
purchased parts ‘stimulates big 


Hughes 


don't build fancy 


cost reductions. 


the learning curve principle in 
negotiation. Second sources, 
brought in when volume and tool- 
ing permit, help stimulate cost re- 
duction ideas. Similar items are 
analyzed so as to promote stand- 
ardization. 

Hughes uses all these standard 
cost reduction techniques plus a 
few more. One idea—that helps 
encourage better quality as well 
as lower costs—is a little different. 
And it can be successfully 
adopted by companies in almost 
any industry. The idea is to have 
a display cabinet of high value 
purchased parts. For example, at 
the Hughes plant in Tucson, 
Arizona is a cabinet with 125 high 
value parts. The parts are re- 
movable from the back of the cab- 
inet so vendors can carefully ex- 
amine them. According to James 
C. DeVos, general purchasing 
agent of the Hughes Tucson plant, 
the display has: 

1. Stimulated greater vendor 
competition. Suppliers can see 
parts similar to those they can 
make for other customers and be 
encouraged to offer suggestions. 

2. Helped in discussions of 
quality, engineering changes, etc. 
Buyers can remove parts from 
cabinet and use them for refer- 
ence in such discussions. wi 

3. Promote better solutions to 
transportation, packaging, arid 
handling problems. There’s noth- 
ing like a physical sample when 
such problems pop up. 
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Disposau OF MATERIALS 
no longer needed is a big job 
in any purchasing department. 
Contrary to what many think, 
materials disposal is an integral 
part of the purchasing operation 


and does not belong—nor can it 


be operated successfully—by the 
sales department. 
The explanation for this ap- 


parent anamoly is basic: sales is 
traditionally dedicated to the 
merchandising of the completed 
company product and to the de- 
velopment of the corresponding 
marketing channels. It rarely has 
any interest in or knowledge of 
the assorted business channels for 
disposal of other materials. 

On the other hand, the purchas- 
ing agent is aware of the business 
channels for returning the ma- 
terial to productive use, because 
he acted to secure the material 
originally. As a matter of fact, 
since purchasing has the assign- 
ment of making materials avail- 
able for production in the exact 
quantities needed, it thereby im- 
plicitly undertakes the task of 
reducing inventories to adjust- 
ment with production when the 
need arises. 


Economic Significance 


Lest it be 
terials disposal is 


that ma- 
‘small pickins’,” 
it should be remembered that in 
terms of dollar volume of busi- 
ness activity, the function of dis- 
posal and ranks 
the significant in- 
dustries in the economy. Efficient 
marketing of secondary raw ma- 


thought 


‘ 


reclamation 


among most 


terials is one reason for this coun- 
fry’s predominant position in the 
industrial world. 

A properly-administered scrap 
disposal program can be a big 
source of revenue and an im- 
portant means of increasing the 
profit margin (by reducing in- 
ventory expense). Besides cash 
revenue, a good disposal program 
also produces indirect benefits by 
“clearing the decks for action”— 
leaving the production area avail- 
able for productive work. 

At Marquardt Aircraft Com- 


pany, our scrap program is head- 
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There’s Gold in 
That Scrap Pile 


by Henry Van Noy, 


Marquardt Aircraft Co., Van Nuys, California 


ed by a full-time property dis- 
posal administrator. Our policy 
here is the same as our overall 
procurement policy — the main- 
tenance of full and free competi- 
tion, preferably by solicitation of 
three or more bids from qualified 
and appropriate dealers. 

The following outline describes 
our disposal operation in terms 
of major scrap items: 

Rubbish. Combustible t rash, 
empty paint cans, ashes, sweep- 
ings, contaminated metals and 
unsellable steel borings are col- 
lected daily from the various de- 
partments by plant maintenance 
and delivered to the salvage yard. 
An assigned rubbish collection 
service, selected by competitive 
bidding and engaged on a yearly 
contract, picks it up each work 
day morning. Of course, papers 
with a security classification are 
not relegated to these channels, 
but are burned on company prop- 
erty under guard supervision. 

Waste Petroleum Products. 
These items, like waste fuel, oil, 
solvents and other contaminated 
petroleum products, are also dis- 
posed of by a collection service. 
The service makes its pick-ups at 
the test facility once a week (or 
as otherwise necessary) and is 


under the supervision of the test 
laboratory office. 

General Scrap. According to 
Marquardt’s standard practice in- 
structions, generated scrap con- 
sists of aluminum, copper, stain- 
less steel, steel in solid form and 
mixed metals (in all alloys and 
forms). It covers materials from 
work in process in machines or 
factory operations and main- 
tenance. 

This scrap is delivered daily 
to the salvage yard by plant main- 
tenance, after picking it up from 
the company departments. The 
amounts are classified and weigh- 
ed by the salvage yard store- 
keeper, using prices furnished by 
the P.A., and recorded on a ma- 
terial sales slip. Then it is carted 
away (usually on a _ bi-weekly 
basis) by the designated scrap 
dealer under the supervision of 
the storekeeper. If it is imprac- 
tical for the company to weigh 
the material, a certified weight 
from a public scale must be de- 
livered by the dealer. 

Cobalt Alloys. Our Haynes 
Stellite alloys, which are cobalt 
derivatives, are also accumulated 
in the salvage yard for periodic 
return to the mill, usually in lots 
of one or two thousand pounds. 
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Competitive bidding on surplus materials 
is facilitated with well-designed forms. 


On receipt, Haynes analyzes the 
returned scrap and reimburses 
Marquardt, by check or credit, at 
the normal rate paid to customers 
on the date received. Since 
Haynes pays a premium price for 
the return of scrap purchased 
from it, there is no competing 
local market for this critical alloy. 

IBM Cards. Scrap IBM cards 
come from either machine ac- 
counting group or the numerical 
analysis group. Early in the cal- 
endar year, the machine account- 
ing supervisor clears his records 
for the second year preceeding 
and has them delivered to the 
salvage area by plant mainte- 
nance. The numerical analysis 
supervisor does his clearing of 
important cards quarterly or 
semi-annually, while those of no 
record value are routed directly 
to salvage. 

Sale of the cards from the sal- 
vage yard is made at convenient 
intervals normally when about a 
ton has been accumulated—utiliz- 
ing the material sales slip for the 
assigned dealer. Price is governed 
by demand, color and whether or 
not the cards are boxed. Boxed 
cards bring a premium of about 
$5.00 a ton over unboxed cards; 
however it is not economical to 
box all cards at the time of use 


98 


because of the nature of some 
analytical work. 


Government-Ownted Inventory. 


Termination and non-termination 
inventory owned by the govern- 
ment is sold only on behalf of 
the government and according to 
written instruction from its repre- 
sentatives. All communications 
and activity are directed by our 
property coordinator, in the form 
of “property bulletins.” 

Company-Owned Material. 
Company property is divided into 
three categories—fixed price sur- 
plus, capital property and over- 
head and inventory surplus—and 
is disposed of by the purchasing 
department to secure the best net 
return. Surplus derived from 
fixed price contracts is determined 
by the property coordinator and 
is moved by production control 
on the advice of the P.A. The sale 
of surplus capital property is 
initiated by engineering via an 
interoffice memo to purchasing 
after approval by finance. Over- 
head or inventory surplus is 
originated by stores and is also 
approved by finance before pur- 
chasing permits the removal -to 
the salvage yard. Any assorted 
materials not worthy of special 
handling are offered on a lot basis 
to salvage dealers. 


re ae ee 


Excluding government-owned 
property, appropriate items are 
sold to employees as a goodwill 
gesture. Bid methods are used . 
whenever practicable in order to 
obtain the best return from the 
material. Pricing of individual 
small sales is made by the pur- 
chasing agent at or above. the 
dealer’s market price, and a mini- 
mum retail price of $1 is observed. 

Discarded material of no com- 
mercial value, such as empty con- 
tainers, is given to employees on 
a first-come, first-served basis. 
Disposal of surplus material 
through employees must reflect 
equal treatment for everyone 
along with fairness to scrap deal- 
ers, and any extensive. action 
must be coordinated with indus- 
trial relations. 

Keeping records of material dis- 
posal is an extensive operation 
and must be handled intelligently 
and carefully. Our department 
files the records in folder forms 
summarized by the calendar 
quarter, with the material sales 
slip and supporting documents 
bound to the left cover in chrono- 
logical order and summary in- 
formation on the right cover. 


A copy of the material sales 
slip is also forwarded to finance, 
for collection of payment, and to 
the dealer. For certain sales to 
employee, especially for exten- 
sive lists of goods, equivalent 
records are made on a Rediform 
tablet. The carbon copy is for- 
warded to the cashier, through 
the employee, for a cash receipt 
which serves as the gate pass. 


Formal invitations to bid on the 
sale of surplus are recorded in 
the purchasing department sales 
quotation register, which shows 
the sale number, salesman, prop- 
erty bulletin number, description 
and dealers. Solicitations and bids 
may be oral when expedient, but 
in such cases they should be 
registered and filed as a summary 
sheet. 

Intelligent materials disposal is 
important to our national welfare 
in furnishing secondary raw ma- 
terials, and is important to the 
individual firm in contributing to 
profits. Indirectly, good materials 
disposal adds efficiency by making 
the work place more effective. 
Invariably, a clean company is a 
successful company. 
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. HARGES OF illegal price cut- 
ting against a west coast manu- 
facturer recently came for review 
before the Federal appellate court. 
Prices, it was contended by sev- 
eral competitors had been drastic- 
ally cut by this manufacturer 
in the Los Angeles area while 
maintained at previous levels in 
other parts of the country. The 
loss incurred by this local price 
reduction was offset with profits 
realized elsewhere. 

This action was based on an 
amendment of the Federal Robin- 
Patman Act, adopted by 
Congress during the dark years 
of the depression, which is in 
part, 

“It shall be unlawful for any 
person engaged in commerce * * 
to sell or contract to sell goods 
at unreasonably low prices for 
the purpose of destroying compe- 
tition or eliminating a compe- 
titor,” and a further provision 
allowing a competitor injured by 
violations of these anti-trust laws 
to recover from the transgressor 
“forefold the damages by him 
sustained.” 

From a decision by the lower 
court absolving this manufacturer 
from any liability to its competi- 
tors for the reduction in price 
the authors of these actions had 
appealed. In sustaining that deci- 
sion the United States Court of 
Appeals said, 


son’ 


Price Cutting Legal 

“The implications of the argu- 
ments of the authors of these ac- 
tions is that prices can never be 
lowered by a concern which does 
any interstate business, in one 
area if it fails to make a cor- 
responding cut in every locality 
where it does business. It may 
be said Congress did not put a 
floor under all existing prices so 
these could never be lowered by 
a firm doing interstate business. 

“Such a situation would not be 
in the public interest. The people 
are interested in obtaining goods 
at the lowest price possible, if 
competition is not vitally affected 
thereby. 

“It is well established that 
Congress did not seek by the 
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When Does 


Price Competition 


Become Illegal? 





By Albert Woodruff Gray 


The Robinson-Patman Act prohibits discrimina- 
tory price cutting. But it doesn’t prohibit—and 


is, in fact, designed to encourage legitimate price 
competition. The big question: when is a price 


cut legitimate competition? 


Robinson-Patman Act either to 
abolish competition or so radical- 
ly to curtail it that a seller would 
have no substantial right of self 
defense against a price raid by a 
competitor.” 

Of this clause in the federal 
anti-trust statutes proscribing 
price cutting of a certain char- 
acter, it was said in the decision 
of this case by the lower court, 

“We are fortunate in having a 
very recent decision of the Su- 
preme Court that if good faith 
exists in establishing a price re- 


-duction it matters not how much 


a competitor is hurt.” 


Meeting Competition 

In that decision to which refer- 
ence was made here the court 
in commenting on these price 
cutting regulations, said, “The 
heart of our national economic 
policy long has been faith in the 
value of competition. 

“For example, if a large cus- 
tomer requests his seller to meet 
a temptingly low price offered to 


him by one of his sellers’ com- 
petitors, the seller may well find 
it essential, as a matter of busi- 
ness survival, to meet that price 
rather than to lose the customer. 

“It might be that the customer 
is the sellers only available mar- 
ket for the major portion of 
the seller’s product and that the 
loss of this customer would re- 
sult in forcing a much higher 
unit cost and higher sales price 
upon the seller’s other customers. 

“There is nothing to show a 
congressional purpose, in such a 
situation, to compel a seller to 
choose only between ruinously 
cutting its prices to all its cus- 
tomers to match the price offered 
to one, or refusing to meet the 
competition and then ruinously 
raising its prices to its remain- 
ing customers to cover increased 
unit costs.” 

Contrast with these decisions 
two recent price cutting instances, 
one an action decided by the 
California courts and the other 
an action decided a few months 
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later by the Supreme Court of 
Massachusetts. In the California 
case a dealer had been charged 
with violating a statute of that 
state that provides, 

“It is unlawful for any person 
engaged in business within this 
state to sell any article or prod- 
uct at less than the cost thereof 
to such vendor or to give away 
any article or product for the 
purpose of injuring competitors 
are destroying competition.” 

In granting a judgment against 
the dealer charged with price 
cutting in Violation of this state 
statute, the court said in quoting 
from another decision, 


Predatory Sales 


“The statute embodies the con- 
cept that sales made at a loss to 
the seller, when made for the 
purpose of injuring or destroy- 
ing competition, are predatory 
and anti-social in character. The 
economic wisdom of such a con- 
cept may be debatable but being 
debatable the legislature is em- 
powered to choose between its 
acceptance or rejection. 

“It is our opinion that neither 
the due process clause nor any 
other constitutional — restraint, 
state or federal, prohibits the 
legislature from acting to curb 





REFERENCES 
15 US.C.A., Sec. 13-a 


Balian Ice Cream Co. v. Arden 
Farms Co., 231 Fed. 2d 356; 104 
F.S. 796, Cal., October 31, 1955 


Standard Oil Co. v. Federal Tride 
Commission, 340 U.S. 231, 
January 8, 1951 


Kofsky v. Smart & Final Iris Co., 
281 Pac. 2d 5, California, March 
15, 1955 


Fournier v. Troianello, 127 N. E. 
2d 167, Massachusetts, May 3, 
1955 

Hershel California Fruit Products 
Co. v. Hunt Foods, 111 F.S. 732, 
California, April 17, 1953 

Minneapolis-Honeywell Regula- 
tor Co. v. Federal Trade Com- 


mission, 191 Fed. 2d 786, July 
3, 1951 


Bruce’s Juices v. American Can 
Co., 330 U.S. 743, April 7, 1947 





100 


yy 
O' » 


fm» 


Sa 






Legitimate competition 
is quoting lower prices. 


| can meet anyone's prices. 





THE ROBINSON-PATMAN ACT DOESN'T PUT A FLOOR 
ON EXISTING PRICES. 


predatory merchandising prac- 
tices which tend to injure or des- 
troy fair and open competition.” 

Before the Massachusetts Su- 
preme Court a few months later 
there came for review the con- 
stitutionality of a statute of that 
state that, “Any retailer who with 
intent to injure competitors or 
destroy competition, advertises, 
offers to sell or sells at retail any 
item of merchandise at less than 
cost to the retailer, shall be 
punished by a fine or by impri- 
sonment or both.” 

In its rejection of the defense 
that the statute was unconstitu- 
tional as vague and unreasonable 
that court said, 

“We do not agree that the 
prohibition relating to advertising 
to sell below cost is too vague to 
be enforced. Nor do we feel able 
to hold that the legislature has 
imposed unreasonable restrictions 
upon private business.” 

Low Prices Beneficial 

Price cutting in itself is not 
unlawful. To be within the con- 
demnation of these laws it must 
be implemented to restricting 
competition and monopolizing the 
industry. In California a -new- 


comer in the packing industry . 


was charged by a competitor with 
a violation of this federal statute 
in selling its products at unrea- 
sonably low prices. Cutting prices, 
in this instance had been a 
method adopted by the seller for 
moving this particular product in 
an inactive market. 

“In general,” asserted the court 
in its dismissal of this charge, 
“parties are free to set their prices 
according to their best judgment 
under the conditions of the mar- 


ket as it was perceived at the 
time. For this court to super- 
impose its judgment on past 
events and to translate the same 
as operative in the future, would 
do violence to common sense. 
Cutting prices is not in itself un- 
lawful and will not supply the 
intent.” 

Not only must there be present 
this unlawful intent in the re- 
duction of prices but the injuries 
on which the competitor bases 
his action for damages must be 
real and not mere conjecture. In 
its pricing system a manufacturer 
of oil burner temperature con- 
trols was charged by the Federal 
Trade Commission with violating 
the statute by providing for quan- 
tity or bracket prices based on 
the number of these controls pur- 
chased during the preceding year. 

“This system,” the Commission 
asserted, “had the capacity and 
tendency to induce the purchase 
of controls by various manufac- 
turers and tended to and did 
divert trade to this company from 
its competitors and had had a 
substantial injurious effect on 
competition in the sale and distri- 
bution of controls.” 

The cease and desist order of 
the Federal Trade Commission 
was set aside by the court with 
the statement, 


Trivial Reductions 


“This company was entitled to 
meet the competition built up in 
its field and even if it did succeed 
in retaining or diverting some 
business which otherwise might 
have gone to some of its compe- 
titors, where those competitors 
were able to enter its field and 
build thriving businesses in spite 
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It costs you as much to _ 
light a lazy lamp...¢. coaaal 


ae 








— - — a 


as a Westinghouse with 
“Ultralume’ phosphors 


...the lamp with the 


LONG BRIGHT LIFE! (= 





SOME FLUORESCENT LAMPS 
get “lazy” fast. They eat up the same 
amount of electricity, but grow dim- 
mer fast. Only Westinghouse. fluor- 
escents stay bright as new .. . longer, 
‘because Westinghouse lamps have 
“‘Ultralume’’™ phosphors! 


“ULTRALUME” is an exclusive new 
Westinghouse phosphor that assures 
maximum brightness for the life of the 
lamp! “Ultralume” phosphors give 
you more light per foot of lamp, yet a 
Westinghouse costs no more to oper- 
ate than any ordinary lamp. 






31052408 ~ 


ALL Westinghouse fluorescents have 
“Ultralume” phosphors . . . there’s 
one for every business or home use. 
Specify Westinghouse on every lamp 
order. Call your local authorized 
Westinghouse agent or write— West- 
inghouse Lamp Division, Bloomfield, 
New Jersey. 


Westinghouse WKLUORESCENT LAMPS 


For More Information Write No. 208 on Inquiry Card—Page 32 
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of this company’s commanding 
position, we think it cannot be 
said that the effect of these prac- 
tices was substantially to injure 
competition. 

“And we consider the Act to 


require substantial not trivial or 


sporadic interference with com- 
petition, to establish a violation 
of its mandate.” 

An attempt made a few years 
ago to set up the violation of 
this federal statute as a defense 
to an action to recover on promis- 
sory notes possessed originality 
but not success. Annual purchases 
by the company making these 
notes aggregated $350,000. On 
purchases from $500,000 to $7,- 
000,000 year a discount was al- 
lowed by the manufacturer grad- 
uated from one per cent to five 
per cent on the aggregate pur- 
chase for the year. 

The contention of the maker of 
these notes was that he paid 5% 
more than the purchasers in 


the higher bracket. Judgment, was 
granted the holder of the notes 
in the state court and that deci- 
sion appealed to the Supreme 
Court of the United States. In 





sustaining the lower court it was 
said of this federal price statute, 


Prescribed Sanctions 


“The Act prescribes sanctions 
and it does not make uncollecti- 
bility one of them. Violation of 
the Act is made criminal and 
upon conviction a violator may be 
fined or imprisoned. Any person 
who is injured in his business or 
property by reason of anything 
forbidden therein may sue and 
recover threefold the damages 
sustained and the costs of suit in- 
cluding a reasonable attorney’s 
fee. This triple damage provision 
to redress private injury and the 
criminal proceedings to vindicate 
the public interest are the only 
sanctions provided by Congress.” 

In the decision by the Federal 
District Court dismissing the 
charge of price cutting by this 
west coast manufacturer in Los 
Angeles, which the United States 
Court of Appeals affirmed only a 
few months ago, is a summary of 
this law governing price cutting. 

“It is of the essence of compe- 
tition that it must of necessity 
injure others. Competition is in 





“Would you mind repeating that price?” 


its very essence a contest for 
trade. In such a contest differ- 
ences in the quality of goods offer- 
ed and their prices are accepted 
means of competition. Reputable 
firms constantly advertise, ‘We 
will not be knowingly under- 
sold.’ And no case exists in which 
the courts have held that a price 
reduction in itself, not having as 
its purpose the destruction of a 
competitor or the moncpolization 
of trade or commerce, but made 
to meet competition in the field 
or to retain trade or custom or 
to gain new custom, is illegal as 
such. 


Right to Compete 

“The right of a seller to lower 
his price in good faith to meet an 
equally low price of a competitor 
in the sale of goods of like grade 
and quality, is in reality the right 
to compete. For to deny a seller 
the right to meet his competitor's 
lower price to his customer is in 
effect to deny him the right to 
compete with that competitor. 

“In reducing his price to meet 
competition the seller has a choice 
of policy. (a) If it involves a 
particular customer he may in an 
effort to keep him, underbid the 
price. (b) If it involves several 
customers in an area he may re- 
duce the price to his customers 
within the area. (c) If he is con- 
fronted by various competitors 
each of whom in his own way 
offered what are euphemistically 
known in the trade as ‘induce- 
ments’—by which are meant gra- 
tuities, rebates in kind, and other 
deviations frém listed prices, to 
the same or different customers, 
—he is justified in taking what 
the Supreme Court considered an 


‘extreme measure, i.e., to reduce 


his prices in the whole locality. 
In this manner the price set-up 
full of discrimination, which his 
competitors seek to freeze, is 
turned into a general reduction 
and equality thus succeeds dis- 
crimination. 

“I know of no principle of law 
which condemns such act. To the 
contrary reason and good sense 
warrant the conclusion that such 
course is sound legally as well as 
economically. Otherwise under 
the guise of fighting monopolistic 
practices we‘would be sanction- 
ing them by perpetuating dis- 
crimination.” 


on Inquiry Card—Page 32> 
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MACHINING PERFECTION always starts with the right steel 


Pick exactly the right steel for any job 
from J&L's complete cold finished line 


/ 





“Machines window pivot pins 35% faster 
with J&L C-1117 leaded steel” 


Conversion to J&L ‘‘C-1117" leaded steel from regular 
“C-1117"' steel cut total machining time 35% for this pivot 
pin used in linkage for turning quarter windows. Cycle time 


was cut from 3.5 to 2.6 seconds for this part machined from 
¥" cold finished round. J&L leaded steels give you higher 
Jones a Laughlin cutting speeds, longer tool life, improved finish. Call your 


local distributor or write to Jones & Laughlin, 3 Gateway 
..agreat name in steel Center, Pittsburgh 30, Pennsylvania. 
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Switch to Coal Cuts 
Heating Costs $15,000 A Year 


Last SPRING the board of 
The King’s College in Briarcliff 
Manor, New York, decided ‘that 
heating costs were way out of line. 
The college was paying $3,000 a 
month for 1,500 to 2,000 gallons 
of oil a day. 

Besides the main building of the 
college, other buildings include one 
housing a swimming pool and 
recreation hall, and two other 
large structures. 

The problem: To save money 
yet provide heat for all needs in- 
cluding the large kitchen and 
steam tables and automatic dish 
washing equipment. Any new 
heating system would have to pro- 
vide also for an expected rise of 
50 per cent in enrollment. 

James Spear Stove and Heater 
Company of Philadelphia was 
called in to analyze the existing 
facilities and suggest improve- 
ments. They discovered that the 
high pressure steam unit, .nstalled 
about fifty years ago, wis operat- 
ing at around 54 per crnt of effi- 
ciency. To bring this as close as 
possible to the 80 per cent opti- 
mum efficiency he recommended 
installation of Losch automatic 
water jacketed—or water cooled 
—boiler conversion grates and 
Smith tubular boilers. The fuel 
would be Blue Coal Corporation’s 
low priced rice coal, a_ hard, 
smokeless, clean anthracite. 

Complete installation costs were 
$75,000. This provided not only a 
double unit for the main power 
house but a smaller unit for two 
other buildings with a total of 
67 rooms. 

> 


Automatic boiler conversion grates 
and twin tubular boilers push steam 
up 168-foot incline at 45-degree 
angle. 
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Savings were estimated at a 
minimum of $15,000 annually, 
counting fuel and labor costs. The 
high pressure steam unit required 
the constant services of three 
men. The new unit needs only a 
casual inspection once daily by 
one man, a student whose day is 
spent mostly in classes. 

The main power plant, 168 feet 
below the main building, operates 
at a 10 pound pressure. Pipes are 
at a 45 degree angle and vacuum 
pumps return the water to the 
boiler. Additional piping and 
steam traps provide 3,000 gallons 
of hot water an hour with a 100 
degree rise for kitchen use and 
domestic water service. 

The installation of the twin 
boilers and the -four automatic 
grates (three operate continually 
with a fourth as a standby) was 
accomplished by nine of the stu- 





dents Iast summer who helped 
pay their tuition in this way. One 
of them, a professional welder, 
took care of the steam pipes. 
Controlled by pressure trolls as 
a safety measure, the unit pro- 
vides steam automatically when 
the pressure drops to six pounds 
and goes off at ten. Fuel and labor 
savings will repay the cost of the 
large unit and the 420 Losch unit 
for the smaller buildings. in five 
years. Meanwhile, the college will 
be able to realize additional econ- 
omies by buying most of their fuel 
at lower summer rates. Moreover, 
the ashes are being used for fill 
for various road improvements 
and to spread on steps and drive- 
ways when ice forms. Later when 
the college no longer needs the 
ashes for its own use they can be 
sold to manufacturers of cinder 


blocks. 
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PURCHASING 





New Universal Lighting System— 


for flexible, 
low-cost 


' lighting _ 


Here’s efficiency and economy, too. 
BullDog’s new 20-amp Universal Light- 
ing System both feeds and supports 
lighting fixtures . . . requires no supple- 
mentary fusing. Fixtures can be posi- 
tioned at any spot throughout the 
entire system ... are quickly and 
easily moved to meet changes in lighting 
requirements. No rewiring or electrical 
downtime, either. 

Listed by Underwriters’ Laboratories, 
this new Universal Lighting System 
assures maximum flexibility at mini- 
mum cost. Check its many advantages. 
Consult your electrical contractor or 
BullDog field engineer. Or write 
BullDog Electric Products Co., 
Detroit 32, Michigan. REPCO 


CROSS SECTION of new, low-cost 20- A 
amp Universal Lighting System. Mov- (=) ®) (=) (e) G (F ni 
able weight supports and twistout | wah 
plugs speed rearrangement, addition —_— 


i i i " BullDog Electric Products Co., Detroit 32, Mich. A Division of I-T-E Circuit Breaker Co 
or removal of fixtures, eliminate re BullDog Export Division: 13 East 40th St., New York 16, N.Y 
wiring and electrical downtime. In 


( da: BullDog Electric Products Co. (Canada) Ltd., 80 Clayson Rd., Toronto 15, Ont 


For More Information Write No. 210 on Inquiry Card—Page 32 





Hammerlok. 


COUPLING LINK 


Make your own 
HERC-ALLOY 


Chain Assemblies 


with all components furnished from 
your distributor's stock. 


NO PEENING NO WELDING 


RE-USEABLE 


@ Hammerlok is made of alloy 
steel...is stronger than Herc- 
Alloy chain...is thoroughly 
field tested. 


@ Write for literature or ask 
your industrial distributor 
about Hammerlok. 


@ MADE BY the makers of Herc-Alloy... 
the original alloy steel chain. 


HOISTS AND CHAIN 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK 
CHICAGO » CLEVELAND 
In Canada: McKinnon Columbus Chain Limited, 
St. Catharines, Ontario 
For More Information Write No. 211 
on Inquiry Card—Page 32 
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Insulated Metal Screws 
Made to Order 


MEE . ScRU 


The Pylon Co., Inc., Attleboro, 
Mass., announces an_ insulated 
metal screw that will be produced 
to each user’s requirements. Its 
shank is insulated with an inte- 
gral cladding of Mylar polyester 
film which provides electrical in- 
sulation between the fastener and 
the parts assembled with it. The 
screw may be any metal such as 
brass, aluminum or steel, depend- 
ing on requirements. The screw 
was developed to replace bulky, 
costly, inconvenient screw and in- 
sulating tube assemblies in such 
applications as relay or contact 


blade stacks. 
Write No. 31 on Inquiry Card—Page 32 


Substation Transformers 


A line .of transformers that 
combine compactness and light- 
weight with maximum utilization 
of tank space is announced by 
Westinghouse Electric Corp., P.O. 


Box 2099, Pittsburgh 30, Pa. Spe- 
cial features of the transformers 
include a new “Lowgrocap” wind- 
ing design that distributes volt- 
ages more evenly, affording resist- 
ance to voltage breakdown, and 
a new “D” core design. Weight 
reduction is up to 25%. The round 
tank with flat fin coolers on one 
side away from the low voltage 
terminals reduces installation 
area by as much as 35°¢. Bushing 
mounting is simplified, eliminat- 
ing considerable external struc- 
tural material. 


Write No. 32 on Inquiry Card—Page 32 


Man on Ladder Given 
Two Extra Hands 


Originally designed by Lantz 
Mfg. Co., Inc., Valparaiso, Ind., 
to make a one-man job out of 


two-man fluorescent lighting fix- 


ture installation, a hoist for over- 
head lights has found a wide 
range of other applications. It 
gives the man on the ladder an 
extra pair of hands for almost 
any job. For example,. it lifts, 
hoists and holds 4’ x 14’ sheets 
of plaster board evenly in place 
for overhead nailing in dry wall 
construction. It makes overhead 
plumbing and heating installa- 
tions a one-man job. The hoist 
lifts 100 lb loads to a height of 
13 feet. 

Write No. 33 on Inquiry Card—Page 32 
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“CHOOSES TRENTWELD TUBING BECAUSE 


Going up a 20% grade, or rounding a 
a bend at the equivalent of a “grown- 
up” train’s 180 mph., this Lionel 
steam locomotive securely hugs the 
track. The secret is a small magnet 
fitted neatly into the axle, which is 
made of Trentweld® tubing. Why 
Trentweld? Because its dimensions 
are always uniform from lot to lot. 
Costly center grinding is never neces- 
sary to make magnet and wheels fit 
properly. 

Trent keeps its tubing uniform by 
checking all strip going into the welder 
for both width and tolerance. Fur- 


IT’S UNIFORM 


FROM LOT TO LOT 


thermore, samples of each lot are ten- 
sile tested. Flattening, reverse bend, 
flare and flange, coil and pressure tests 
are conducted on all lots intended for 
corrosive applications. And a unique 
“‘single-wall” X-ray inspection is made 
as your final assurance of a sound, 
uniform product. 

Trent tubing is made by an exclu- 
sive welding process — Contour Trent- 
weld — which virtually eliniinates the 
bead. By cold working and annealing 
after welding, Trent makes the weld 
itself as strong and corrosion-resistant 
as the parent metal. 


Take advantage of Trent quality 
when you order tubing. And for fur- 
ther information, write for the Trent 
tubing handbook, Trent Tube Com- 
pany, East Troy, Wisconsin. 


NTOUR]| TRENT 
NTWELD)) TUBE 


A Subsidiary of Crucible Steel Company of America 


GENERAL OFFICES: EAST TROY, WISCONSIN 
MILLS: EAST TROY, WIS.; FULLERTON, CALIF. 





The new atomic power plant at Ship- 

pingport, Pa., has more than 58 miles of 

condenser tubes. They're made of an 

alloy containing from 0.9% to 1.2% tin. 
+ * * 


Tests show that a new tin-cadmium 
alloy plating has greater corrosion re- 
sistance to salt spray, jet fuels, high 
temperature synthetic oils, and organic 
acid vapor than cadmium plating alone. 
It can be soldered the same way—and 
just as easily—as standard cadmium 


plated coatings. 


Malaya has been the world’s larg- 
est producer of tin for many 
years—over two-thirds of the tin 
consumed in this country is pro- 
duced there. Yet, according to an 
official assessment, there is still 
as much tin left in the ground 


as has thus far been taken out. 


A British firm recently developed a new 
solder paint for hot tinning or soldering 
stainless steel. The solder is simply 
painted on the steel and then heated to 
normal soldering temperature. Tin con- 
tent ranges from 40% to 100% in the 


three grades manufactured. 


Ask us to send you TIN 
NEWS, a monthly letter. 
It will keep you posted 
on tin supply, prices, new 
uses and applications. 


The Malayan Tin Bureau 
Dept. 45A, 1028 Connecticut Ave., Washington 6, D.C. 
For More Information Write No. 213 
on Inquiry Card—Page 32 
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Self-Aligning Tool 


Measures Bores, Holes 


An internal tri-point microm- 
eter manufactured by Brown & 
Sharpe Mfg. Co., Providence, R.I., 
provides advantages in adapta- 
bility and convenience not found 
in similar tools. This tool replaces 
hundreds of plug gages because it 
is adjustable over a wide size 
range. Three measuring points 
make line contact with the sur- 
face so that the instrument lines 
itself axially and radially, elimi- 
nating risk of missing the full di- 
ameter measurement. As an add- 
ed convenience, measurements 
can be read directly without ref- 
erence to a master. Five sets have 
overall ranges of from .275” to 
8.000”. 

Write No. 34 on Inquiry Card—Page 32 


Spherical Bearings 


@<: 
> ) 


The Sealmaster Bearing Di- 


vision of Stephens-Adamson Mfg. 
Co., Ridgeway Ave., Aurora, IIl., 


is offering a corrosion-resistant 


series of spherical bearings in 
eleven stock sizes. The units are 
made with a heat treated stain- 
less steel outer race and a heat 
treated stainless steel, hardened 
and hard chrome . plated ball. 
Static load capacities range: from 
4.800 to 93,500 Ib. 

Write No. 35 on Inquiry Card—Page 32 


Joining Material Bonds 
Non-Ferrous Metals 


A new material, developed by 
Intertectics, Inc., Northfield & 
Forbes Rds., Bedford, Ohio, is 
said to be likely to create revolu- 
tionary changes in methods of 
joining non-ferrous metals. It 
makes possible, for first time, the 
chemical joining of copper and 
aluminum, until now only possi- 
ble by mechanical means. The 
new material forms a permanent 
chemical bond through ion ex- 
change between such materials as 
magnesium, titanium, etc. The re- 
sulting joint is usually stronger 
than either of the metals involved. 
Write No. 36 on Inquiry Card—Page 32 


Gasoline, Oil Delivery 
Hose 


vorren = + 


REVELATION 


TANK WAGON 


A rugged, flexible, easy-to- 
handle hose for conveying gaso- 
line, oil or other petroleum prod- 

(Please turn to page 111) 


PURCHASING 





pice” 


What good is, business publication 


advertising 


No one is in a better position to give a hard-boiled, 
practical answer to this question than the men who 
spend their working lives on the sales front... the 
men the ads are supposed to help... the men who 
sell. 

Here is the statement of a salesman who knows 
what advertising does for him when it appears in 
the industrial, trade or professional publications 
that serve the specialized market to which he sells: 


liam F. Mattes, Jr. 
Lamp Division 
General Electric 


Sells retailers 


rs Mr. Mattes: 


“My selling is mostly with the headquarters offices of 
chains — variety stores and food stores. Matter of fact, 
some of these chains, particularly in the variety store 
field, do not permit salesmen to call on store managers. 
They prefer to interview sales people at headquarters, 
and then send out mimeographed letters to their dis- 


tricts and store managers. 


“This makes our trade ads doubly important — they have 
to take the place of salesmen with the individual store 
manager or department manager; and they add color 
and pictures and enthusiasm to the letters that are passed 


down from headquarters. 


“In the old days, the idea of trade paper advertising 
would simply be to say: ‘Stock General Electric lamps, 
they have the best customer preference.’ Today the tend- 
enc y is to be more specific, to show pictures of the prod- 
uct, illustrations of displays, and pertinent merchandising 
information. For instance, it is a good merchandising 
service to be able to tell chain retailers the proportionate 
popularity of different size bulbs, different colors and 
types, so that the best merchandising effort is made on 
the fast selling items. Any facts like these in our trade 
advertising help the chain store managers and so, of 
course, make our sales effort that much easier and more 


productive. 


JANUARY 20, 1958 


“Trade advertising very definitely helped us introduce 
and sell packaged light bulbs. Half our unit sales come in 
bulbs in the 25 to 100 watt range. Knowing this, we put 
these popular sizes in a handy 4-bulb package. Merchan- 
dising bulbs in packages was quite a revolutionary idea 
when we first introduced them ten years ago, and trade 
advertising was used to help sell the idea to store man- 
agers. Of course, some variety stores still sell loose bulbs, 
but more and more the trend is toward package sales.” 
Why not ask your own salesmen what your com- 
pany’s business publication advertising does for 
them. If their answers are generally favorable 
you can be sure that your business publication ad- 
vertising is really helping them sell. If too many 
answers are negative it could well pay you to review 
your advertising objectives—and to make sure the 
publications that carry your advertising are read by 
the men who must be sold. 


Purchasing Magazine 


-..@ach of which serves a specialized market 
in a specific industry, trade or profession. 


One of the 207 members of 


National Business Publications, Inc. 





For More Information Write No. 


214 
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Compact, one-piece unit has complete, easily Providing wide application flexibility, motor change 


removable motor, machined-in alignmenf. may be accomplished without disturbing gear. 





evolution. .; 


NEW separate reducer 


Unit con provide a variety of output 
speeds with change of belt or chain rates. 


General Electric’s 


gear-motor 
line 


Now, you can meet all your low-speed drive requirements from a brand 
new line of General Electric packaged power transmissions. This 3-unit 
line is based on a new, completely simplified, helical design that has 
evolved from General Electric’s 25 years of gear-motor engineering 
and application experience. And it’s a line that can provide you with 
important, 3-way savings on all low-speed applications. 


1. Greater reliability: This new line incorporates the most advanced 
gear manufacturing methods and all units are factory tested before 
shipment. In addition, you benefit because you purchase both motors 
and gears from a single manufacturer. 


2. Easier Maintenance: A cinch to assemble and disassemble, alignment 
is machined right into each unit. Gear components may be carried in 
stock as sub-assemblies, minimizing downtime for normal repair. 


3. Reduced inventory: You can reduce your inventory with no sacrifice 
to your operating continuity. Parts standardization and interchange- 
ability permit a basically lower inventory investment. 

i ; 7 


This new line was developed to keep pace with the new requirements 
and wider applications of gear-motors brought about by advanced 
manufacturing techniques. Get complete information from your nearest 
Apparatus Sales Office or Distributor—or write for bulletin GEA-6704, 
containing line highlights, to General Electric Co., section 851-6, 
Schenectady, N. Y. Gear-Motor and Transmission Components Dept 


Progress ls Our Most Important Product 
GENERAL @@ ELECTRIC 






















And You, the reader, g More value from 
‘4nd how the Magazine because both th 4d Vertisers 
48 azine, and edit, S, kn Wing hat your Special o¢ 
CUpation is and What Your inte S are, ar 
Is hig etter able to Prepare ac Vertising and edj-. 
types torial] Materia] that Will be Most j 
n, by title) 4nd usefy] to you. , 
—~ 4nd how 






n formative 







































Whar YOu can do 
ation Publishers and Advertisers frequently 
to have Write to Magazine readers to learn 
rested What k nd of articles 1d advertise. 
Ve joined Ments appeal Most Cooperate With 
te: them Will you? _ dV “nS Wering their 
Westions ‘+. In the interest of better 
Au rommunicationg between, Makers and 
Ss A is to assure Advertisers markets, ; 
Vv frequent), Checkj 1Z and rechecking BUSINESS PUBLICATIONS 
-+. that each Member Publisher is indeed dis- 
‘ributing his Magazine, in 1€ numb, rs AUDIT OF IRCULAr, 
f Promised, to the YDes of Men he Promiseq 420 Lexington _ 
Would Teceive it, 
| The BPA Symbol in this Magazine Means 
i that yoy be long . - . that because f your oc- 
f CUupational] interests y 
| yes of the 


1, in the 
rs, t 


The ady 
getting 

The p 
Prospective 4d Vertiserg b 
is “audited.” 


You are qualifie; 
advertise o receive it. 


3 tel] Whether he’s 
y's Worth, 


Sales Story to 
Cause hig 


agazine 





ON- PROFir. TRIPARTITE MEMBERS Hip CORPORar, 







ON OF ADVERTISERS, ADVERTISING AGENCIES AND BUSINESS PUBLICATIONS 


PURCHASING 





Products 





(Continued from page 108) 


ucts is constructed with an oil- 
resistant tube and covered with 
impregnated plies of horizontally 
braided cable cord yarns. A con- 
ducting wire, included in the 
braid, handles static electricity. 
Further hose protection for long 
wear is provided by an abrasion 
and oil resistant cover. It can be 
procured in lengths up to 50 ft. 
in four ID diameters ranging from 
2” to 4” from Hamilton Rubber 
Mfg. Co., 115 Meade St., Trenton 
3, N.J. 
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Tool for Interference-Fit 
Fastening 


The Huck Mfg. Co., 2480 Belle- 
vue Ave., Detroit 7, Mich., has 
designed a pneumatic driving 
tool specifically for use in maxi- 
mum interference fit hole filling 
bolt fastener applications. The 
equipment is used with aircraft 
or commercial type bolt fasteners 
up to 34” diam. The tool is pro- 
vided with a self-releasing nose 
assembly. With this arrangement, 
it is adaptable to double driving 
operation at two different work- 
ing pressures. Double driving in- 
volves use of low pressure to 
pull fastener into.the hole and 
draw the faring surfaces to- 
gether. After the bolt collar is 
slipped over the pin, final driving 
operation is performed at high 
_ pressure setting. 


Write No. 38 on Inquiry Card—Page 32 


January 20, 1958 


FIR PLYWOOD 
PURCHASING GUIDE 


Insist on DFPA 
Grade-Trademarks 


DFPA grade-trademarks attest qual- 
ity, performance and value. They ap- 
pear only on plywood manufactured, 
inspected and laboratory-tested under 
the DF PA quality control program to 
assure conformance to U.S. Commer- 
cial Standard quality requirements. 


2. Choose the right grade for each job 


DFPA quality-tested fir plywood 
comes intwotypes: 1. Exterior 
(waterproof glue for permanent out- 
door exposure) ; 2. Interior (moisture- 
resistant glue) for use indoors, tem- 
porary outdoor uses and sheathing. 


TYPICAL USE 


EXTERIOR-TYPE 
(Waterproof glue) 


Within each type are appearance 
grades to meet the exact needs of any 
given job. Most popular grades are 
shown below: (other grades including 
panels made of other western soft- 
woods, also available) 


INTERIOR-TYPE 
(Maice lee. 


‘e-r ? glue) 








Where oppearance of both 





sides important. Cabinet 
doors, single thickness 


o EXT-DFPA-A-A | 





o/NTERIOR - A- A: DFPA) 





walls, etc 








Where only one side will 
be seen. Siding, paneling, 
signs, fixtures. 


PlyShield® 
(A-C) “a 


aa PlyPanel® 
' (A-D) 





Special concrete form 
grades. Both faces sound, 
solid, smooth. 


Ext. PlyForm® 
(B-B) ss N (B-B) 


Maximum Re-use 


Z Int. PlyForm® 


=~ 


Multiple Re-use 





Unsanded structural and 
maintenance panel. 
Sheathing, crating, temp- 
orary screening. 








Exterior Glue 
PlyScord® 
(C-D) 


PlyScord® 


—* 
~ (C-D) 


vrScone 


= 











SIZES: Standard fir plywood thicknesses are from 4,” through 4”; standard size is 
4’ wide, 8’ long. Other thicknesses and sizes are also available, including “king-size” 


scarfed panels up to 30’ and 50’ long. 


TEXTURED FIR PLYWOOD — Fir plywood 
comes in several smart Mot indy panels 
for special decorative applications such 
as siding, paneling, displays and fixtures. 
These include Texture One-Eleven Ex- 
terior plywood eee parallel grove 
pattern, shiplapped edges) and panels 
with attractive brushed, striated, or em- 
bossed surfaces. 


OVERLAID FIR PLYWOOD —is Exterior 
fir plywood with resin-fiber overlay per- 
manently fused to one or both sides of 
panel. High density is hard, glossy, abra- 
sion-resistant (use for long-lasting signs, 
shelving, concrete forms); Medium den- 
sity overlaid plywood is smooth, with 
texture similar to drawing paper (ideal 
paint base for signs, fixtures, siding). 











FREE WALL HANGERS — Handsome 18”x33” wall hanger. 
Handy fir plywood grade-use-specification guide. Order 
one for everyone in your firm who specifies fir plywood. 
Also available, specification portfolio. Includes detailed 
description all grades, sizes, specialty panels, Commer- 
cial Standards requirements. Offer good USA only. 
Douglas Fir Plywood Assoc., Tacoma >, W 


ash., Dept. 185. 
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HOW RIVERSIDE-ALLOY HELPS YOU 
PICK THE RIGHT STAINLESS 


VAST VARIETY — Knowing your 
problem, Riverside-Alloy cansupply 
a stainless steel particularly suited 
to your needs...in wire, rod, or 
strip form. Or, lacking a stock steel, 
Riverside-Alloy will work with your 
engineers to develop new varieties. 


SPECIAL STEELS— Riverside-Alloy 
can supply special stainless steels, 
too—fully soft or spring temper .. . 
magnetic or non-magnetic... for 
springs or staples, woven baskets 
or egg beaters, in just the size and 
finish you need. 


FREE CONSULTATION — Let a 
Riverside-Alloy representative dis- 
cuss your problems with you. Since 


1919, these steel specialists have 
been available for consultation and 
advice, without obligation. For the 
name of your nearest Riverside- 
Alloy representative, write, wire or 
call collect. Alloy Metal Wire Works, 
Riverside-Alloy Metal Division, H. K. 
Porter Company, Riverside, N.J. 


FOR FREE CATALOG, 
‘Design Handbook 
of Stainiess Steel’, 
write on your 
letterhead to the 
address above. 





Hi. K. PORTER COMPANY, INC. 


RIVERSIDE-ALLOY METAL DIVISION 
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Cut-Off Wheel Gives 
Longer Life 


Exceptional wheel life is 
claimed by the Bay State Abra- 
sive Co., Westboro, Mass., for 
their BZ2AA reinforced cut-off 
wheel, used in off-hand floor stand 
and swing frame _ applications. 
Tests show that the new wheel 
longer life than 
previous models used for similar 
applications in ferrous and non- 
ferrous foundries. The wheel’s 
increased efficiency is said to be 
derived from an improved resin 
bond. It has wearing qualities 
more closely matched to the wear- 
ing and fracturing behavior of the 
abrasive grain. Diameters are 
available from 12” to 20”. 
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avereges 33% 


Colored Aisle Markers 
Replace Painted Lines 


A reinforced polyester cap 
molded to a creosoted wood block 
has been designed to replace con- 
ventional painted aisle lines on 


(Please turn to page 114) 
For More Information Write No. 217 
on Inquiry Card—Page 32> 
PURCHASING 





~ 
* 
aan 
va 
+ 
on 
he 

















ry, 
‘ 



































Manufacturers of Phillips Cross-Recessed Head inspection gauges and gauging methods established by 
Screws who are entitled to the above seal do a good deal the Phillips Cross-Recessed Head Standards Committee 
more than compete in selling these famous fasteners. sponsored by Screw Research Association. 

They share quality control methods that bring worth- 


You can rely upon these sources for product reliability 
while advantages to your assembly operations. 


which assures correct mating fit between recess and 

Consistent good quality fasteners for your product driving point. This eliminates driver slippage and pro- 
from these reliable sources are assured by common ad- longs driver and bit life, improves product appearance 
herence to precision accuracy of dimensional standards, and reduces your costs. 


SMOINE Ce 
ge 


=~ Members of Screw Research Association... 


(. ame, 


= ——~_ You can rely on these sources . . . for product reliability 


American Screw Company « Atlantic Screw Works, Inc. » The Blake & Johnson Co. « Central Screw Company « Continental Screw Co. + Elco Tool and Screw 

Corporation + Great Lakes Screw Corp. » The H. M. Harper Company + The Lamson & Sessions Company + National Lock Company « The National Screw & 

Manufacturing Company + Parker-Kalon Division, General American Transportation Corporation « Pheoll Manufacturing Co. + The Progressive Manufacturing 

Company Division, The Torrington Company + Scovill Manufacturing Company +» Shakeproof Division Illinois Tool Works « The Southington Hdwe. Mfg. Company 
Sterling Bolt Company = » Universal Screw Company «© Wales-Beech Corporation 





New QUAKER hose = = 
hot air ducting 


cuts heat loss 
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OUTSIDE JACKET 
SURFACE TEMPERATURE 
(DOUBLE JACKET) 
170°F 

OUTSIDE JACKET 
SURFACE TEMPERATURE 
(SINGLE JACKET) 235°F 


INSIDE AIR 
TEMPERATURE 
450°F 


Synthetic fabric jacket and silicone 
tube retain temperatures from 
upstream to downstream end 


Made in continuous lengths up to 50’, 
this new Quaker hose easily withstands 
temperatures as high as +450°F; as low 
as -80°F 

As the above diagram shows, the hose 
keeps heat loss—and therefore energy loss 
—to a minimum. (Comparable outside 
temperature of ordinary hot air ducting 
material, such as stainless steel, would be 
about 400° F.). Both the silicone tube and 
the synthetic fabric jacket of Quaker’s new 
hose hold the heat! 

Other advantages? The hose is light- 


weight and fully flexible. And ir resists 
abrasion. 

Available in either single or double 
jacket, the hose comes in 1”’ to 4”’ .D.’s. 
Sizes 1’ and 1%’ I.D. can be made in 30’ 
continuous lengths; 1%’’ to 4’ I.D. in 50’ 
lengths. The hose takes regular expansion 
and shank hose couplings 


Want more information? Then get 
in touch with Quaker Rubber Division, 
H. K. Porter Company, Inc. Philadelphia 
24, Pa. or Pittsburg, Calif. 


H.K.PORTER COMPANY. INC. 
QUAKER RUBBER DIVISION 
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plant and warehouse floors. Cap- 
able of being molded on all types 
of floor blocks—cement, ceramic 
as well as wood—the colored 
block is permanent and self-clean- 
ing. The aisle marker is not af- 
fected by fork trucks, skids or 
other materials handling devices. 
It can be supplied by Denton 
Products, 6540 Denton Rd., Belle- 
ville, Mich., in all standard colors 
in 3” x 6” or 4” by 6” to specified 
heights. 
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High Speed Lathes 


The R. K. LeBlond Machine 
Tool Co., Cincinnati 8, Ohio, an- 
nounces the availability of two 
new lathes, one a 21” unit and the 
other 24”, to provide capacity, 
speeds and horsepower found 
only in higher type machines. 
Both models can be obtained with 
standard 7% hp and optional 10 
hp for high speed ranges. Other 
features include electric clutch 
and brake, feed reverse at the 
apron, heat-treated gears in the 
head and quick-change box and 
apron. Both feed rod and pre- 
loaded precision leadscrew are 
provided for a continued accuracy 
in thread chasing. 
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Fork Lift Truck for 
Stevedoring Operations 


The Automatic Transportation 
Co., 149 W. 87th St., Chicago, IIl., 
has produced a special fork lift 
truck for stevedoring operations. 
It is the Dynamotive, Model 
GLFS, gas-powered electric-driv- 
en industrial truck with lifting 

(Please turn to page 116) 
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Distributors of Bethlehem shapes maintain large stocks, and many have some fabricating facilities. 


Emergency Call...and the distributor was ready! 


Like most contractors, William F. Lotz, Inc., Philadelphia, Pa., gets many emergency 
requests. But a recent call from a nearby factory had even more drama than usual. 
The factory floors, supported on wooden beams, were sagging under the weight 


of tremendously heavy machines. A dangerous condition—and to make matters worse, 


the floor sag was throwing the machines out of alignment, causing production problems 


Lotz was asked to come in over a weekend and shore up the floors at the touchiest 
points. To do it, he needed structural steel—in a hurry! After a quick inspection of 
the situation, he called a distributor who stocked the necessary shapes. 

The distributor worked around the clock for forty-eight hours preparing the steel; it 
was delivered to Lotz on time. The job in the factory was finished on time 

We needed that distributor's help,” says William F. Lotz, “and we got it. He 
didn’t ask questions. He just went to work!” 


HERE'S WHAT THE DISTRIBUTOR OFFERS YOU. Bethlehem shapes, plates, bars, sheets, tool steel, and 
other steel products are available through distributors from coast to coast. Your order can usually be 
started on the way in a matter of hours. But steel isn't the only thing the distributor offers. He is equipped 
to do things—to perform services like shearing, flame-cutting, slitting, sawing. Get 
to know the local distributor of Bethlehem products. He can be mighty helpful. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Bethlehem Pacific Coast Steel Corporation, San Francisco 





William F. Lotz, president of William F. Lotz, Inc. 


Call he disiuibulor —your Shopping Center for Sieel 





Whatever Point-of-Sale 
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KLEEN*STIn 


Moistureless, Self-Sticking Adhesive 


helps you make them 


BETTER... FASTER... 
MORE ECONOMICALLY! 


Satisfying sales and cost require- 
ments is easily done when you 

say: “Print it on KLEEN-STIK”! 
This modern, super-efficient 
adhesive gives you displays that 

get up and stay up... labels 

that stick tight on practically any- 
thing ... nameplates that go 

on without riveting, welding, etc., 
—at half the cost of metal or plastic. 


KLEEN-STIK’s easy peel-and-press 
application needs no water, tacks, 
glue, or tape. Available ina 

wide range of stocks including 
rubber-saturated outdoor, 
fluorescents, metallic foils, etc. 


Alok Mour ‘Printer 


to show you the Kleen-Stik 
“Idea Kit’ — or write today for 
full information and samples. 


WE DO NO PRINTING— 
we merely furnish Kleen-Stik 
pre-processed stock to your 

regular printer or lithographer. 


KLEENSTIK 


PRODUCTS, Inc. 


Pioneers in Pressure-Sensitives 
for Advertising and Labeling 


7300 W. Wilson Ave. ® Chicago 31,’ Ill 
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capacities up to 8,000 pounds. The 
truck has a top speed of nine 
miles per hour and a lift speed of 
65 feet per minute to meet the 
high speed requirements of the 
stevedoring industry. It also has 
ample power to accelerate on a 
25 per cent ramp under full load. 
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Double-End Boring Bar 
Won't Chatter 


Just introduced on the market 
by Kennametal Inc., Latrobe, 
Pa., is a double-end boring bar, 
encased with hard tungsten car- 
bide to reduce both chatter and 
the cost of precision boring. The 
bar is being made in a range of 
sizes for machine shop use. Ken- 
dex type clamping mechanisms 
are recessed in each end of the 
bar to hold the chipbreaker, in- 
sert and seat. Two different types 
of indexable inserts, triangular 
and square are used on the ends 
of the boring bar. 
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Excess Vibration Actuates 
Inertia Switch 
the 


switch, is 


device, in 
inertia 


An automatic 
form of an 
actuated by thrusts, impacts or 
excessive vibrations. Originally 
designed by Micro Switch, Free- 
port, Ill., for aircraft and missile 
uses, such as in fire extinguisher 
operation, the switch provides 
full-time, low-cost protection for 

(Please turn to page 118) 


Seat More People in Less Space! 


1 agg Sr 


bs 


Lifetime’ Cast Construction 


SECTIONAL TABLES 


For Industrial Dining Rooms, 


Schools, Hospitals, Institutions 
Seats swing out of the way, save space ...save main 
tenance eliminate confusion of loose chairs. Rugged 
cast construction for lifetime service. New colorful tops in 

Formica, Stainless Steel, Cafolite, or Edge Grain Maple 

cast iron bases in choice of colors. Seat 4 to 24 people 


¢ TABLES 
* STOOLS 
* SWING SEATS 


Write 
DESIGNS, © for © 
y a: S sf 


Catalog Showing 
Installations 








Distributors in Principal Cities 


THE CHICAGO HARDWARE FOUNDRY CO. 
7018 Commonwealth Ave., North Chicago, Ill. 
For More Information Write No. 221 
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~_ By Runs 
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| Save Bi 
Big run jobs have you on the run? Take a tip 


g Sums 
from leading firms and consult Carey. Round- 
the-clock operation, roll fed presses, inventory 
roll stock and sheeting equipment meet and 
service any quality demand at substantial sav- 
ings. Why wait for deliveries when you can call 
Carey Press... ask for 
Art Friedman, Sales Manager «© CH 4-1000 
62 YEARS OF ACHIEVEMENT 
INSTRUCTION BOOKLETS 
INDUSTRIAL CATALOGS 
COMPANY PUBLICATIONS 
PACKAGE INSERTS 
PRODUCT CIRCULARS 
REFERENCE MANUALS 
DATA BOOKS AND DIARIES 
PHOTOGRAPHIC BOOKS 
CAREY PRESS CORP. - 406 W. 31st ST.- N.Y. 1 
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Another leading manufacturer 
ALLIS-CHALMERS using CHICAGO fasteners 


Allis-Chalmers Model 
HD-21 Diesel powered 
torque converter drive 
crawler tractor bulldoz- 
ing on the Northern 
Illinois Toll Road. 


In Applications Like This... 
CHICAGO Fasteners Prove They’re Tough 


Building a toll road in Illinois, or moving a mountain in Peru, err 
Allis-Chalmers road building equipment must stand up under ' pa 
rough service. And, no parts take a tougher beating in these rif 
rugged machines than the fasteners. Allis-Chalmers has ap- ey) 
proved CHICAGO fasteners for such critical applications. 


el 
You’ll find it profitable to match the example of industry “a we, 
leaders like Allis-Chalmers. When it comes to fasteners, just 
consult your CHICAGO distributor. He’ll suggest a dependable, ba , SS 


economical answer from CHICAGO’s complete line. 


For CHICAGO makes more than 4,000 different standard fas- 
teners—all designed for maximum efficiency and produced to 
highest quality standards. And each of these 4,000 fasteners 
is always in stock—quickly available. ct F Pater Poel 4-rel a) 


Write today for catalog folder.  & r4 fey Te ©) 


FASTENERS 


it pays to 


THE CHICAGO SCREW COMPANY 


ESTABLISHED 1872 ® DIVISION OF STANDARD SCREW COMPANY 
2701 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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ALLOY 
CHAIN 


pushes safety 
records up— 
pulls chain 


costs 





GAMMA RAY 
QUALITY 
CONTROL! 

X-Ray type testing of 
master, joiner and end 
links assures safe, 
trouble-free welds. 





CONTROLLED 
ATMOSPHERE 
HEAT-TREATING 
on all popular sizes 
provides uniformity 
throughout the sling 

chain assembly. 


EXCLUSIVE 
PATENTED 
TAYCO HOOKS! 
\-Beam type design... 
alloy steel construction 
and unique recessed 
grip mean extra safety! 














REGISTERED! You cet a certificate of test 
with every TM Alloy Chain. It bears the chain's 
guarantee... proof test... serial number. 


Alleviate the squeeze on profits and 
tighten your grip on safety—switch 
to TM Alloy Steel Chain. Gamma 
Ray Quality Control... Controlled 
Atmosphere Heat-Treating ... pat- 
ented Tayco Hooks make it Triple- 
Safe! Never requires annealing! 
Tough—withstands abrasion, shock, 
grain-growth and work-hardness. 
Get al/the facts! 


Contact your nearest Distributor or write 
S.G. TAYLOR CHAIN CO., INC. 


Plants: Box 509, Hammond, Indiana 
3505 Smaliman St., Pittsburgh 1, Pa. 


Chain 7s our specialty, not our sideline! 


Taytor Mape 


A GREAT NAME IN 


* 
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unattended industrial equipment. 
Thus, if unusual vibrations occur, 
the inertia switch senses the trou- 
ble and shuts off the machine or 
sounds an alarm. In this way, iso- 
lated fans, compressors and other 
machinery can be continuously 
protected. 
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Magnesium Can Now Be 


Vinyl-Clad 


Shwayder Brothers, Inc., De- 
troit, Michigan, has developed a 
method to apply an all-resistant 
vinyl covering to magnesium. The 
magnesium, after passing through 
a heating oven, comes into con- 
tact at approximately 300 F tem- 
perature with vinyl under pres- 
sure rollers. The wooden rollers 
over which the vinyl has been 
threaded are part of a tension sys- 
tem to keep the vinyl in alignment 
with the edge of the magnesium 
sheets while the latter are being 
laminated. The technique can pro- 
duce a variety of prints, textures 
and colors on magnesium as well 
as other metals. 
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Coupling Assembles, 
Disassembles in Seconds 


A “quick” coupling has been 
developed that can be assembled 
and disassembled in seconds. The 
coupling is made of high impact 
Koroseal polyvinyl chloride pipe, 
produced by the plastic division 
of B. F. Goodrich Industrial 
Products Co., Marietta, Ohio. It 
is lightweight, withstands high 


pressures, and resists corrosion. 
It will take up to 10-degree mis- 
alignment. in pipe joints. There 
are no exposed surfaces to protect 
in handling, no metal parts to rust 
or corrode, and no bolts or snaps 
to tighten or lose. It is recom- 
mended for temporary chemical, 
oil, water or disposal lines. 
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Power Take-Off Needs 
No Pilot Bearing 


Designed to meet extra-heavy 
duty service, a power take-off now 
being placed on the market has 
eliminated the oft-times trouble- 
some, conventional pilot bearing. 
Outboard bearing supports and 
flexible couplings may even be 
found unnecessary because of the 
heavy-duty construction, includ- 
ing the arrangement of main 
bearings. The main shaft bearings 
do not require lubrication more 
often than once a year; the clutch 
release bearing is lubricated for 
life. The take-off is furnished by 
the maker, Rockford Clutch Div:, 
Borg Warner Corp., Rockford, 
Ill, with gear-tooth drive type 
clutches. 
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Sealed Caster Won’t- 
Lose its Grease 


Albion Industries, Inc., of Al- 
bion, Mich., has developed a com- 
pletely and permanently sealed 
caster. It employs precision- 
moulded synthetic rubber ring 
seals and a formed steel, leak- 
proof retainer cup to insure posi- 
tive grease retaining protection. 

(Please turn to page 120) 
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from water, oil or coolants 


LONGER LIFE 


for electrical contacts 
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| THE NANMCO W ’ SEALTIGHT 
| with GOLD( N) RING 
Push Button Control “—~ Station Switch 


This test simulated conditions much more severe than 
even the most demanding electrical control service would 
ever duplicate. Without once ‘“‘coming up for air,’ this 
standard GOLD-N-RING 2-unit control switch was im- 
mersed in fluid for more than 338 hours, during which 
momentary electrical contact was made 1,500,000 times 
at the rate of 64 cycles per minute 


This test proved the flexing qualities of the synthetic, 
; oil-resistant diaphragm beyond a doubt. It also pointed up 
where service aay the “‘staying qualities’’ of the extra-large, heavy-duty, 


arta ia ’ alloy silver electrical contacts.’ 

GOLD-N-RING If you are looking for a switch that is designed and built 
Push Button Control to keep on performing long after your machine is installed, 
Station Switches... and be sure you'll find we talk your language 


Ask us to send Catalog ECS-56—or, better yet, ask a representative to call. 


ELECTRICAL MANUFACTURING DIVISION .. 


Nato ol Aeme 


THE NATIONAL ACME COMPANY e 191 EAST 131ST STREET . CLEVELAND 5, OHIO 











from LACLEDE 


electric -gas- fuypnace weld 
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Saint Louis, Missouri 
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These sealed casters outlast ordi- 
nary casters many times over and 
save equipment dollars. They are 
available in a broad range of 
popular sizes from 3 inch to 10 
inch diameters and in many 
wheel types. Wheel brake and 
swivel lock accessories are avail- 
able. 
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Work Glove Grips Well, 


Wears Long 


Thousands of tiny non-skid 
plastic dots are embedded in the 
fabric out of which the Industrial 
Glove Division of Riegel Textile 
Corp., Conover, N.C., fabricates 
a new industrial glove. It pos- 
sesses outstanding “safety grip” 
without sweating hands or tiring 
fingers. The glove is said to out- 
last and outgrip other “long- 
wearing” gloves and costs con- 
siderably less. Every square inch 
of the glove contains 300 tough 
little dots, permanently molded 
into the cloth. These dots absorb 
all the abrasive wear, with little 
wear in the fabric itself. 

Write No. 49 on Inquiry Card—Page 32 


You Need Only One 
Card to Request 


Additional Information 
on Any Item in 
This Issue. Use 

the Reader Service 
Page 32 


PURCHASING 





THE NATIONAL ACME COMPANY 191 EAST 131ST STREET CLEVELAND 5, OHIO 


PARKER-KALON stress relieved socket screws 


After controlled heating and equally controlled uniform quenching im- 
-parting maximum strength, P-K Socket Screws are carefully tempered to 
assure ductility, proper elongation and high impact strength. This 
is your assurance that... Jf it’s P-K ... It’s O-K! 


PARKER-KALON DIVISION, General American Transportation 

Corporation * Manufacturers of Socket Screws, Self-tapping PARKER-KAI 
Screws, Screwnails, Masonry Nails, Wing Nuts and Thumb Screws 
Sold Everywhere Through Leading Industrial Distributors Factory: Clifton, New Jersey * Waret 
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Write a Business Report— 


That Will be Read 


Business executives are reading and writing more today than 


they ever did before. The alert purchasing agent will save his 


own time and time of management by writing essential reports 
in a readable, fact-packed style. Follow these few simple rules: 


Get to the point—Long winded 
introductions waste executive 
time in reading and writing. Don’t 
tell what you are going to report 
on; report on it. State your pur- 
pose quickly and concisely. 


Picture your reader—Who is 
going to read the report? What 
does he know about the subject? 
Does he have any pre-conceived 
ideas? Does he have a technical 
background? Visualize your re- 
port reader and write directly to 
him. 


Express, don’t impress—You 
wouldn’t have the report to write 
if there was any doubt to your 
ability. Don’t waste time trying to 
impress the reader. Write to ex- 
press facts and ideas; not to im- 
press top brass or other em- 
ployees. 


Highlight main points—Outline 
the report before writing. Select 
ideas or facts. Highlight these 
main points in outline form as 
you write. Indent sub-topics and 
explain briefly as necessary. 


Keep it easy to read—Readable 
report writing follows five basic 
rules: 


1. Well-known words 
2. Personal references 


3. Short sentences 
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4. Short paragraphs 
5. Short reports 


Following these five basic rules 


will make your report easy to, 


write and easy to read. 


Be logical—First things should 
come first. Follow through in a 
logical step-by-step order. Don’t 
start with yesterday, jump to to- 
morrow, and then back to today. 
Use space or time progression to 


keep your business report on the 
track. 


End properly—Don’t leave any 
loose ends. A business report can 
end in two ways: 


1. Brief summary 
2. Recommended action 
When you have touched all bases 


in your report, you are through. 
Stop! 











“I have a brief statement I should like to read.” 
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Run through offset jobs with PLASTIPLATE®, the 
plastic offset plate. Two types available. See how 
they run—right on your own press! No cost to you. 

Pre-sensitized PHOTOSPEED PLASTIPLATE for : DIVISION OF SPERRY RAND CORPORATION 
sparkling halftones and crisp linework. All pro- : Room 1162, 315 Fourth Avenue, New York 10, N.Y. 
cessing steps built right in — just expose, de- Please send me free samples of — 
sensitize and print. Pre-sensitized PLASTIPLATE Direct Image PLASTIPLATE 

Direct Image PLASTIPLATE that takes typing so NAME 
beautifully and permits fast, non-detectable cor- ; FIRM 
rections. And you can write or draw directly on MAKE & MODEL PRESS 
its patented surface. See how they run! Free ASORESS 
samples are yours for the asking. city__. 
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Office Equipment and Supplies 





The Cincinnati Time Recorder 
Company, Cincinnati, Ohio, has a 
newly designed modern time re- 
corder, housed in a _ compact, 
sturdily constructed metal case. 
It operates from any desk top or 
can be wall-mounted. Automatic 
and designed to insure many 
years of precise performance, the 
Jobmaster is available with syn- 
chronous motor drive for AC cir- 
cuit or for a master clock opera- 
tion. Providing indisputable rec- 
ords of wages paid for hours 
worked the time recorder helps 
management guard against viola- 
tion of the federal wage and hour 
law. 


Write No. 50 on Inquiry Card—Page 32 


The Staplex Company, Brook- 
lyn, is marketing an automatic 
electric stapler called the S-88 
that features pop-out loading. The 
empty staple track pops out by 
depressing a button in the rear 
of the machine and new staples 
are then dropped on the track. 
The S-88 staples instantly at the 
touch of a paper booklet, tag or 
other material and leaves both 
hands free for other work, such 
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as collating. A calibrated guide 
at the side of the machine permits 
accurate, visible depth adjust- 
ments up to 4% inches by turn- 
ing a knob. Utilizing standard '%4 
inch leg staples, it rests on four 
rubber suction feet which grip the 
desk and weighs 7 pounds. The 
size is 854 inches deep, 4 inches 
wide and 8 inches high. 
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A machine for handling check- 
ing-account bookkeeping, The 
“Post-Tronic” is a product of The 
National Cash Register Company, 
Dayton 9, Ohio. It is equipped 
with an electronic reading and re- 
cording mechanism that automati- 
cally stores a depositor’s check- 
ing-account balance on conven- 
tional-type monthly statements 
in the form of invisible magnetic 
symbols. Thus an operator cannot 
make an incorrect pickup of a 
depositor’s balance, and this elim- 
inates a frequent source of error. 
The machine also verifies elec- 
tronically that the proper check 
is charged against the proper ac- 
count. It automatically aligns the 
bookkeeping form to the next 
proper posting line. Should an ac- 
count at any moment become 
overdrawn, the machine notifies 
the operator immediately. By 
making unnecessary many man- 
ual operations now required, the 
machine also frees the operator 
from fatiguing detail work and 
greatly simplifies the problem of 
training new employees. 


Write No. 52 on Inquiry Card—Page 32 


A new desk-top accessory, called 
the Secretariat, files calling cards 
at your fingertips in alphabetical 
convenience. The deluxe model 
holds up to 500 standard size busi- 
ness cards, is midnight-black, 
tooled in 14 kt gold, lined with 
red velour, paneled in gold-grained 
Korina mahogany, with a hinge 
of polished brass and comes 
in a black and gold box. The case 
is moderately priced and can be 
personalized with black-on-gold 
initials. Manufactured by Bull's 
Eye Products Corporation, New 
York. 
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A mechanized, adjustable speed 
rotary card file was recently in- 
troduced by the Mosler Safe 
Company, New York, New York. 
A completely mobile unit, cards 
can be transferred to the Revo- 
File easily, no conversion is in- 
volved. Operating on AC or DC 
current, the machine can be con- 
verted to manual operation—in 
case of power failure—by a fin- 
gertip control. 
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NCR PAPER DOES IT!... produces cleaner, clearer copies 


Business forms users everywhere are dis- 
covering that NCR Paper speeds up 
their work. Without using carbon paper 
or even any carbonization, this amazing 
paper makes perfect copies of sales slips, 
invoices, premium notices, stock requisi- 
tions—any one of hundreds of applica- 
tions where clean, clear copies are needed. 

Non-smearing NCR Paper, perfected 
by the research laboratories of The Na- 
tional Cash Register Company, elimi- 
nates smudging of copies or fingers and 


ANOTHER PRODUCT OF 


is easy to handle because it requires no 
carbon inserts. Up to five legible copies 
can be made with a standard typewriter, 
ball-point pen or pencil and eight or more 
with a business machine or electric 
typewriter. 

NCR Paper is simple to use. Just put 
together several forms. Copies are ob- 
tained from hand written or business 
machine or typewriter forms. Finished 
copies are always neat and clean, easy 
to read. 


THE NATIONAL CASH REGISTER COMPANY, payton 9, onio 


ses OFFICES 


IN 894 COUNTRIES 


Have your forms printed on NCR Paper 
by your present forms supplier. You'll be 
amazed how easily it solves the problem 
of producing multiple copies. You'll get 
better, cleaner copies in less time! Phone 
your present forms supplier, to- 

day, for further information. 


* TRADE MARK REG. U.S. PAT. OFF. 
| 
/ 
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writes 6 months without refilling 


This: handsome RECORDER” ball point desk set gives 
truly dependable service—superb writing quality. 

Writes instantly—at a paper’s touch. Once it starts writ- 
ing it doesn’t stop—writes for a full six months in 
normal use without requiring a refill. Steady, sure 
service, too—no ink “flooding” or “starving.” The strik- 
ingly modern Esterbrook RECORDER comes with red, 
blue or black ink... fine or medium point. Available 
in black or your choice of high fashion colors. Only 
$2.95 at list for complete set in black—$3.95 for colors 
and black chrome-banded de luxe model. In office or 


home it decorates any desk. 


(_ woroatHon by Osin hook ———— 


New WORDATHON* Refill Cartridge writes up to five 








times longer than ordinary ball point refills, gives a 


full six months’ service—only 69¢. 


*Trade Mark 


RECORDER &:: “2, OSLevbt00k 
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The addition of a line of mov- 
able metal office partitions to its 
quality line of office equipment 
has been announced by Yawman 
and Erbe Mfg. Company, Roches- 
ter, New York. Met-Ell-Wall, as 
this new product is called, brings 
to the office equipment field a vast 
variety of panel sections, which 
are flexible and easy to set up. 
Partition assemblies are of flush 
construction, 2% inches _ thick. 
Panel assemblies are available in 
three heights: 42”, 54” and 66” 
and in eleven different lengths to 
fit any office plan. 
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A new line of storage cabinets 
is being exhibited by Monarch 
Metal Products, Inc., New Wind- 
sor, N. Y. These cabinets are. 
equipped with formica tops, ad- 
justable shelves, removable doors 
and toe space. They can be used 
for shelf storage of control panels, 
cards, forms and supplies and 
(through the addition of special 
inserts) vertical filing of control 
panels in fixed channels. The 
company also manufactures acces- 
sories and files for use with 
both the IBM and Remington- 
Rand punched card systems as 
well as a complete line for the 
storage and handling of tape reel 
containers used in the electronic 
data processing machines manu- 
factured by IBM. 
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Special Quantity Discount 
Use tne coupon below to order your test units 
today. On all re-orders within 30 days an additional 


5% discount will be allowed on quantities of 72 or 
more. 10% on quantities of 144 or more. 


e® 

. 
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Apsco 
the world’s largest 
manufacturer of Pencil 
+ Sharpeners, makes this introductory 
e FACTORY TO YOU OFFER on the 


\ TRI-POINTER 


° * 


2 


POSTPAID 


@® 
eee 
7 


This limited offer (good till 

March 1) is our way of 

acquainting engineers, draftsmen, 

and all other users of clutch type 

lead holders with the Apsco Tri-Pointer. 


@ Field tested for over a year the Tri-Pointer gives you an instanta- 
neous visual choice of 3 points without special attachments. 4° needle 
for finish work, marginal notes that won't transfer when making prints 
or wherever an extremely fine point is required, 7° medium for most 
general work, 10° blunt for compass point, shading, etc. 

@ Specially designed weighted, non-slip base allows one handed sharp- 
ening without fastening unit, stays put even on slanted board. Turret 
head with decimal equivalents rotates in either direction for perfect, 
fast lead pointing. 


@ Exclusive center mounted cleaning cup removes excess graphite from 
pointed lead. Keeps hands, work and board clean. 


@ Easily replaced sanding discs renews unit in seconds. 





Priced @ 4.95 regularly 





APSCO PRODUCTS, INC. 

P.0. BOX 840, Beverly Hills, California 

WE ARE ACCEPTING YOUR DIRECT FACTORY OFFER ON 
THE APSCO TRI-POINTER LEAD POINTER 


PLEASE SHIP AT ONCE 
The Apsco 


' 
] 
! 
t 
' 
' 
i 
i 
; units @ 1.95 ea* 
; Tri-Pointer Bill us Check enclosed Our P.O. Number 
ry s fully 
| guaranteed 
rT under the 

Apsco 
; Merchandise Address 
| Warranty 
! 
' 
i 
' 
' 
' 
1 
‘ 


Firm Name 


products inc. 


Los Angeles, Calif 
Rockford, III 
Toronto, Can 


*Deduct 5% ony cone 
on orders of 

72 or more By 

10% on 144 

or more 
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A Completely 
New Concept 
In Spirit 
Duplicating 
for systems applications and fast, high- 


production work requiring rapid changes 
of many masters. 




























vet y y * PLUS 
the most unique muster clamp ever devised 
to simplify and speed master changing 





The outstanding spirit duplicator for use 
where production plus quality—copy after 
copy—are of paramount importance. 

Ask us about an Old Town Banda model to 
serve your particular systems requirements! 


OLD TOWN CORPORATION 
Established 1917 
750 Pacific Street 
Brooklyn 38, N. Y. 
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the fastest 
selling 

tax form 
in the 
country 








The only W-2 forms combined with separately designed and 
approved copies for ALL State and City information returns. 
The easiest form to write, address, separate, mail, file 

















DOES THIS COPY OF 
PURCHASING’ REACH 
YOU VIA A ROUTING SLIP? 


—IF SO, YOU MAY NOT 
FIND TIME ENOUGH TO 


DEVOTE TO THIS EVERY- 


OTHER-WEEK MAGAZINE 
OF MODERN INDUSTRIAL 
BUYING METHODS. 


EVERY PURCHASING MAN 
SHOULD HAVE HIS OWN 
COPY OF “PURCHASING.” 


YOU CAN TAKE CARE OF 
THAT RIGHT NOW. 


SIMPLY COMPLETE THE 
POSTPAID INQUIRY 
CARD ON PAGE 32-— 
THEN WRITE IN NO. 500 
IN ONE OF THE BOXES. 





























N.Y. 6.) 
3-PART 4-PART 5-PART 5-PART 
1BM CARD 

50 1.50 1.85 2.45 2.95 
100 2.70 3.40 4.40 4.85 
200 4.35 5.45 6.75 7.85 
500 8.80 11.00 12.75 16.85 
1000 13.20 16.50 19.75 24.75 











MAIL TO “PURCHASING” 
YOUR FULL YEAR OF 


For imprinting name, address, Social Security 
identification number add $3.00 per item per order. 


WRITE OR PHONE YOUR ORDER. 








“PURCHASING’—ALL 26 





Send for complete price lists on Redifixt W-2 with journal 
sheet, marginally punched continuous W-2 forms for tabulat- 
ing, and Redifixt W-2 forms for N.C.R., and complete catalog 
of business forms for every requirement. 





CONSOLIDATED BUSINESS SYSTEMS, INC. 


30 Vesey Street, New York 7, N.Y., BArclay 7-3687 


Plants 
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New Brunswick, N.J., New York, N.Y., Durham, N.C 








ISSUES—WILL COST YOU 
ONLY $4.00..LESS THAN 
16¢ PER COPY. 
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ANNOUNCING , 


@rHE MOS*® REMARKSBLE ADVANCE 
EVER MADE IN TYPEWRITER CARBO® 


& 


ook—M &V NU-KOTE—the first and only plastic- basé typewriter @prbon. 


Copies stay crisp and cle *, can’t smudge. One NU-KOTE sheet outlasts 8 
inary carbons 3 to 1. KOTE gives clear, sharp copies from figgt to 


i. vo in one all-purpose grade, for all cy workgfor all typewritqm, 
| 


ws... 








.. and it’s all made possible because M&V NU-KOTE is the first and only 
copying paper with a plastic base and a new printing-press principle of making 
impressions. Imagine—keeping only one grade of carbon paper on hand to 
handle all copy work, for all typewriters, manual or electric. Imagine—clean 
copies that erase clean, stay clean, keep typists’ hands clean. Imagine— 
uniform copies from first to last, more copies per sheet of NU-KOTE, with 
darker, clearer impressions to the last. 





Meet the cleanest, toughest, most versatile carbon paper ever made. Send 
attached coupon today for free NU-KOTE sample. Dealer Sales Department, 
Burroughs Division, Burroughs Corporation, Detroit 32, Michigan. 


ee 


eo“ 


ioe ee 


co 


@ new NU-KOTE 


° 
art 


FREE SAMPLE! 
DEALER SALES DEPARTMENT. BURROUGHS DIVISION, BURROUGHS CORPORATION. DETROIT 32, MICHIGAN 
Please send me my free NU-KOTE sample promptly. 


MY NAME_° 





FIRM NAME 





MY ADDRESS 





CITY 








BISHOP 
TUBING 


Can take it ! 


That’s why leading missile manufacturers Manufacturers of 
like North American Aviation Inc., Rocket- 
dyne Division use BISHOP tubing to help 


withstand the tortures that today’s and 


SEAMLESS AND WELDED AND 
DRAWN STAINLESS STEEL TUBING 
Mechanical, Capillary, Hypodermic 
tomorrow’s missiles must endure. oat Alii tian 

{(.008” to 1.000” O.D.— 
You, too, can specify BISHOP Tubing .003” to .083” Wall) 
for highest quality components in your NICKEL AND ALLOY TUBING 


products. - {up to .625” O.D.) 


TUBULAR FABRICATED PARTS 


Flanged, Flared, Milled, 
P Slotted, Swaged and Threaded 


Catalogs on Request 


GLASS-TO-METAL SEALING ALLOYS 
CLAD METALS & COMPOSITE WIRES 


a 
PLATINUM GROUP METALS & CHEMICALS 


Artist's drawing of an intercontinental 
strategicmissile, courtesy Rocketdyne Division 
North American Aviation, Inc 


ae “YW 


ie. STAINLESS STEEL PRODUCTS DIVISION 
Ay 


(JB) J. BISHOP & GD, m= == 


. Malvern, Pennsylvania Tel.: Malvern 3100 
Metals for Precision and Performance™ 
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__Association News 


Shillady Cautions Rochester 
Group to “Search for Value” 


Roser E. SHILLADY, presi- 
dent of the National Association 
of Purchasing Agents Association 
of Rochester. 

Joining Mr. Shillady on the 
speakers platform at the Roches- 
ter Club was John F. Snedeker, 
Eighth District vice president and 
purchasing agent for Binney & 
Smith Inc., New York. 

The theme of Mr. Shillady’s 
speech was that today’s purchas- 
ing agent must search for and re- 
ceive value in materials, equip- 
ment and services. In order not to 
mislead his audience, Mr. Shil- 
lady promptly explained just what 
he meant by “value.” 


Value Has Two Meanings 


“In general commercial deal- 
ings the term ‘value’ is used in 
two different ways or with two 
different meanings. One use is in 
designating the amount of a sec- 
ond thing, which can be obtained 
in exchange for the first. We may 
call this value in exchange. For 
our purposes we are generally 
more interested in the second 
meaning which expresses the util- 
ity of an object, which we may 
call value in use because most of 
us in professional purchasing 
must buy materials or equipment 
that can and will be efficiently 
used in the operation of our 
plants, or incorporated advan- 
tageously in the product we make 
to sell.” 

Mr. Shillady came out strongly 
against the people who say that, 
“the prime interest of an individ- 
ual purchasing agent is obtaining 
goods or services at the lowest 
possible price, arid that he will 
use every means in his power, 
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Robert E. Shillady 


either fair or foul to force prices 
down.” 

“Fundamentally,” he declared, 
“prices are determined by the in- 
terplay of the forces of supply and 
demand. The efficient purchasing 
agent will keep closely in touch 
with the basic conditions affecting 
supply of the principal commodi- 
ties which he buys and will en- 
deavor to make his purchases or 
commitments when the supply— 
demand situation is favorable.” 

Sharply attacking the theory 
that the buyer gets no more than 
he pays for, Mr. Shillady said, 
“There is some truth in this, but 
we are certain that many purchas- 
ers do not get as much as they 
pay for and our big concern is 
that we should not be in the latter 
class. We should be sure that we 
get no less than we pay for.” 


Give Company Full Value 


The N.A.P.A. president turned 
the coin over and looked at his 
“Search for Value” from the 
viewpoint of management. He 
said, “To be successful a business 
must constantly receive good 


value, sometimes termed perform- 
ance, from every department— 
from plant and product engineer- 
ing, legal and from management 
itself. 

“If we are consistent and follow 
what we expect selling organiza- 
tions to do if they would favor- 
ably impress us, we must demon- 
strate that we are giving value in 
our operations and in our rela- 
tions in our own companies. 

“Let us be sure that we are not 
so much concerned about our pre- 
rogatives as to overlook our op- 
portunities for giving outstanding 
value and thereby selling our pur- 
chasing department to our own 
company and management.” 

Mr. Shillady counseled the Ro- 
chester P.A.’s on taking advan- 
tage of leisure time. He stated, 
“Most of us are busily engaged in 
making a living, and this is no 
small task under the pressure of 
competition and the general desire 
to get ahead. Fortunately for us, 
however, the improvements in 
mechanical aids which have come 
so rapidly in this twentieth cen- 
tury have generally eliminated 
the necessity of working from be- 
fore dawn until after dark to get 
together enough food and clothing 
and shelter to sustain life. And 
this is good. 

“Do we, however, use our addi- 
tional leisure time in a manner 
that sets us above beasts? After 
satisfying our material needs and 
providing a thrifty surplus, how 
much real thought or attention do 
we give to our spiritual needs and 
growth? If we are going to gain 
the greatest value in our own 
lives, let us strive not only to 
make a living, but strive even 
more intensely to make a good 
life.” 
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))) RADAR ON EVERY UNITED PLANE 
ADDS EXTRA DEPENDABILITY TO YOUR SHIPMENT 








Captain H. L. Baird erplains something of interest to every shipper 


**This is airline radar. It’s a big help in making your United ship- 
ments as dependable as they are. Because radar shows us weather up to 
150 miles ahead, it prevents long delays or detours caused by storms or 
turbulence. Every plane in our fleet has radar. So when you ship United, 


you can be surer of on-time deliveries and smooth trips for fragile items.”? 


United ‘offers you more guaranteed space availability (Reserved Air Freight) with 
greater frequency to more destinations than any other airline. And when you 
ship United, you have the opportunity to lower marketing costs through better 
inventory balance, broader markets, lower packaging and insurance costs. These 
features, plus radar, are good, reasons to ship dependably by United Air Lines. 






UNITED 


FOR EXTRA DEPENDABILITY, SHIP UNITED—THE RADAR LINE 


For service, information, or free Air Freight booklet, call the nearest United Air Lines representative 
or write Cargo Sales Division, United Air Lines, 36 South Wabash Avenue, Chicago 3, Illinois. ® 
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___Association News 


Government Official 
Speaks at Chattanooga 


CHATTANOOGA: Clifton §. Mack, 
associate commissioner of General 
Services Administration (right), who 
spoke to the group. Left to right, 
Paul Fahey, association president; 
and Harold Hendrix. 


Cuirron E. MACK, associate 
commissioner of General Services 
Administration, Washington, D. 
C. recently spoke to the Chat- 
tanooga Purchasing Agents As- 
sociation. 

Introduced by Harold Hendrix, 
assistant director of materials for 
TVA, Mr. Mack spoke on, 
“Standardization as it Applies to 
Procurement and Materials Man- 
agement.” 

“Five-drawer filing cabinets 
have been established as the 
standard throughout govern- 
ment,” said Mr. Mack. This de- 
termination was made after a 
thorough study which found: In 
a 12-month period, 6800 letter- 
size four-drawer cabinets were 
bought. The purchase of only 
4850 letter-size five-drawer cabi- 
nets would have provided the 
equivalent amount of filing space. 
That would have been a saving 
of 1950 cabinets. 

In addition, Mr. Mack said, 
“vou get 25 per cent more filing 
volume in 20 per cent less space 
for a dollar savings of 29 per 
cent.” Mr. Mack told the Chat- 
tanooga P.A.’s further, “I think 
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all of you will agree that the kind 
of buying job you do is dependent 
upon the quality of performance 
in all other segments of supply. 

In conclusion the commissioner 
declared, “our industrial leader- 
ship in the world today is due 
primarily to standardization and 
high speed transportation.” 


Alabama Assn. Sponsors 
Purchasing Course 


A course in industrial purchas- 
ing is being conducted this year 
under the joint sponsorship of 
the Purchasing Agents Associa- 
tion of Alabama and the Uni- 
versity of Alabama Extension 
Center. 

Tuition for the 16 week term 
is $20, of which $5 will be re- 
funded to students who satis- 
factorily complete the course. 
The course coordinator, repre- 
senting the University Center, is 
Harlan Cross, purchasing agent 
of the U. S. Pipe & Foundry 
Company. Lecturers are promi- 
nent members of the Alabama 
association and an Alabama Uni- 
versity professor. : 

Textbook for the course is 
“Purchasing Principles and Ap- 
plications,” by Stuart F. Hein- 
ritz, editor of PURCHASING. 

The course was instituted 
largely due to the efforts of the 
association’s education committee, 
headed by Guy B. Cofield. 

At a recent dinner meeting at 
the Thomas Jefferson Hotel in 
Birmingham, the subject “Let’s 
Think of Purchasing as a Pro- 
fession” was discussed. Haskins 
W. Bowman, Anderson Electric 
Corporation, and Norman C. 
Stiles, The Chemstrand Corpora- 
tion, were speakers, and George 
L. Wilson, Jefferson County Com- 
mission, was the moderator. 


Howard Ahl Speaks 
in Denver 


G. W. Howard Ahl, executive 
secretary-treasurer of the Na- 
tional Association of Purchasing 
Agents spoke on, “The Relation 
of Purchasing to Management,” 
at the regular monthly meeting of 
the Purchasing Agents Associa- 
tion of Denver. 

Mr. Ahl used the analogy of a 
football team with the purchas- 
ing agent playing the part of the 
“center”. He said, “Management 
should recognize the concen- 
trated value of good purchasing 
since it is of strategic value in 
‘assisting the works manager to 
reduce costs and improve qual- 
ity.” 

Purchasing never stands alone 
since it is one of several elements 
of operation. “How the purchas- 
ing agent conducts his depart- 
ment has an effect upon the char- 
acter of the business,” he de- 
clared. 

Management has _ sometimes 
been guilty of inconsistency in its 
policies as between purchasing 
policies and selling policies; sup- 
porting industry agreements that 
border upon price fixing, while 
expecting its own purchasing de- 
partment to get better-than-usual 
prices of goods it buys. Manage- 
ment will urge its sales force to 
push up the inventories of cus- 
tomers while requiring its own 
stores and purchasing department 
to keep inventories in check. 

“Teamwork is a basic need for 
success,” said Mr. Ahl, “and this 
-involves the ability to get along 
with others.” The executive sec- 
retary-treasurer urged purchas- 
ing agents not to overlook man- 
agement’s point of view when 
problems are invloved. Manage- 
ment is seeking coordination 
through a balanced organization. 
Help management to properly 
evaluate all of-the factors in- 
volved. 


PuRCHASING 


























/ 
; . - 
< d 
+ 
3 ; ’ 
%, 
~~ : » 
a 
% “s fe — 
: . Bas? ie 
& +g . E -* “+ 
‘ P » ° be ae 
5 ~ 
_— bd A t . » 
* . > ~ \s 
as 
as 
One of the important component parts supplied by Standard Steel Works 
for the T. L. Smith Co. mixers is the main ring gear; another is the steel : 
roller track on which the drum rides. Both parts must be precision made * 
and must withstand the heaviest kind of service 
— eg Re wy 6 
‘ x io 
. : 
ee , ‘ ° 
The T. L. Smith Co. is constantly seeking 
design improvements and production 
economies. Standard Steel Works has 
. . 3 
proved a big help to us in both respects. 
As suppliers of component parts to the T. L. Smith Co.— 
world’s oldest and largest manufacturer of concrete mixers 
——we have made it our business to get to know their business 
well enough to consider ourselves a part of their team. 
It is our policy to work in the closest possible cooperation 
with all of our customers to assure maximum quality at “We are particularly impressed with Stondard’s 
lowest possible cost. Let us discuss your casting and forging methods-people and the way their engineers so 
needs with you. You'll find that service to our customers effectively supplement our own in constantly sug- 
fe . : gesting design improvements and production econo- 
is aS important as the quality of the products we make. mies,” says R. R. Kupfer, purchasing agent for the 
Write Dept. 5-A. T. L. Smith Co., Milwaukee, Wis. 
BALDWIN :- LIMA: HAMILTON \ q 
BURNHAM, PENNSYLVANIA Rings ¢ Shafts ¢ Car wheels e Gear blanks ® Flanges * Special! shapes 
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FLEXIDYNE 
THE DRY FLUID DRIVE 
100% efficiency at full load! 


TORQUE-ARM 
SPEED REDUCERS 
Cost less — deliver more! 


DODGE-TIMKEN 


America’s Quality Pillow Blocks! 
® 


DODGE BULLETINS 
YOU SHOULD HAVE — 


Flexidyne Dry Fluid Drives and 
J Couplings. Bulletin A-640-A. 


Torque-Arm Speed Reducers. 15 
size —1 to 100 hp. Bulletin A-637. 


Roller Bearings. Load ratings, 
dimensions, etc. Bulletin A-638. 


Write for your copies. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street « Mishawaka, Indiana 


DODGE 


» of Mishawaka, Ind 
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New York P.A.’s See Ford 


Cars Assembled 


“It’s amazing,” uttered many 
of the 100 members of the New 
York Purchasing Agent’s Asso- 
ciation as they toured the Ford 
Motor Company’s Mahwah As- 
sembly Plant on November 21, 
1957. 

They marveled at the timing: 
engines, bodies, frames, wheels, 
moving on conveyors and dan- 


gling from overhead hoists . . . all 
coming together at the right time. 

“What do you do when things 
get fouled up?” asked one of the 
P.A.’s. “They don’t,” was the 
quick reply of the plant repre- 
sentative. “At least they haven’t 
yet,” he added. 

And the tour was completed 
without things getting fouled up. 


David J. Long, right, and Fred H. Schumann, left, of Ford explain 
features of 1958 Ford engine to James M. McTavish, 2nd from left, 
of the Sylvania Corning Nuclear Corp.; A. J. Lacock, center, of 
the Foster Wheeler Corporation; and C. L. Coleman, of the Texas 


Company. 


Fred H. Schumann, left, manager of the plant's purchasing depart- 
ment and S. K. Cannon, third from left, assistant plant manager, 
explain how Ford bodies are lowered to the chassis. Listening are: 
Stanley Romanse, Babcock-Wilcox Corporation; David S. Gibson, 
Worthington Corporation, president of the New York Association; 
Thomas Parise, Allen Industries; and R. H. A. Davis, executive 


secretary of the Association. 
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NO KEYS EATING~=- 


WAITING. 


Candid eld € 





NOW Taper-Lock Double Strand Sprockets 
are available—from stock—ready for the shaft without 
re-machining! 

They offer all the advantages of Taper-Lock mount- 
ing. Easy on! Easy off! Precision machined at the fac- 
tory, they come to you with accurate, concentric bores 
—insuring full contact between hub and shaft. Taper- 
Lock grips with the firmness of a shrunk-on fit! 


There is no flange, no collar, no protruding part 
Flush design means safety... If the sprocket becomes 
worn, you replace only the tooth part. The bushing is 









TAPER-LOCK SPROCKETS 
SINGLE AND DOUBLE STRAND! 


used again and again. And Taper-Lock bushings are 
interchangeable in Dodge Taper-Lock Sheaves, Coup- 
lings and Conveyor Pulleys! 


Taper-Lock Sprockets and Dodge Roller Chain (made 
to ASA standards) are stocked by Dodge distributors. 
Single Strand sizes range from No. 40 to No. 160, up 
to 112 teeth; Double Strand from No. 40-2 to 80-2, 
up to 102 teeth. Write for Bulletin A-644 containing 
selection, installation and maintenance data. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street, Mishawaka, Indiana 





TAPER-LOCK 
CHAIN COUPLINGS 


Accommodates com- 
mon minor shaft mis- 





of Mishawaka, Ind. 


CALL THE TRANSMISSIONEER, your local Dodge Distributor. 
Factory trained by Dodge, he can give you valuable help on 
new methods. Look for his name under ‘Power Transmission 
Machinery” in your classified phone book, or write us. 














alignments. Provides 
strong, compact coup- 
ling. Available with 
covers, for appearance, 
safety, dirt protection 
and lubrication — 
which increases coup- 
ling life. 


For More Information Write No. 237 on Inquiry Card—Page 32 = 
JANUARY 20, 1958 137 








EXTRA VALUE IS ADDED TO LOW-COST FASTENERS 4 


by the secondary functions performed by custom 
heads and shanks of Thomson Special Rivets. 


'~ws gQwvew, 


designed 


What Does Value Analysis 
of Special Rivets Reveal? 
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fasteners 

Look at their shanks! Shouldered by 
the cold-heading process, or by sup 
tary turning, Thomson Special 
Rivets double as pivots and fasteners. 
With deep-drilled o1 split shanks, they 
hecome self-piercing fasteners for lug 
gage, brake linings, sporting goods, 
and similar assemblies. Made in male 
and female pairs, they become com 
pression rivets which are widely used 
for handle fastening by the cutlery 
industry. Consideration of such ap 


mer 


ications may guide your value analy- 
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250 Thomson Rivet-Setting 
quickly an 
easily adapted to fit any new problem. 
Automatic hopper feed, multiple rivet- 


setting heads, radial and turret feeds 


and special load fixtures are common 


accessories that increase assembly 
speed, 
Free ‘‘Fastener Fact File’ 

Our new manual on all phases of 
riveting belongs in the hands of every- 
body who buys or specifies rivets. It 
covers rivet types, applications, ma- 
terials, finishes and other factors that 
determine selection of the right design 
and machine for cutting fastening 
costs. Request your copy today. Write 
Judson L. Thomson 
Manufacturing 
Company, De 
partment P, 

Waltham 54, Mass. 


b Tig JUDSON L. TiHOW) SOW] MFG. CO., WALTHAM 54, MASS. 
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Washington, D. C. Group 
Learns About Lighting 


Guest speaker at the regular 
nonthly meeting of the Washing- 
ton, D. C. Purchasing Agents As- 
sociation was A. J. Rugo, district 
lighting engineer. Mr Rugo’s in- 
formative talk was built around 
the two topics, “Color is How 
You Light It”, and “Guaranteed 
Lamps.” 

Guests and past presidents 
introduced by President 
George Frediani, Thos. Somer- 
ville Company, Washington, D. C 

Educational chairman Walter 
M. Prichard, Emerson Research 
Lab., was congratulated on the 
work being done on education 
Mr. Prichard gave a brief report 

the seminar being conducted 
year with great success 


were 


Georgia P.A.’s Urged to 
Keep Door Open 


Good attendance and an inter- 
esting program marked the re- 
cent meeting of the Purchasing 
Agents Association of Georgia 
held in Atlanta. Attendance was 
well above normal with several 
guests present. 

The feature speaker was a rep- 
rensentative of the Sales Execu- 
tive Club of Atlanta, Bob Shel- 
ley. He spoke on the topic, “Dol- 
lars and Sense.” He urged that 
purchasing men keep the door 
open for free communication be- 
tween buyer and seller and that 
they not forget the human ele- 
ment in business. Mr. Shelley de- 
scribed salesmen and purchasing 
people as “filling a desire,” but 
questioned whether some have a 
“desire for power or a desire to 
serve.” . 

He praised those who are con- 
tributing something to their pro- 
fession. “Honesty is the only 
policy” and “there is no substi- 
tute for enthusiasm,” said Mr. 
Shelley. He advocates that P.A.’s 
utilize time as best they can since 
everyone has the same amount in 
each day. A question and answer 
session followed the address. 


For More Information Write No. 239 
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& / ALOYCO i11 Gate Vaive for 150 |b. service 
ie : features double disc ball-and-socket wedges 
J “a , They are free to rotate and are non-fouling 
in any position which insures tight closure 
There are Aloyco valves and alloys 
designed for every type of corrosive service 





SPECIALIZATION! Isn't it reasonable to believe that the 
one company with experience, facilities, research and 
service all devoted to a single product is your best source 
of supply? The modern Aloyco foundry, for example, is designed 
to produce one-end product only: pressure-tight 
Stainless Steel Valve castings of the finest quality. 







lecing 
ALLOY STEELSPRODUCTS COMPANY (@\RiMMHIp: = 
LINDEN, NEW JERSEY VALVES hod F 


'N 











EXTRA VALUE IS ADDED TO LOW-COST FASTENERS v 
by the secondary functions performed by custom designed 


heads and shanks of Thomson Special Rivets. 


What Does Value Analysis 


ww @ 


of Special Rivets Reveal? 


Careful study of the cost-cutting 
possibilities of special rivets by your 
value analysis group will, I believe, 
lead you to two profitable conclusions. 
You'll agree that no other fasteners 
offer you a comparable combination of 
versatility and economy. 


Subsequent investigation will lead 
you to conclude that no other source of 
special rivets can match the quality- 
price-delivery combination offered by 
Judson L. Thomson Mfg. Co. A closer 
look at the special rivets pictured 
above provides a logical starting point 
for your value analysis project. 


Look at their heads: Cold-headed by 
1 single, high-speed operation or 
capped by a low-cost secondary opera- 
tion, Thomson Special Rivets serve as 
cam followers, studs, stops, electrical 
contacts, decorative spots, protective 
buttons, coding, and trade-marking 
devices and other multi-purpose 
fasteners. 


Look at their shanks! Shouldered by 
the cold-heading process, or by sup- 
plementary turning, Thomson Special 
Rivets double as pivots and fasteners. 
With deep-drilled or split shanks, they 
become self-piercing fasteners for lug- 
gage, brake linings, sporting goods, 
and similar assemblies. Made in male 
and female pairs, they become com- 
pression rivets which are widely used 
for handle fastening by the cutlery 
industry. Consideration of such ap- 


plications may guide your value analy- 
sis group toward design changes or 
parts substitutions that will cut costs 
substantially. 


Look to Thomson! Since 1885 thous- 
ands of fastening problems have been 
solved by Thomson Special Rivets and 
custom-tooled rivet setting machines. 
Our file includes more then 8000 rivet 
specifications, in either die or print 
form. The chances are that one of 
them will fit your requirements. If not, 
our design, engineering and produc- 
tion facilities promise early delivery 
of test samples and production runs. 
More than 250 Thomson Rivet-Setting 
Machine models can be quickly and 
easily adapted to fit any new problem. 
Automatic hopper feed, multiple rivet- 
setting heads, radial and turret feeds 
and special load fixtures are common 
accessories that increase assembly 
speed. 

Free ‘Fastener Fact File’’ 

Our new manual on all phases of 
riveting belongs in the hands of every- 
body who buys or specifies rivets. It 
covers rivet types, applications, ma- 
terials, finishes and other factors that 
determine selection of the right design 
and machine for cutting fastening 
costs. Request your copy today. Write 
Judson L. Thomson 
Manufacturing 
Company, De- 
partment PP, 

Waltham 54, Mass. 


b Tog JUDSON L. HOW! Sow] MFG. CO., WALTHAM 54, MASS. 


For More Information Write No. 238 on Inquiry Card—Page 32 


i 





Association News 





Washington, D. C. Group 
Learns About Lighting 


Guest speaker at the regular 
monthly meeting of the Washing- 
ton, D. C. Purchasing Agents As- 
sociation was A. J. Rugo, district 
lighting engineer. Mr Rugo’s in- 
formative talk was built around 
the two topics, “Color is How 
You Light It”, and “Guaranteed 
Lamps.” 

Guests and past presidents 
were introduced by President 
George Frediani, Thos. Somer- 
ville Company, Washington, D. C. 

Educational chairman Walter 
M. Prichard, Emerson Research 
Lab., was congratulated on the 
work being done on education. 
Mr. Prichard gave a brief report 
on the seminar being conducted 
this year with great success. 


Georgia P.A.’s Urged to 
Keep Door Open 


Good attendance and an inter- 
esting program marked the re- 
cent meeting of the Purchasing 
Agents Association of Georgia 
held in Atlanta. Attendance was 
well above normal with several 
guests present. 

The feature speaker was a rep- 
rensentative of the Sales Execu- 
tive Club of Atlanta, Bob Shel- 
ley. He spoke on the topic, “Dol- 
lars and Sense.” He urged that 
purchasing men keep the door 
open for free communication be- 
tween buyer and seller and that 
they not forget the human ele- 
ment in business. Mr. Shelley de- 
scribed salesmen and purchasing 
people as “filling a desire,” but 
questioned whether some have a 
“desire for power or a desire to 
serve.” 

He praised those who are con- 
tributing something to their pro- 
fession. “Honesty is the only 
policy” and “there is no substi- 
tute for enthusiasm,” said Mr. 
Shelley. He advocates that P.A.’s 
utilize time as best they can since 
everyone has the same amount in 
each day. A question and answer 
session followed the address. 
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j ALOYCO 111 Gate Vaive for 150 Ib. service 
ra features double disc ball-and-socket wedges 
+) They are free to rotate and are non-fouling 
in any position which insures tight closure 
There are Aloyco valves and alloys 
designed for every type of corrosive service 





SPECIALIZATION! Isn't it reasonable to believe that the 
one company with experience, facilities, research and 
service all devoted to a single product is your best source 
of supply? The modern Aloyco foundry, for example, is designed 
i Colm olaelel¥[ot-Melal-M-lalemm olcelel tle aeelalh aan ole--t-10 lem d) “dale 
Stainless Steel Valve castings of the finest quality. 


ALLOY STEEL PRODUCTS COMPANY 


LINDEN, NEW JERSEY 
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Central Iowa Hosts NAPA 
President. Dist. 3, V.P. 


AT: preferred 
Dial 


District 3 Vice President Tom 
Patterson spoke a few words be- 
fore presenting N.A.P.A. presi- 
dent, Mr. Shillady. On left, is 
Central lowa_ president, Herb 
Lubke with Bob Sampson, na- 
tional director on the right. 


have hardened and burnished pivots 
for higher sensitivity — lower friction Robert Shillady, president of 
National Association of Purchas- 


Because metal pivots are stronger than jeweled 
pivots, Ames has developed a method for hard- 
ening and burnishing them to match the excep- 
tional smoothness and sensitivity of jeweled 
types. The result is a dial indicator that is un- 
surpassed for accuracy — unequalled for strength 
and durability. And it costs /ess.than jeweled 
types. This ‘‘functional’’ approach to design and 
manufacture is just one more reason why the 


ing Agents, and District 3 Vice 
President Tom Patterson were 
honored guests at the regular 
monthly meeting of the Purchas- 
ing Agents Association of Central 
Iowa recently. 

Local President Herb Lubke 
and National Director Bob Samp- 
son, plus. Solar Aircraft Corp. 
officials and Central Iowa _ pur- 


lifetime cost of Ames Dial Indicators is lower, : 
chasing agents were hosts at a 


luncheon at the Waconda Club 
in Des Moines, after which the 
entire party toured the local 
Solar plant. 

George Mosher, local education 
chairman, presided at an educa- 
tional forum held at the Kirk- 
wood Hotel later in the afternoon. 

Following a social hour, Mr. | 
Lubke opened the evening meet- 
ing during which Harold A. John- 
son of Look Magazine, and Allen 
Schroller of Armstrong Tire & 
Rubber Co. gave five-minute pres- 
entations on “Know Your Com- 
pany Better”. 

District 3 Vice President Pat- 
terson introduced Mr. Shillady 
who, as featured speaker, gave an 
inspiring .talk centered around 
“Values”. 


and why so many quality control engineers 
specify Ames as “preferred”, Write today for 
complete information. 


Representatives in principal cities 


CG) BCAMES CO 


~Q 31 Ames Street, Waltham 54, Mass. 
MANUFACTURERS OF MICROMETER DIAL GAUGES e MICROMETER DIAL INDICATORS 
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Milwaukee Learns of 
' Atomic Test Program 


The December meeting of the 
Milwaukee Association of Pur- 
chasing Agents opened with the 
regular commodity discussion. 
The “commodity” for this month 
was standardization. A new film 
entitled “Cost Reduction Through 
More Effective Buying” which 
was recently produced by the 
Purchasing Agents Association of 
Northern California opened the 
meeting. Norman Geiger, stan- 
dards engineer of the Falk Corp., 
showed slides and talked on set- 
ting up standards. 

Fred B. Rehm addressed the 
group on “Our Atomic Test Pro- 
gram.” Mr. Rehm is deputy air 
pollution control engineer of Mil- 
waukee County and chairman of 
the Radiological Defense Unit in 
Milwaukee County since 1950. He 
was present at most of the test- 
ings in Nevada and in an excep- 
tional talk told of his experiences 
there, 

He stated that after the first 
tests had been made on the Pa- 
cific Islands it was found so cost- 
ly that a continental site had to 
be found, The Nevada Test site 
was then established on a 20 x 30 
mile corner of a 40 x 100 mile 
section of the desert. Twenty- 
three million dollars is invested 
there in buildings, towers and 
roads. To date, 88 devices have 
been fired in tests, all requiring 
presidential and Atomic Energy 
Commission approval. 

When a device is fired, there 
are three groups represented. 
They are Weapons Development 
(for the Military Services), Civil 
Effect and Military Effect. After 
the firing, each of the groups 
makes its own tests and reports 
concerning their interests. Many 
of the devices fired have been 
equal to 100,000 tons of TNT. 

A very careful check has been 
kept on radioactive fallout by 150 
monitoring stations through the 
country. Fallout is from one of 
three sources: unexploded parts 
of the bomb, ashes, or parts of 
the tower. To date bombs have 
been exploded from 300’ to 700’ 
towers, from balloons and com- 
pletely underground to reduce 
fallout. 
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gives you complete information 
for fast, easy gear selection. 


In Horsburgh & Scott’s new Gear Catalog No. 57 
you get a// the information necessary to design 
and order the gearing offering greatest efficiency 
and operating economy for your industrial 
applications. 


Contains Useful New Features: 


@ Gear Material Selection Guide 

@ Heat Treating Information and Recommendations 

@ AGMA Class 1 Horsepower Rating Formulas and Tables 
@ Shaft Size Formulas 


© Gear Cutting Facilities at Horsburgh & Scott 


You'll find these and many more informative 
features in this new 112 page catalog. Send for 
your free copy of H & S Gear Catalog No. 57 
today. Please write on your company letterhead. 








THE /HORSBURGH & SCOTT co. 


GEARS AND SPEED REDUCERS Try 
5112 Hamilton Avenue 
Cleveland 14, Ohio 


—— - grec . 
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Ceiling’s the limit... 
with Hinde & Dauch boxes. How do your boxes 
stack up? Sturdy H & D boxes have: stacking 
strength built in. They stand straight. For top 


to bottom product protection, better see H & D. 


HINDE & DAUCH 


Division of West Virginia Pulp and Paper Company 


Authority on Packaging « Sandusky, Ohio 
15 Factories « 42 Sales Offices 
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N.A.P.A. Appointments 


H. L. Johnson, Westinghouse 
Electric Corporation, Columbus, 
Ohio, has been appointed by Na- 
tional Chairman Harold Berry to 
the chairmanship of the National 
Committee on Education project 
“Cutting Costs By Analyzing Val- 
ues.” 

Mr. Johnson succeeds W. J. 
Pierce, The Detroit Edison Com- 
pany, Detroit, Michigan. 

Mr. Pierce was recently ap- 
pointed chairman of District No. 4 
of the National Committee on Ed- 
ucation. 

ee * * + 

F. M. Neil, Union Steel Prod- 
ucts Company, Albion, Michigan, 
has been appointed by National 
Chairman H. E. Cross to the chair- 
manship of District No. 4 on the 
National Committee of Standard- 
ization. 

Mr. Neil succeeds R. L. Rams- 
dell, Hammond Machinery Build- 
ers, Inc., Kalamazoo, Michigan. 

ok oe * 

Wallace FE. Moore, Spartan 
Mills, Spartanburg, South Caro- 
lina, has been appointed by Na- 
tional Chairman F. V. Hanaway 
to the National Committee on 
Textiles, 

Mr. Moore will report on carded 
yarns and raw cotton. 

po * * 

After many years of service, G. 
L. Brown, F. C. Huyck & Sons, 
Kenwood Mills, Rensselaer, N. Y., 
has turned over his reporting as- 
signment to J. D, Chesney of the 
same company. 

The National Committee on 
Textiles is thus assured of a con- 
tinuation of important and _ in- 
formative reports. 

* * * 

James J. Ritterskamp, Jr., 
Washington University, St. Louis, 
Missouri, has, been appointed by 
National Chairman Harold Berry 
to the chairmanship of the 
N.A.P.A. Student Contest Com- 
mittee. d 

Mr. Ritterskamp will carry on - 
this important N.A.P.A. activity 


(Please turn to page 144) 
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BOE ROW OEEP nate BALC BEARINGS SELF ALIGNING BALL BEARINGS DOUBLE ROW DEEP-GAODVE BALL BEARINGS 





ANGULAR SPHERICAL ADLLER BEARINGS 








TYSON TAPERED MOL CER BEARINGS BALL THRUST BEARINGS 















“FY” FLANGED MOUNTINGS 








Which of these high quality, _ ball bearings, cylindrical, spherical and ta- 

anti-friction bearings will you need in “58? pered roller bearings in sizes ranging from 

INIWANNIONVE No matter what the type or size, you'll save the largest to the smallest. For a new look at 
time every time by calling — be- the entire line, make a note to call the near- 

cause makes a complete selection of — est Sos. distributor or sales office—soon. 

7806 


SKF Industries, Ir 


! 
NAME i 
P.O. Box 6731 , ; EVERY TYPE—EVERY USE 

Philadelphia 32, Pa COMPAN’ “ i ve 
“raves sae & 

- ! 

Please send me a free T f — ; 

! 

‘i —_—__—_- \ 

i 

1 


copy of Catalog 424-B, ‘SKF Spherical, Cylindrical, Ball, and “Tyson. Tapered Roller Bearings 


the broadest line of bearings “Reg. U. S. Pat. Off. 
in the anti-friction field.”’ CITY Pe ZONE TATE SKF INDUSTRIES. INC.. PHILADELPHIA 32. PA. 
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Because precision is always important, 








only the finest is good enough! 











Whether you’re working to tolerances of several thou- 

sandths or holding dimensions within a single “tenth”, - 
effective quality control and profitable operation demand 

that all work be measured against dependably accurate 

standards. That’s why, where precision is concerned, you 

can’t afford less than the best, regardless of price. 



































Easiest way to be sure of the best is to select Pratt & 
Whitney Gages. From start to finish . . . from the use of 
only the finest gage steels to the final lapping process .. . 

is Pratt & Whitney gives extra care and attention to every 
detail that can contribute to finer quality, greater pre- 
cision and better wear resistance. As a result, P&W 
Gages are accurate . . . stay accurate longer. Write now 
for complete information. Pratt & Whitney Company, 
Inc., 19 Charter Oak Blvd., West Hartford, Conn. 






























































GAGE BLOCKS ... CONVENTIONAL GAGES , . » SUPERMICROMETERS 











PRATT & WHITNEY 


FIRST CHOICE FOR ACCURACY 
MACHINE TOOLS - GAGES + CUTTING TOOLS 
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(Continued from page 142) 


which has been handled by E. M. - 
Krech, J. M. Huber Corporation, 
Hillside, N. J. 


* * * 


Philip E. Tobias, Glens Falls 
Portland Cement Co., Glens Falls, 
New York, has been appointed 
by National Chairman W.°H. Geh- 
ring to the National Committee 
on Coal. 

Mr. Tobias will serve on the 
Seaboard Region Committee un- 
der the direction of Regional 
Chairman R. C. Beaudine. 


Buffalo P.A.’s Make 


Jobs Fun 


The Purchasing Agents Asso- 
ciation of Buffalo held their an- 
nual Executives Night with an 
outstanding attendance of pur- 
chasing agents and their company 
executives. As special guest 
speaker for the occasion, the as- 
sociation’s program chairman, E. 
W. Noble and his committee were 
fortunate to acquire a most noted’ 
lecturer, humorous educator and 
philosopher, Dr. Carl C. Byers. 

Dr. Byers’ talk was by asking 
a question on, “Your Job—Is It 
Work or Fun?”. It was a topic 
on which every individual talks 
about, whether at home, work or 
play. All jobs are work but not 
all jobs are fun, unless the work- 
er has the attitude and person- 
ality in making his job fun. To 
have these attributes an individ- 
ual must have a good sense of 
humor which depends on his own 
attitude. 

Every person must take time 
out for laughter, or in simple 
philosophy, take the cob webs out 
of his ears or one saying every- 
one has heard, “Wake Up and 
Live”. There is a lot of saying in 
these four words, stop and give 
it a thought. To make your day 
a day of joy, start it out by laugh- 
ing at home before leaving for 
work. Try it! Not everybody at 
the meeting had a smile but when 
Dr. Byers started his humorous 
talk, he had everybody in smiles, 
laughter. 

The Advanced Purchasing 
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Techniques Course will be con- 
ducted this year at the Univers- 
ity of Buffalo, in the new 
Medical Dental Building. The 
course will have five sessions 
starting January 28th, 1958 and 
concluding March 12th. Jack 
Rutherford, chairman of educa- 
tions, and his committee have de- 
voted many months of hard work, 
selecting the proper talks and 
speakers. 

The starting meeting, January 
28th, the talk will be on “Com- 
munication” given by Lewis J. 
DeRose, of DeRose & Associates. 
Februery 4th: “Purchasing and 
Engineering” by Len Neuberg, 
Aluminum Company of America. 
February 17th: “What Part Pur- 
chasing Plays in the Management 
Function”, by John A. Hill, presi- 
dent of Air reduction Co., Inc. 
February 25th: “How to Buy”, 
a pane] of six purchasing agents. 
March 12th: dinner and last ses- 
sion meeting on “How to use the 
Business Survey in Purchasing”, 
given by Chet Ogden, The Detroit 
Edison Co. 


Milwaukee Ass’n Hears 
Speech by Educator 


The Milwaukee Association of 
‘Purchasing Agents heard a talk 
at a recent meeting by Howard 
F. Gramlich, educator and gov- 
ernment advisor, on the subject 
“Common Sense Versus Confu- 
sion.” 

Mr. Gramlich said that pur- 
chasing agents must stay abreast 
of new innovations and accept 
them happily. Although many of 
these developments and rapid 
changes have caused some confu- 
sion, he added, the difficulties can 
be overcome and the new prod- 
ucts accepted. “In the face of these 
constant changes and confusion,” 
he noted, “we should play the best 
part we can—not resist any of 
these changes—and live longer.” 

Preceding the dinner and ad- 
dress, oil was the commodity dis- 
cussed by the group. A film de- 
picting the story of oil, “A Star is 
Born,’ was shown, and was fol- 
lowed by questions from the floor. 
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ARE ACCURATE! 
STAY ACCURATE! 





Accurate to millionths for size, flatness and parallelism, 
Pratt & Whitney HOKE® and USA Precision Gage 
Blocks meet or exceed every Bureau of Standards re- 
quirement. They stay accurate longer, because they’re 
harder. First in the field, only P&W produces the 
HOKE® Block . . . the original square block with the hole 
through the center for easy assembly with tie rods. 


Broad or extremely close tolerances, whatever your work 
requires, effective quality control and efficient produc- 
tion always demand comparison against an accurate 
fixed standard. That’s why your choice should be Pratt 
& Whitney Precision Gage Blocks for permanent pre- 
cision you can count on. Write for complete information. 
Pratt & Whitney Company, Inc., 19 Charter Oak Blvd., 


West Hartford, Conn. 
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STANDARD MEASURING MACHINES. . COMPARATORS . . AUTOMATIC A@iD AUTOMATION GAGES 


Pratt & WHITNEY 


FIRST CHOICE FOR ACCURACY 
MACHINE TOOLS + GAGES + CUTTING TOOLS 





—_Industry Developments 





Two Steps Forward in the 


Powder Metal Industry 


Two DESIGN innovations in 
multiple-motion hydraulic presses 
have opened the door to a draft- 
ing room full of possibilities . . . 
possibilities for compacting pow- 
der metal to make large, com- 
plex metal parts . . . parts with 
superior functional qualities at 


costs competitive with parts pro- 
duced by machining or other con- 
ventional methods. Examples: 
heavily stressed gears, cams, and 
other moving parts. Used, for ex- 
ample, in automobile transmis- 
sions, and washing machine 
drives. 


This 300-ton multiple-motion hydraulic press has three lower punch 
motions, proportional pressing for the compression strokes of these lower 
punches, and two upper punch motions. Depth of fill and length of the 
compression strokes are adjusted by motor-driven mechanical stops. 
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The first of the innovations, 
proportional pressing, makes it 
possible for a multiple-motion 
hydraulic press to accurately pro- 
duce a part that is of almost 
uniform density throughout. Pro- 
portional pressing allows the two 
lower compacting punches to start 
their upward compression strokes 
at different levels and move at 
different rates but arrive simul- 
taneously at their final, full-com- 
pression level. The result is a part 
with a high degree of uniformity 
in density, and greater accuracy 
in dimensions. 

The second innovation is a con- 
trol system that enables the press 
operator to adjust the press mo- 
tions by just pushing buttons 
on a control panel. The buttons 
control the press motions through 
motor-driven mechanical stops. 
Position of each stop is read di- 
rectly to one ten-thousandth of 
an inch on a 5-digit counter. The 
counters are all located, of course, 
on the control panel. Making 
note of the final press set-up for 
a specific part, the press operator 
can very easily re-create the set- 
up when that same part is again 
placed in production. All he has 
to do is duplicate the previous 
dial-settings. 

The F. J. Stokes Corporation, 
Philadelphia, has _ incorporated 
these two time-saving features in 
their new series of multiple-mo- 
tion hydraulic presses. There are 
five models in the new series, 
ranging in pressing capacity from 
50 tons up to 500 tons, and cap- 
able, respectively, of making 
parts from 6 inches in diameter up 
to 14 inches. The presses take 
about one year to manufacture, 
and about three months to test. 
and install. 
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The York Division of Borg- 
Warner Corporation, York, Penn- 
sylvania, has concluded negotia- 
tions with the Lehigh Manufac- 
turing Co., Division of Lehigh, 
Inc., Easton, for the purchase of 
that company’s automotive air 
conditioning compressor design 
and related manufacturing facil- 


ities in Lancaster, Pennsylvania. 


The division is planning an en- 
gineering and research program 
at its research laboratory to fur- 
ther expand its activities in auto- 
motive air conditioning. Several 
new products have reached the 
final stages of development and 
will be released for manufacture 
at the company plant by the fall of 
1958. These represent the com- 
pany’s entry into new potential 
markets. 


On ground broken this summer 
Marion Electrical Instrument 
Company has completed and put 
into use a 20,000 square foot ad- 
dition to its modern 40,000 square 
foot plant at Grenier Field, New 
Hampshire. The primary use of 
the new area is for assembly, 
calibration and inspection of in- 
tegrated flight systems, aircraft 
instruments and airborne mech- 
anisms. Shipping room facilities, 
parking and recreation areas have 
also been expanded. 


Ray] Industrial Supply, a divi- 
sion of The Rayl Company, has 
been purchased by Peninsular 
Distributing Company, Detroit, 
Michigan. The company will con- 
tinue to be operated under the 
same name as a division of Penin- 
sular. Headquarters will remain 
at 23440 Woodward Avenue, 
Ferndale, Michigan. 


Kelley Company, Inc., Milwau- 
kee, Wisconsin, has announced 
the removal of its offices to new 
and larger manufacturing quart- 
ers at 2129 West Mill Road. The 
company manufacturers hi-lo 
automatic dockboards. 


A new firm has been established 
known as The Index Industrial 
Corporation, 150 Broadway, New 
York. The company handles the 
importation and distribution of 
several lines of famous heavy ma- 
chine tools. 
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Typical NBD bronze bushings 
in 2,3, and 4-inch diameters 


“ten-SHUN!” 


bushings in 


These bushings could be bigger or smaller, depending 
on what you need! NBD casts them to any size, 

any weight... stocks standard sizes for fast 

delivery. We machine them to precise tolerances, 

can handle sizes up to 72 inches in diameter. 


NBD specializes in bronze metallurgy and casting 
techniques; has developed more than 40 special alloys 
for bushings, bearings, gear blanks, pump components 
and other parts. Completely equipped for shell mold, 
cast-to-size and centrifugal casting. 


Need simple bronze bushings... or big, complex 
castings, rough or finish-machined? Call or write us 
for quotes or information. 


NATIONAL BEARING DIVISION 


717 Grant Buliding e Pittsburgh 19, Pennsyivania 


f Brake Shoe | 
ve a NY PLANTS IN: CHICAGO e ST. LOUIS © MEADVILLE, PA. 
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WHEN YOU NEED 


r 


TUBULAR RIVETS 


_ > - - le 


_——— 


IN A HURRY... 


...are within overnight trucking 
distance of your assembly line 


om ——— 


Rivets can create “king-size” headaches when 
they aren’t at your assembly line in the quantity 
you need—when you need them. 


To give you unmatched delivery service on 
tubular rivets, Milford has five manufacturing 
plants and twenty sales offices strategically lo- 
cated across the country’s industrial beltline. 


To cut delivery time and production costs, to 
improve product appearance, to assemble your 
product on automatic rivet-setting machines— 
get in touch with Milford! 


TUBULAR RIVETS 
RIVET-SETTING MACHINES 
COLD-FORMED PARTS 


MILFORD 
MILFORD 


RIVET 


& MACHINE CoO. 


MILFORD, CONNECTICUT @ HATBORO, PENNSYLVANIA 
ELYRIA, OHIO @ AURORA, ILLINOIS @ NORWALK, CALIF. 
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A test stand has been built for 
Lear, Inc., Grand Rapids, Michi- 
gan by the J. N. Fauver Com- 
pany, Detroit, Michigan for testing 
components at 275° F. Equipment 
includes a variable volume piston 
pump for up to 3000 psi. Flow 
meters are used for accurate fluid 
measurement. Filtration system is 
incorporated for removing all 
particlés down to 10 microns. A 
special arrangement is provided 
for by-passing all fluid to tank 
when the filters are plugged 
rather than by-passing dirt iato 
the system through the overload 
protection. 


Aercflex Corporation, a sub- 
sidiary of Arcos Corp., Philadel- 
phia, Pennsylvania, has  an- 
nounced the opening of a new 
15,000 square foot, straight-line 
production plant in Philadelphia 
to increase production of stainless 
steel and low alloy steel sub- 
merged arc welding fluxes. It will 
more than double the present pro- 
duction facilities. The modern, 
one-story brick building is being 
equipped with mixers and kiln 
dryers of the latest design as a 
means of insuring both high pro- 
duction and a uniform quality 
product. In order to maintain a 
continual check on the quality of 
the stainless and low alloy steel 
submerged arc welding fluxes, the 
newest type submerged arc weld- 
ing equipment is being installed. 
This will be used not only for 
quality contro] purposes, but also 
as a customer service. Test will 
be made under simulated field 
conditions with the submerged arc 
welding equipment utilizing actual 
customer materials. In this way, 
the company will compound fluxes 
to specific customer needs. 
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new thermocouple 
is spring loaded 

to maintain 
continuous contact 


This new Honeywell thermocouple keeps in continuous 
contact with the work surface, even though the surface may 
expand, contract er become displaced during operation. It 
assures accurate temperature measurement of internal 
surfaces such as those of plastic extrusion machines or 
generator bearings. 


The tip of the thermocouple is held securely against the 
work surface by an Inconel-X spring. Moreover, the spring 
permits insertion of the thermocouple in holes varying up 
to + %”" from the specified depth. 


For easy inspection and replacement, the thermocouple 
assembly is provided with a bayonet adapter to fit a !4” 
NPT pipe connection. The assembly itself is fitted with a 
corresponding cap to engage this adapter. 


Call your nearby Honeywell Supplies Man for complete 
details. He’s as near as your phone. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., Industrial 
Division, Wayne and Windrim Avenues, Philadelphia 44, 
Pa.—in Canada, Toronto 17, Ontario. 


iH| Honeywell 
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MOVING TIP FOR PURCHASING AGENTS: 


Mayflower “Tailor-Made” Service 
Assures Reliable Exhibit Schedules 


Tailor-made is right! Mayflower’s moving experts study the individ- 
ual needs of your display .. . work right with the builder, if necessary. 
They help you plan and synchronize the moving schedule . . . provide 
“exclusive use” van service, if desired ... storage and extra help when- 
ever and wherever it’s needed. 

The Mayflower van operator in charge of your display is scientifi- 
cally trained in this type of moving... his helpers especially briefed on 
your particular job! 

Whether it’s a single booth or a whole fair . .. whether it’s one stop 
or ten... move it by Mayflower. You'll sleep better at night! 


AERO MAYFLOWER TRANSIT COMPANY, INC.+INDIANAPOLIS 


AERO 


ayflower 


NATION-WIDE 
FURNITURE MOVERS 


Chnewiead frre lang-dellince moving. Mwitl 
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The Wagner Electric Corpora- 
tion St. Louis, Mo., has recently 
expanded their St. Louis plant by 
more than 28,000 sq. ft. of floor 
space with the addition of a new 
manufacturing building. The new 
building was designed to meet the 
company’s need for increased 
manufacturing facilities on _ its 
present property. It was decided 
to utilize a space 75 ft. wide by 
380 ft. long between existing 
buildings. The unique feature of 
the new building is that it was 
erected by suspending a roof be- 
tween the outside wall of one 
building and the outside walls of 


‘two facing buildings. Two end 


walls were erected and a floor 
laid to enclose the area and com- 
plete the new building 


Wagner Brothers Inc., Detroit, 
producers of chemical supplies 
and automatic plating machines, 
has purchased outright the Auto- 
matic Molding Machine Co. of Los 
Angeles, Calif., including patent 
rights to the firm’s automatic com- 
pression and injection molding 
presses for plastics. The West 
coast plant will continue to op- 
erate at its present site. However, 
the recently developed press, 
built in sizes from 10 to 100-ton 
capacities, will be marketed on 
a nation-wide scale. 


Approval of a merger of the J. 
S. Thorn Company, Philadelphia 
manufacturer of aluminum build- 
ing products with Fenestra In- 
corporated, Detroit, Michigan, was 
voted during a special meeting 
of the latter’s shareholders. The 
acquisition had been previously 
approved by boards of directors 
of both companies and by Thorn 
shareholders. The Thorn company 
and staff will operate as the 
Aluminum Division of Fenestra. 
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ORDER YOUR OWN COPY 


OF PURCHASING MAGAZINE 


A personal subscription to PURCHASING delivers a fresh, 
new copy right to YOUR desk . . . or YOUR home .. . as 


soon as it comes off the press. 













Your name on the mailing label of the magazine means that 
YOU get first crack at the factual articles that dominate every 
issue Of PURCHASING. 











YOUR own copy means that you can take your time and 
completely digest all the valuable cost-saving ideas that are 
in every issue of PURCHASING— ideas that help PURCHAS- 
ING subscribers do a better job for their company. 





HOME or OFFICE: Your personal copy DEPARTMENT HEAD: The low cost of $4.00 per subscrip- 








can be mailed to you at your office . . . or at tion will be returned many times over if additional copies of 
your home . . . wherever you feel you have PURCHASING are made available to the members of your 
the time to get the maximum benefit out of staff. The thought-provoking articles will help your personnel 
the editorial contents that are of specific contribute more to the profitable, efficient operation of your 











interest to you. department. 





The order form below is to help you get your personal subscription. Clip it out and mail today. OR write in No. 500 in Reader's Service 
card (on page 32) and mail postage free. 


one YEAR 941 26 Issues 


MAIL NOW 


NEW SUBSCRIPTION ORDER 


PURCHASING, 205 E. 42 St., New York 17, N. Y. 


Please enter a one (1) year subscription to PURCHASING 
Magazine, and bill me for $4.00. 


(This rate applies to U. S. and possessions only) 
[] Mail subscription to my office 















[| Mail subscription to my home 





COMPANY 





COMPANY 
ADDRESS 






PRINCIPAL 
PRODUCT 


HOME 
ADDRESS. . 
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Five important 
reasons why 





Power ire 





best solves 
your industrial 
ventilation 
problems: 


1. Complete line: Broadest 
product line of air-moving equip- 
ment for every industrial require- 
ment. 


2. Certified performance: All 
Power Line Fans are rated by 
PFMA and by NAFM. 


3. Backed by 33 years of spe- 
cialization in manufacture of 
highest quality ventilation equip- 
ment. 


4. Competitively priced to 
give you important cost savings 
in initial investment and in main- 
tenance. You get the precisely 
right product to fit your require- 
ments. You don’t over-buy with 


equipment too large or under-buy 
with equipment too small. 


5. Sold only through qualified 
ventilation specialists. You get 
expert technical advice and serv- 
ice from the survey of your re- 
quirements right through to the 
completion of your installation. 


YOURS ON REQUEST: Big 
20-page Power Line Catalog gives 
complete facts about industrial 
ventilation, including selection of 
proper type and size of fan, cal- 
culation of duct resistance, and 
installation procedures, plus fea- 
tures, dimensions, specifications 
and performance data.Without ob- 
ligation write for your free copy 


of Catalog No. 96, 


POWER LINE FAN COMPANY, INC. 


Subsidiary of Chelsea Products, Incorporated 639 South Avenue, Plainfield, New Jersey 
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Rockwell Manufacturing Com- 
pany, Pittsburgh, Pa., has an- 
nounced that its new 180,000- 
square-foot plant at Kearney, 
Nebraska, is now in limited pro- 
duction. Approximately 75 em- 
ployees are already at work in 
the new plant, which manufac- 
tures Rockwell-Nordstrom lubri- 
cated plug valves for the petro- 
leum, natural gas, chemical and 
other fluid-producing and fluid- 
using industries. The new plant, 
which cost more than $2 million, 
is a one-story brick and tile 
structure located on a 52-acre 
plot. Valves will be completely 
machined, assembled and tested 
there. 


Exide Industrial Division of The 
Electric Storage Battery Com- 
pany, Philadelphia, has created a 
new department to concentrate 
special company efforts in the 
rapidly growing guided missile 
field. Called the missile applica- 
tions department, the new unit 
will handle all phases of develop- 
ment, engineering, manufactur- 
ing and sales of Exide missile bat- 
teries. Heretofore, most -of the 
division’s activities in the missile 
battery field were handled 
through regular departments. Ef- 
fect of the reorganization is to 
merge all such activities into one 
new department. 


Ground has been broken for a 
new $350,000 split ballbearing 
plant in Lebanon, N.H., for Mini- 
ature Precision Bearings, Inc., 
Keene, N.H. Plants call for the 
new 30,000 square foot plant, 
which will be located on a fifteen 
acre site, to be completed by early 
next summer. At that time, Split 
will move from its present plant, 
also in Lebanon. 


PURCHASING 





‘vy {eh 


[arpenter 


Stainless and Super Corrosion-Resistant a. 


nd 


TUBING - PIPE - SPECIALTY PRODUCTS AnALysts 


TYPICAL SHAPES 
\) 


hm) OOUu 


TRAPEZONW REC TANGLE On -Le AIRFLOW TURBINE 


FINISHES 


FLAT OVAL 





COe MLLER Fas Pemenee® wreRauc ie Ougrismee Dan! ammo: SAMI TAR 60 GRiT 
ORME : 


MEME D em PD ED 
SPECIAL ANALYSES 
}-—_—___———— CARPENTER No 80 ane 80-C— ———————_______o 


TI TAsIUR TUBING ane PIPE SHEET ane STR PLATE 
TUBING 
SIZE 
s00 
ad — 
scMeouLe & SCHEOVLE 10 SCmPouLt 40 


sizes- Ye" to 4" BWG GAUGES 35 To 9 


Experienced hands at solving many 


corrosion and heat problems 


solve a vast assortment of corrosion and heat 
problems. Carpenter’s meticulous quality control 
assures you of getting tubing and pipe of the highest 
possible degree of perfection. Technical and metal- 
—— SUPER CORROSION-RESISTANT lurgical assistance with your materials selection and 
one a0 991 TYPES fabrication and nation-w ide service on your require- 
304 316 347 §f Carpenter Stainiess No. 20Cb ments are available through qualified Carpenter 
304L 316Cb 348 Carpenter 7Mo 


309 4: ~=Mkneaeeasiene Distributors and Representatives in over 40 cities. 
309S 317 442 Carpenter Alloy C 


309SCb 317L 443 §f Titanium 55 and 70 Put your problems in Carpenter’s capable hands 
today. Ask for Bulletin T.D. 120. 


Your choice of over 35 analyses for 
e corrosion resistance e¢ heat resistance 
e light-weight strength 





Other specialty grades in various stages of development 
are available: Zirconium, Zircalloy II, 19-9 DL, Invar, 
HiMu80, N-155, Haynes No. 25 (L-605), Hastelloy F 
and Hastelloy X, Armco 17-7PH, Titanium alloys, (gm The Carpenter Stee! Company 
A-286 and others. seaman Alloy Tube Division, Union, N. J. 


Export Dept.: The Carpenter Steel Co., Port Washington, N. Y.—“*CARSTEELCO” 





eer eeeeeesseseeSe--ee°"™= 


Here’s why it will pay you to consult Carpenter 

about corrosion and heat-resistant tubing for pres- 

sure, mechanical, structural and sanitary require- 

ments: The wide variety of types, grades, shapes, 

finishes and sizes illustrated can be supplied in the 

many standard and specialty analyses listed above, 4 e e 
You benefit from over a quarter century of experi- Stainless Tubing & Pipe 


ence in helping equipment designers and builders 
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There is 4 
difference 
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Regardless of your abrasive 
needs—coated abrasives, 
grinding wheels, honing 
stones, abrasive grain—Mid- 
West, with its modern facil- 
ities, vigorous research and 
development and trained 
abrasive engineers is your 
One sure source for complete 
satisfaction. 


and progressive 
thinking makes 





the difference 


MID-WEST ABRASIVE Co. 
AB y A SIV ES 510 S. Washington St., Owosso, Mich. 
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John T. Castles has been ap- 
pointed sales manager for the 
silicone products department of 
the General Electric Company, 
Waterford, New York. Formerly 
manager of rubber market de- 
velopment, Mr. Castles succeeds 
Jerome T. Coe who has become 
the department’s marketing man- 
ager. 


Trent Tube Company, East 
Troy, Wisconsin, a wholly-owned 
subsidiary of Crucible Steel Com- 
pany of America, has announced 
two appointments in its general 
sales department. Charles A. 
Kuhnmuench has been named 
sales manager for the Chicago- 


C.Kuhnmuench  W. H. Collins 


Indianapolis-St. Louis district 
with headquarters in Chicago. 
William H. Collins has been 
made sales manager to replace 
Mr. Kuhnmuench in the Pitts- 
burgh-Cleveland-Cincinnati dis- 
trict. Mr. Collins previously had 
been sales manager for the com- 
pany’s New York district. He 
will make his headquarters in 
Pittsburgh. 


Tubular Rivet & Stud Com- 
pany, Wollaston, Mass., has 
opened a branch office in Los 
Angeles. Philip V. Bray, a 22- 
year veteran with the company 
has been promoted to manager 
of the new office. It will serve 
California, Colorado, Arizona, 
Nevada and Utah. Announcement 
was also made of the appointment 
of Daniel W. Schluter as district 
sales manager of the New York 
and New England territories. Mr. 
Schluter’s headquarters will be at 
the company’s general office in 
Wollaston. 
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The General Electric Company, 
Syracuse, New York, has an- 
nounced the appointment of 
Christian J. Goodman, Jr., as 
product sales manager in the 
Semiconductor Products Depart- 
ment. At the same time the 
company announced the appoint- 
ment of Arling Woolaver to re- 
place Mr. Goodman as district 
sales manager for New Jersey 
and eastern Pennsylvania. 


Jeremiah J. Sullivan, Jr., has 
been appointed sales engineer by 
Taylor Fibre Co., Norristown, Pa., 
manufacturers of vulcanized fibre 
and laminated plastics. He will 
cover the Philadelphia territory. 
Mr. Sullivan has been a salesman 
for the Crosland Equipment Com- 
pany, Philadelphia, distributors 
for the Materials Handling Divi- 
sion of Allis-Chalmers Manufac- 
turing Company. 


Russell F. Derr, widely-known 
steel sales executive in the De- 
troit area and a former General 
Motors Corporation employe, has 
been appointed assistant general 
manager of sales for Jones & 
Laughlin Steel Corporation, Pitts- 
burgh. Mr. Derr has been Detroit 
district sales manager for Pitts- 
burgh Steel Company since 
February, 1952, and before that 
had spent 13 years with General 
Motors in various capacities. In 
his new capacity his offices will 
be in Detroit. 


William B. Hammond has been 
appointed sales manager of the 
American Metal Hose Division 
of The American Brass Company, 
Waterbury, Connecticut. Mr. 
Hammond joined the Anaconda 
subsidiary as a sales trainee in 
August 1946, following World 
War II. He has been a division 
sales representative in both 
Chicago and Detroit. Since 1954, 
Mr. Hammond has been assistant 
sales manager of the division at 
its Waterbury headquarters. 


Appointment of Edward J. 
Masterson as central district sales 
manager of Body Bros., Bedford, 
Ohio, has been announced. Mr. 
Masterson will be in charge of 
sales in the Ohio, western New 
York and western Pennsylvania. 
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Smart way to buy stampings... 


LOOK AT ALL THREE” 


Our ability to 


use the best of three stamping techniques, 


each our own exclusive development, assures lowest 






AN 
1 
i 


A FEW PIECES 


—at 
Experimental 
or Pilot Stage 





SHORT RUNS 


PRODUCTION 
RUNS 
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possible cost on any quantity — one to a million or more. 


. 
x. 


NO DIES! Our machine cut 
method, applying custom-built 
slitters, cutters, saws, files and 
stock punches—PLUS special tech- 
niques and skills—produce these 
small quantities at very low cost. 


TEMPORARY LOW-COST 


TOOLING! To produce something 


more than a few, but less than high 
production quantities, our simple 
contour dies— PLUS special purpose 
presses —keep costs low. 


MODEST DIE CHARGES on 
larger quantities! Here is where our 
regular production toolings apply 
to advantage . . . to deliver high 
quantity Stampings, and at lowest 
possible unit cost. 











COST OF TOOLS AND LABOR 
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May we quote on your next stampings 
job? No cost. No obligation. 


*With apologies to a great auto maker 
and a great ad campaign of yesteryear. 




















NUMBER OF PIECES 





© LAMINATED © 





160K Free 12-page booklet shows how to 
save on stampings . .. wrile for it. 
STAMPINGS 
DIVISION 


“One Piece or a Million” 
2401 Union Street, Glenbrook, Conn. 
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Ultixeyaan 
Class 3 Fit 


BOLTS 
NUTS 
STUDS 


TITANIUM 


Carbon Steel 
Alloy Steels 
Stainless Steels 
Silicon Bronze 
Naval Brass 
Monel Metal 


You can depend on 
a uniform Class 3 
fit if required 
when you buy 
Pawtucket 
threaded 

fasteners. 

Standard items 

or specialties — 

all Pawtucket 
products are 
accurately made in 
standard dimensions 
or to your 
specifications. Heat 
treating with 
precision-controlled 
modern equipment. 


BETTER BOLTS SINCE 1882 


AUCH 


7) MANUFACTURING COMPANY 


“Oe ° Pawtucket, R. 1. 
_Ht\ uit tee PLACE TO SOLVE YOUR BOLT PROBLEMS 
, M 
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N.Y.C. Clerical Salaries 
Outrace Factory Wages 


Salaries of white collar work- 
ers in New York City have risen 
faster than factory wages in the 
last ten years, according to the 
Office Executive Association of 
New York, Inc., New York. 

An OEA survey shows a 71 per 
cent rise in clerical salaries be- 
tween 1947 and 1957, compared 
to 65 per cent increase in the 
paycheck of factory workers. Of- 
fice workers have also had in- 
direct pay hikes in the form of 
shorter work weeks, overtime pay 
and many fringe benefits, says the 
OEA. 

The association notes the city’s 
consumer price index has risen 
between 20 per cent and 23 per 
cent over the ten. year period, 
indicating that the clerical salary 
rise has not been completely dis- 
sipated by higher living costs. 


Sell Management on 
Standards, Cross Urges 


One way to sell top management 
on the value of setting up pur- 
chasing standards is to demon- 
strate that such a program saves 
the company money, Harlan 
Cross, purchasing agent, United 
States Pipe & Foundry Company, 
Birmingham, Alabama, said re- 
cently. 

He spoke at the Eighth Nationa 
Conference on Standards in San 
Francisco’s St. Francis Hotel. The 
conference was held in conjunc- 
tion with the 39th annual meeting 
of the American Standards Asso- 
ciation. 

Elaborating on how to sell man- 
agement, Mr. Cross listed the 
steps as follows: (1) on the basis 
of experience of other companies, 
(2) through the opinion of ex- 
perts, and (3) most important of 
all—on the basis of actual ex- 
perience with specific problems 
worked out in one’s own company, 
and the reporting of cost reduc- 
tions made thereby. 

He said considerable guidance 
for setting up a standardization 
program could be obtained from 


the National Association of Pur- 
chasing Agents “Standardization 
Manual.” 

“Just as standardization works 
to aid purchasing,” Mr. Cross 
stated, “an alert purchasing de- 
partment can assist in spotting 
symptoms and conditions within a 
company where the lack of stand. 
ardization is contributing to con- 
fusion, inefficient buying and loss 
of profit. Purchasing executives, 
because of their daily contact with 
many of these problems, are the 
logical people to spot them and 
call management’s attention to 
them.” 


Danger Signs 


According to Mr. Cross, the 
more readily detected ailments 
are (1) excessive stocks of mate- 
rials and replacement parts being 
purchased, (2) slow movement 
and stagnation of certain stock 
items, (3) time lost in often fruit- 
less searches for items which 
alone will serve a need, (4) 
private stocks accumulated by de- 
partments, (5) too great a num- 
ber of varieties and sizes of mate- 
rials, (6) excessive number of 
trade-named items being pur- 
chased rather than on a specifica- 
tion basis, (7) lost motion and 
confusion in the requisitioning 
and purchase of materials, (8) too 
great a number of specially de- 
signed items being purchased, and 
(9) lack of uniformity in the 
terminology used to describe the 
items. 

When conditions such as these 
arise it is time to examine the 
situation to see what parts, pur- 
chasing steps, or materials can be 
eliminated. 

Mr. Cross spoke at the “How 
Companies Improve Cost Picture” 
session sponsored jointly by the 
National Association of Purchas- 
ing Agents and Company Member 
Conference of ASA. 

Other speakers scheduled for 
this session included E. O. Ray- 
mond, Shell Oil Company, Port- 
land; Carl Wilensky, Ames Har- 
ris Neville Co., San Francisco; 
and R. A. Fuller, E. I. du Pont de 
Nemours and Company, Wilming- 
ton, Delaware. 
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Hoover Honed Raceways — 


only 





[ODOuer 


gives you 


which are not only ground, but also 
fully honed with a unique process 
developed and used only by Hoover. 
The result: super smooth, superbly 
finished raceways of microscopic ac- 
curacy and perfection. 


Micro- Velvet Balls ———"~ 


made of the finest of selected high 
carbon chrome alloy steel, uniformly 
hardened throughout, then surface 
finished so perfectly that roundness 
and diameter are accurate within 
millionths of an inch! The gleaming 
surfaces are absolutely free of even 
the tiniest of defects. 


Perfectly Matched 


ball complements are fitted into per- ° 


fectly matched raceways .. . a final 
quality step that pays off in maxi- 
mum load capacity, hushed quiet- 
ness and extra long life for which 
Hoover Ball Bearings are so ‘well 
known. Bearing types available: 
single row, single and double shield, 
combination felt seal and shield, 
double row, cartridge, single and 
double contact seal. 


ANN ARBOR, MICHIGAN 


TT 
——« 


— 
— 
—_— 


Hoover Honed and Micro- Velvet are Hoover Trademarks 


| /ooou 


BALL AND BEARING COMPANY 





4 


SALES OFFICE AND WAREHOUSE: 2020 SOUTH FIGUEROA, LOS ANGELES 7, CALIF 
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WRITE FOR YOUR COPY 
OF THE HOOVER 
HANDI-BOOK OF ANTI- 
FRICTION BEARINGS. 
Keep accurate, con- 
cise information at 
your fingertips to 
help you select prop- 
er bearings and solve 
bearing problems. 








Campbell “Customized” Sling Chains 


PUT THE ASSEMBLY 
YOU NEED 
"YESTERDAY" 


Now, the new Campbell ‘‘Customized”’ Sling 
Chain Assembly Program gives you sling 
chains as you want them . . . when you want 
them. Here’s how this fast, flexible service 
works for you. You can: a) Maintain your 
own stock of Campbell component parts; 
and assemble slings right on-the-job; b) 
get immediate delivery on assemblies and 
components from your Campbell Dis- 
tributor; c) get immediate shipment 
ordered through your Campbell Dis- 
tributor on slings made-up at the 

nearest Campbell Warehouse or 


Factory. 


c* t A 
at 

sfrcatl S 
areata 


v 
cam 


@w at ante 


Campbell Certificate of Test: 
Guarantee of Performance 
Campbe]l Certificates of Test protect you both for Campbell component 
parts, and the complete “Customized”? Assemblies you get from your 
Campbell Chain Distributor or Warehouse. Call your Distributor for 
details on how the Program meets the requirements of your operation. 


SEND TODAY for your free copy of 


Campbell's “Customized” Sling Chain Brochure No. CSA-1 


CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa 
E. Cambridge, Mass.— Seattle, Wash.—Portland, Ore. 
Sacramento, San Francisco, Los Angeles, Calif. 


CAMPBELL 
CHAIN 
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P. A.’s Play Active Role 
at Standards Conference 


Speakers at the Eighth Na- 
tional Conference on Standards— 
Session on Purchasing, Engineer- 
ing and Design (1. to r.) E. O. 
Haymond, purchasing agent, Shell 
Oil Company, Portland, Oregon 
and Western vice chairman of 
NAPA Standardization Commit- 
tee; Harlan E. Cross, purchasing 
agent, Supplies, United States 
Pipe and Foundry Company, 
Birmingham, Alabama and chair- 
man NAPA Standardization Com- 
mittee; Carl M. Wilensky, pur- 
chasing agent, Ames _ Harris 
Neville Company, San Francisco 
and_ standardization chairman, 
Northern California Purchasing 
Agents Association; and D. F 
Engstrom, Development Super- 
visor, Cutler-Hammer, Inc., Mil- 
waukee. 

The session was held Nov. 14, 
during the three day conference 
(Nov. 13-15), at the St. Francis 
Hotel in San Francisco. 


Urge Streamlining of 
Terminated Contracts 


Cumbersome procedures in the 
Defense Department for settling 
terminated contracts are adding 
to the total cost of defense and 
should be streamlined, says the 
Chamber of Commerce of the 
United States. 

Current procedures, as set forth 
in Section VIII of the Armed 
Services Procurement Regulation, 
often delay settlements for as long 
as two years, the Chamber asserts, 
at considerable cost to the govern- 
ment. The process of screening 
and disposing of terminated in- 
ventory takes up most or all of 
the 60-day period for plant clear- 
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ance, during which the contractor 
has to store and maintain the 
property on his own premises, it 
adds. The organization recom- 
mends that the government take 
possession of all inventory it 
selects for screening as soon as 
inventory schedules have been 
submitted and the contractor 
should be allowed to retain or 
dispose of the rest immediately. 


No Intervention 


The Chamber says another ob- 
stacle to prompt settlements is the 
lack of uniformity among the mili- 
tary services and _ contracting 
agencies, particularly in the audit- 
ing methods. In addition, the 
Chamber suggests that the gov- 
ernment should not intervene be- 
tween contractors and their sup- 
pliers and subcontractors except 
in cases where intervention is 
clearly advisable. 

The rules of Section VIII, now 
prescribed unilaterally by the 
government, should be formu- 
lated by agreement of government 
and industry, the Chamber argues. 
It has recommended to the De- 
fense Department that a joint 
Defense Department-industry ter- 
mination committee be appointed 
for this purpose. 


New York Seminar Set 
for Standardization 


A seminar on industrial stand- 
ardization, led by Dr. John Gail- 
lard, management counsel, will be 
held in New York City from 
January 20 through 24. 

The seminar is designed to as- 
sist management in setting up a 
standards organization, develop- 
ing a procedure and program for 
handling the work, and training 
staff men in the functions of the 
standards engineer. Ten confer- 
ences will be held—one every 
morning and afternoon of the 
week. 

Further details on the seminar, 
scheduled for the Engineering So- 
cieties Building, are available 
from Dr. John Gaillard, Box 273, 
Route 1, Briarcliff Manor, N. Y. 
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America’s ay 


Wire Fence—since 1883 





LASTS LONGER—COSTS NO MORE 


It’s ee / 
Alumuny’. 

e Here’s important, money- 

saving news for you. By a 
patented process Page is 
producing a great new wire 
which provides better, long- 
er-lasting fence protection 
at a substantial long-range saving. Commercially pure alumi- 
num is bonded to fence fabric wire and thus combines the 
strength of steel with the corrosion resistance of aluminum. 
ASTM salt spray tests show that for equal thickness of coat- 
ing, the new aluminized wire outlasts galvanized wire by more 
than 2 to 1, yet with all the advantages of this new fence fab- 
ric it costs no more to buy and install a Page Chain Link 
Fence with acco Aluminized Fabric. In terms of years of 
unfailing service your investment can be halved or more. And 
to be sure of expert, reliable workmanship your fence will be 
engineered and erected by a nearby, long-experienced mem- 
ber of Page Fence Association. For helpful Page data... 





Write to PAGE FENCE ASSOCIATION, Dept. PG, Monessen, Pa., 
Atlanta, Bridgeport, Chicago, Denver, Detroit, H: t Los Angeles, New York, 
Philadelphia or San Francisco. 





PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
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SAVE 60% 
floor space with VERTI-FILE 


Your most effective way to gain floor space and save rent is with 
vertical filing by modern Deluxe Verti-Files. In a 250,000 file- 
folder file installation, old-fashioned drawer files occupy 1,704 
sq. ft. floor space, but Deluxe Verti-Files use only 754 sq. ft. 
Compact Deluxe Verti-File is free-standing, mgid shelving by 
America’s leading boltless steel-shelving maker. Call your nearby 
Deluxe dealer (see yellow pages) or write for Catalog 416. 


DELUXE METAL FURNITURE COMPANY, Warren 10, Pa. 
A Division of Royal Metal Manufacturing Company 


TDD |E& |To}U |< | & 


‘See us at Booth #211 at the Plant Maintenance Show in Chicago’ 
For More Information Write No. 259 on Inquiry Card—Page 32 
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receives 


At Forest City your order 


for gray iron castings 





The moment your order is entered by the sales department 
it is regarded as a challenge. 


Can the pattern be improved? Do laboratory tests assure 
proper grades of raw materials and finished product? On 
which core-making and molding lines can the order be 
handled to the greatest advantage? 


All such questions receive the careful consideration of the 
heads of the various departments. From start to finish your 
order is processed to give you not only the finest in gray 
iron castings, but also the utmost in service. 


Let us show you how we can give your order for gray iron 
castings our personal attention. At your convenience, our 
representative will be glad to discuss your particular re- 
quirements and our ability to meet them. 


Forest City Foundries 
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Gray Iron Castings 
(Continued from page 80) 


have a “warm-up” period with 
each new job in which they be- 
come familiar with its details and 
determine the best method of 
performing each operation. Most 
foundries have cost systems which 
include these order quantity 
factors. 

When an order is subject to re- 
lease, the total quantity is of 
concern in selecting pattern 
equipment, but each release is 
normally considered as a sepa- 
rate order by the foundry, since 
each production order requires 
separate processing. 

The purchasing agent can de- 
termine the most economical lot 
size for a casting when he knows 
what the casting requirement will 
be for some period in advance. 
(Due to present billing practices 
less than one month’s supply is 
seldom practical.) The savings to 
be obtained by larger releases 
can be weighed against inventory 
cost (investment, space, and rec- 
ords). The possibility of changes 
in product demand and casting 
design or prices may not be 
equated directly in numbers, but 
are incorporated as a matter of 
judgment by the experienced 
purchasing agent. 

9. The Type of Price Quotation: 
At one time, when metal was 
very expensive in comparison to 
labor, castings were commonly 
sold by the pound. This was a 
simple method, and it was success- 
ful because then the weight of 
casting was much more important 
to its cost than was the work- 
man’s time to make it. This is no 
longer true. 

With the tremendous increase 
in the cost of labor and equip- 
ment in a modern foundry, the 
value of the metal in most cast- 
ings has become secondary. Ac- 
curate cost accounting must in- 
clude the cost of the worker’s 
time, the value of materials used, 
and overhead. This system pro- 
vides price quotations that are 
based on the cost per casting and 
a ready reference for the pur- 
chaser to arrive at his own unit 
cost. The cost per piece can be 
converted to cost per pound, but 
such a figure is of value only in 


PURCHASING 








general comparison; it cannot be 
justly compared to other castings 
which may require more or less 
man-hours to be produced. Some 
foundries still retain the price- 
per-pound type of quotation for 
specific types of castings. 

Thus, equivalent quotations 
based on price per pound and 
price per piece may show varia- 
tions when compared for indi- 
vidual castings. This is particular- 
ly true when the quotation is 
based on an estimated casting 
weight. Variations of actual from 
the estimated weight will affect 
the cost more on a _ price-per- 
pound basis than on a price-per- 
casting basis. 


Additional Factors Affecting the 
Total Cost of a Casting 


Although differences in the 
direct cost of a casting from dif- 
ferent foundries are _ readily 
available, possible differences in 
the cost of machining and finish- 
ing the casting because of varia- 
tions in quality, delivery, or serv- 
ice often are not or cannot be de- 
termined. This is unfortunate be- 
cause the total cost of machining 
and finishing is commonly much 
greater than the original casting 
cost. 

The purchasing agent may be 
informed about a casting of poor 
quality or about late delivery, 
but he may not be given this in- 
formation in the form of actual 
dollars and cents additional man- 
ufacturing cost so that the effi- 
ciency of economical purchasing 
can be evaluated accurately 

There. are a number of ways 
in which the total cost of a cast- 
ing may be influenced in addition 
to differences in direct cost. These 
are considered under three head- 


ings: quality, service, and de- 
livery. 
1. Typical Sources of Addi- 


tional Cost Due to Castings of 
Sub-Standard Quality: 

a. Additional machining 
due to metallurgical or 
mensional inaccuracies. 

b. Lost machining time due to 
the rejection of a casting in 
process because of a defect. 

c. Extra processing necessary 
because of poor finish or a 
non-rejecting defect. 

d. Rejection of a casting in 
(Please turn to page 162) 
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ELBOW OUTLET 
AND 

45° BRANCH 
CONNECTIONS 
THREADED AND 
SOCKET-WELD 
ENDS 


APPLICATIONS: 
DIRECTIONAL FLOW 
BRANCHES, THERMOWELL 
CONNECTIONS, PIPE 
SUPPORT AND HANGER 
CONNECTIONS 


new 








: 


Full penetration 
weld drop 
forged fittings 
available 

from stock in 
the following 
materials: 


Carbon Steel 
Stainless 
Chrome Moly 








Other materials 


on quotation 


*Pat. Pending 





PENNSYLVANIA DIVISION 


BONNEY FORGE & TOOL WORKS 
ALLENTOWN, PA. DEPT. P 
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AMERICAN 
Tubular and Split 
RIVETS 


In all metals, all styles 


for all industrial applications 


A/ f ; 
W rite for price 


AMERICAN RIVET COMPANY 


849 N. Kedzie Ave Chicago 51, Ill 


XN 
BUY AMERICAN...Tubular and Split Rivets... 


For More Information Write No 
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“CAT 
and DOG’ 


MECHANICAL 
RUBBER GOODS 


ANY QUANTITY... 
NON-STANDARD ITEMS 
MADE TO YOUR SPECS 


eee BUT FAST! 


Look no further for mechanical rubber 
goods odds and ends. We thrive on“CATS 
AND DOGS". . . swiftly fill custom or- 
ders large production-run companies 
must omit or postpone. No order too 
small. ..no order too large! 


Molded...Extruded or Cut! 


Most anything in natural or synthetic 
rubber—compounded by our own chem- 
ist— molded, extruded or cut to Govern- 
ment, ASTM, SAE or private specifica- 
tions. Your molds designed and made 
at minimum cost. For those “CAT and 
DOG" rubber goods you need now... 
phone, wire or write us today. You'll get 
the results you want... but fast! 


PHONE ATlantic. 9-5501 


“CAT and DOG” Division 
ROYAL RUBBER COMPANY* 


DEPT. 102 S@UTH BEND, INDIANA 
* Division of THE RUBBER SHOP, Inc. 


eeecae5aaeeaaeeooeooeooooe 
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Industry's complete 
source-finding service — 
In one handy volume 


1—PRODUCT SUPPLY SOURCES 
—1,266 pages of worthwhile 
sources for practically everything 
used in industry—more than a 
quarter million listings—arranged 
alphabetically. 

2—CHEMICAL SECTION—An in- 
genious, special section, showing 
by number code the makers of 
chemicals used industrially. 

3—MECHANICAL DATA _ SEC- 
TION—Handy tables and formu- 
las—exclusive with CMPD. 

4—TRADE NAME INDEX—Trade 
names of industrial products, A 
to Z, with name and address of 
the maker. 

5—ADDRESS SECTION—A to Z 
list of manufacturers who supply 
industry—name, address, products 
—with handy letter code showing 
size of firm, based on employment. 


CONOVER-MAST PURCHASING 


DIRECTORY 


205 EAST 42nd STREET 
NEW YORK i7, NEW YORK 








Gray Iron Castings 


(Continued from page 161) 


final inspection or service 
testing. 

. Additional processing  set- 
ups for replacement castings. 
Failure in service because 
casting was not made to 
proper specification. 

2. Typical Sources of Addi- 
tional Cost Due to Lack of Serv- 
ice: 

a. Misunderstanding 

details. 

b. The omission of minor 
changes (such as in finish 
allowances) which would re- 
duce machining or finishing 
costs. 

». Non-use of foundry facili- 
ties or procedures which 
would reduce cost (i.e. heat 
treatment to increase ma- 
chinability). 

. Delayed or improper main- 
tenance of pattern equip- 
ment. 

. Specification of other than 
the most suitable type of 
iron. 

3. Off-Schedule Delivery as a 
Cause of Additional Cost: Re- 
gardless of the cause, the off- 
schedule delivery of castings can 
be the source of extra cost. A 
larger than necessary castings 
inventory can result from poorly 
scheduled castings production 
either because of early delivery 
or from schedules purposely ad- 
vanced to avoid production de- 
lays. Delayed production § or 
double “set-ups” to process split 
lots can add considerably to the 
cost of machining and finishing 
of castings. Short runs with con- 
sequent extra deliveries can in- 
crease freight and handling cost. 

It is evident from the above 
that the purchase of castings is 
not generally a simple matter 
of transferring the pattern num- 
bers and quantity desired from 
the engineering bill of materials 
to a purchase order. The careful 
consideration of a number of fac- 
tors is necessary to assist the 
purchasing agent in being sure 
that all of the pertinent inform- 
ation is supplied to the foundry- 
man. A check list or request-for- 
quotation form similar to the one 
shown is used by many foundries. 


in order 
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Purchasing Authority 


(Continued from page 76) 


significant to tell. The annual 
statistical report, which generally 
shows merely that the stated 
routine chores are being per- 
formed, is not enough. And, as 
Aesop appended a moral to each 
of his fables to drive home the 
point of the story, it is quite in 
order to include recommendations 
on policy or action. That, after 
all, is the basic purpose of such 
information. Directly and_ indi- 
rectly, over a period of time, this 
sort of reporting identifies pur- 
chasing with management and 
strengthens the position of the 
department. 

Even in the smaller organiza- 
tion, where liaison with manage- 
ment is easy and informal, it is 
well to put such reports and rec- 
ommendations in writing, for the 
record. This is more definite, more 
impressive, and more memorable, 
than conversation. 

Onte of the most effective means 
of acquiring broader authority is 
to do a little more than the job 
definition calls for. Purchasing 
garners a wealth of pertinent, 
timely economic and market in- 
formation through its contacts 
with suppliers and by its own re- 
search efforts, as part of the buy- 
ing process. Some purchasing men 
regularly circulate that informa- 
tion among the company’s execu- 
tive personnel. As a result, pur- 
chasing becomes recognized as a 
center for economic data useful 
in over-all policy detcrmination. 
Ten years ago there were only a 
handful of companies having any 
definite objectives and programs 
of standardization and value 
analysis. By taking the initiative 
in these fields, purchasing men 
brought these activities definitely 
into the domain of the purchas- 
ing department, where they be- 
long, and the effectiveness and in- 
fluence of purchasing has _in- 
creased accordingly. 


Tender Toes 


It is one thing, of course, to 
argue the principles of organiza- 
tion and functional responsibility 
on an objective, scientific basis, 
and to seek progress in purchas- 

(Please turn to page 164) 
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design flexibility in glass 








make Lancaster glass parts 
your ‘‘silent salesmen”’ 


Lancaster glass parts team smart design with top utility to 
turn appliance “lookers” into buyers. 

Need mixer or blender bowls, skillet covers, laundry equip- 
ment windows, refrigerator lights, butter dishes, other lime 
or borosilicate glass parts, hand or machine made? 

Let Lancaster give your product a custom-look that will pay 
off in increased sales. 

For full details, phone OLive 3-0311 or write Lancaster 
Glass Corporation, Lancaster 4, Ohio. 


fer’ glass 


to brighten your uct’s future 


y 


: ee 
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Federal Short Run Stampings 
may be your answer 


Consider these advantages Federal ‘“‘Controlled Toler- 
ance” Short Run Stampings can give you. First, a 
savings of up to 80% of the cost of conventional tooling 
methods. Second, quicker delivery due to our special 
methods of tooling and manufacturing. Third, quality 
component parts made exactly to your specifications 
by skilled craftsmen using modern methods on modern 
machines. They all add up to quality stampings in 
any quantity from two pieces to 10,000 of any stamp- 
able material up to 10” x 14” in size and up to 3%” 
thick. Send your print or part to nearest plant for a 
Federal Analyzed Quotation. 


Write for free Catalog 201. Tells how to reduce costs by 
using short run stampings . . . full of 
design tips. 


3 PLANT LOCATIONS 


PEDERAL TOOL & MANUFACTURING CO. 
3613 Alabama Ave., Minneapolis 16, Minn. 
FEDERAL SHORT RUN STAMPING, INC. 
974 Lyell Avenue, Rochester 6, N.Y. 
FEDERAL STAMPING COMPANY 
7319 Atoll Ave., No. Hollywood, Calif. 
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(Continued from page 163) 


ing on the logic of the case where 
only custom or tradition stands 
in the way. It becomes quite an- 
other matter when the broaden- 


ing of purchasing authority, or 


even the assertion of basic buying 
authority, involves prerogatives 
exercised by other departments 
or officers, whether by specific 
assignment or by accepted usage. 
And this is practically a chronic 
condition in purchasing. Even a 
clear-cut delegation of authority 
from management, if resented by 
users of purchased materials, can 
be undermined in a dozen subtle 
ways. 

There is only one way to meet 
this situation. It goes back to a 
very fundamental principle of all 
authority. In politics it is ex- 
pressed in the saying that govern- 
ment is by the consent of the 
governed. And that again puts the 
spotlight on the personal factor, 
backed by sound performance and 
service. 

This “consent”—the confidence, 
cooperation and support of using 
personnel and departments—can 
be won by demonstrating: 

1. That the basic aims of pur- 
chasing activities are to provide a 
reliable service of supply at 
minimum cost, and that purchas- 
ing accepts these responsibilities. 

2. That purchasing is eternally 
concerned with value, which in- 
cludes suitability and service as 
well as cost. 

3. That purchasing regards the 
interests of the user—his “cus- 
tomer”—with as much considera- 
tion as he expects from the sup- 
plier when he himself is in the 
position of customer. 

4. That purchasing respects the 
proper prerogatives of engineer- 
ing and operating departments, 
and is cooperative rather than 
arbitrary in its buying decisions. 

5. That purchasing is equipped 
with the know-how and facilities 
to do a better job of procurement 
for the user than he could do for 
himself. 

6. That such informed, sympa- 
thetic and efficient purchasing not 
only relieves the user of responsi- 
bility and detail, but actually 


‘helps him to do a better job and 


make a better record in the area 
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of his own specific functional re- NZELTING 


sponsibility. 
Once these points are made 
clear, and are substantiated by 


performance, the greatest obstacle 


to effective purchasing authority 
is overcome. 


Sources of Authority ee Gnd 2-way phones 
In summary, purchasing au- s ° 
thority is not something that is peed UP stock delivery 


created, or frozen, by an existing Se Here's another Faultless way to speed up 
job definition. It is not a monopoly a ie le. ane and increase profits. Weingarten s, 

; ; 64 ouston Super Market, combines 2-way 
of the fortunate few who oo Rt stock checker-to-warehouse phone system for 
sociated with purchasing-minded on te ‘ ordering replacement goods, with Faultless 
companies. It has multiple sources, Caster equipped stock trucks for immediate 


the most important of which are: ' m delivery of up to 600 pounds of goods to 

The economic principles of cer- keep shelves filled, and keep customers buy- 
tralized purchasing. : ing. The all-steel trucks used for this job are 

The purchasing man’s own ca- Y equipped with four Faultless 1100 Series 

ag rr in. setel vespen- Swivel Plate and two 1700 Rigid Compan- 
pacity to envision ¢ : * ion Casters—selected by Weingarten for 
sibility of the function to deliver _ their ability to\give perfect service. 
competent performance. ; ; oo 

The education of management per , = 
in the profit potential of purchas- f 
ing. 

The confidence of those whom 
purchasing serves. 

It is frequently pointed out that 
management expects too little of 
its purchasing departments. The 
more that management and co- 
workers ask of purchasing, the 
stronger the position and author- 
ity of purchasing becomes. But 
these requests will not be made 
unless they are invited and unless 
they are fulfilled by superior pur- 
chasing services, beyond the rou- 
tine act of buying to satisfy a 
requisition. To this extent, the 
purchasing man has the opportu- Series 1100 Double Boll Bearing Swivel 
nity to write his own job defini- Faultiess Casters have two large-diameter 
tion and to earn the authority that ei Noe an pera rr — 
goes with it. ings for maximum swiveling ease. The top 


ball retainer, horn and lower ball re- 
toiner are formed of heavy gauge steel. 


Renewable Rubber Tired Wheels assure 
quiet operation and floor protection, 





You Need Only One 


Ask your Distributor 


Your nearby Faultless Industrial Distributor main- 

tains a substantial inventory of Faultless Casters for 

on: : immediate delivery. He and one of the strategically - 

Additional Information located Faultless Sales Engineers are available Se Se ae ee 
. ; . are available with wheel types 

to work with you in every handling problem and sizes, load ratings and over- 


° in your plant. Both are listed in the Yellow Pages, ij heights to match Companion 
on Any Item in under “‘Casters,’’ beneath the Faultless heading. Series 1100 Swivel Plate Casters. 


Card to Request 


This Issue. Use Send for FREE illustrated literature | Faultless Caster Corporation | 
The Facts story of the -t Evansville 7, Indiana Dept. P-! 


. Weingarten installation } ee | Please send ¢ of Weingorten "Facts." 
the Reader Service f —wr desea. eae. 


tells in detail how one 
Faultless Caster user 


solved a complex ma- | y | Firm 
Page 32 terials handling problem. | 
Write for your copy. 


Nome 
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a balanced line 


QUALITY... 
ECONOMY 

PLASTIC PLUGS 
AND CAPS 


No juggling between quality and 
economy when you select from 

S. S. WHiTe’s balanced line of Plastic 
Plugs and Caps. They are all quality 
... and all designed to give maximum 
protection at the right price! 


Take our line of Rigid Acetate 

Plugs and Caps. These are our finest 
— slightly higher in price than our 
Flexible Vinyl line — but strong, 
tough, not brittle, and will not shred. 
Acetate will stand a wide temperature 
range ... is impervious to petroleum 
base oils and greases. 


And to give you really low-cost 
protection, we make an economical 
line of Flexible Vinyl. Its non-waxy, 
rubber-like surface gives you a 
“non-slip grip” every time. It will not 
shred... is normally unaffected by 
oils, greases, gasoline . . . effectively 
seals in refrigerants. hydraulic fluids 
and other liquids. 


There’s a quality . . . priced-right 

S. S. Ware Plug or Cap for every 
need and every budget. We'll be glad 
to send you samples — plain or 
threaded — in the sizes you need. 
And be sure to write for your 
reference copy of our comprehensive 


new Bulletin P-5708. 


S. S. WHITE INDUSTRIAL DIVISION 
Dept. PP, 10 East 40th Street 
New York 16, N. Y. 


Western Office: 
1839 West Pico Blvd. 
Los Angeles 6, Calif. 


For More Information Write No. 267 on Inquiry Card—Page 32 
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Send for this 
new booklet on 
Chambersburg's 
modern foundry 
and the cement- 
bonded sand 
castings produced 
there. As a result 
of the accuracy 
and excellent 
quality of these 
castings, marked 
reductions in 
finish machining 
is often possibie. 


CHAMBERSBURG 


ENGINEERING COMPANY 


Phone Casting Sales Dept. 
561 Derbyshire St. Chambersburg, Pa. 
For More Information Write No. 268 on Inquiry Card—Page 32 


PRECISION 


CASTINGS 














All-purpose liquid detergent 


fe) ow i me) a ee 
ras are 


se a 
IY 2. @ 


Let Cindet suds lift the dirt for | 
effort and less material; works in 
hard or soft water. 





For free sanitary survey of your 
premises ask your Dolge service man 





For More Information Write No. 269 on Inquiry Card—Page 32 
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12 tips on resistors 


Unusually versatile Vitrohm® resistor 
line simplifies design problems 


Did you know that high reliability Vitrohm Resistors can 
take on more than 11 styles to fit almost every design re- 
quirement? All have outstanding Ward Leonard quality 
that protects your reputation as an equipment designer 
1 FIXED Vitrohm tubulars come in 5-to-200 watt sizes. 
2 AXIOHM, standard in 3, 5, or 10 watts, with axial leads 
is ideal for compact electronic gear. 3 ADJUSTOHMS make 
it easy to get the right voltage, bleeder or bias current 
4 NON-INDUCTIVE Vitrohm tubulars, up to 160 watts 
in stock sizes. Famous flatted sides and ‘Ayrton-Perry’ wind- 
ing keeps down inductance and capacitance. § DISCOHMS, 
at 24 watts, feature extra compact mounting and 6 
PLAQOHMS, sizes to 150 watts, are also non-inductive. 7 
STRIPOHMS, from 20 to 75 watts, are another way to save 
space—easy to stack mount. 8 RIBFLEX resistors (made to 
order), up to 550 watts, take terrific momentary overloads. 
9 FERRULE TERMINAL resistors (made to order) feature 
fuse-clip-type mounting. 10 SCREW BASE resistors (also 
made to order) permit ready change of resistance values. 
11 BRACKET TERMINAL resistors have leads silver-brazed 
to mounting brackets. Mounting completes electrical cir- 
cuit. 12 MIL-R-26C Vitrohm Resistors available in all styles 
—sizes—characteristics and resistance values listed in spec 
Write for 64-page Catalog 15 today. Ward Leonard Elec- 
tric Co., 50 South Street, Mount Vernon, N. Y. (In Canada: 
Ward Leonard of Canada, Ltd., Toronto.) 6.2 


LIVE BETTER.. E/ectrically 


WARD LEONARD ELECTRIC CO. 
|: lee 3 ngntere Conliols Since (892 


k “ RHE al RELAYS NER NEB 


For More Information Write No. 270 on Inquiry Card—Page 32 
For More Information Write No. 27] 
on Inquiry Card—Page 32> 














TT. Re x Low cost and functional beauty go hand in 
. {-| ‘\ + «hand at Peerless. The manufacturing of formed 


| i wire products requires such a comprehensive 
knowledge that lower costs are often achieved by very minor 
design improvements. Peerless works closely with design engi- 
neers in the development of formed wire components... for 


lower cost, better functional design and greater durability. 


We'd like to talk with you about your formed wire problems. 
Our know-how can save you time and money... yet assure you 
products of the highest quality. 


Your prints will bring a quotation by return mail . . . with 
suggested modification to reduce the cost. 


Write today for further information on Peerless’ service and 
facilities. 


FORMED 


WIRE PRODUCTS 





PEERLESS WIRE GOODS COMPANY, INC 
2701 FERRY STREET - LAFAYETTE, INDIANA 





IFIT’S A 


Ritco offers complete machining facilities 
and makes Special Fasteners and Upsets of 
ferrous and non-ferrous metals. 


IT WILL SAVE YOU MONEY! 


Compare and you'll agree that Ritco “Bright Finish” 
Forgings offer many important production savings. Because 
they are made to close-tolerance specifications, and have a 
flawless finish, Ritco Forgings require minimum machining. 
Their smooth, accurate surfaces speed up assembly, help 
reduce costs still further. Also, their dense, fibrous structure 
and controlled grain flow add greater strength and tough- 
ness to shock and stress points . . . assure maximum impact 
resistance and fatigue strength. 


It will pay you to write Ritco into your product specifica- 
tions. Ritco Forgings are produced in a wide range of 
metals and alloys, and in many designs. 


Send us your blueprints now 
for estimates at no obligation! 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 


150 WEST RIVER STREET * PROVIDENCE 1, R. I. 


For More Information Write No. 272 on Inquiry Card—Page 32 





NecdleValves 


... for finer regulation of water, oil or gas 


First needle valve to combine all the characteristics called 
for in modern industry. Embodies sturdiest basic construc- 
tion—machined from solid bar stock—suitable for pressures 
to 10,000 psi and equally efficient in lower range. Note 
Yi) stem guide fused to body by new 
— “Conoweld” process, eliminating 
faults of conventional two-piece 
| - valves. Stem 416 stainless steel. Stem 
i] threads fine pitch for strength and 
micrometer regulation. Body electro- 
zinc plated. Sizes 4%" to 1", globe and 

angle patterns. 


Ask for new Needle Valve Catalog 


MARSH INSTRUMENT CO. Sales Affiliate of Jas. P. Marsh Corp. Dpt. G, Skokie, III. 
Marsh Instrument & Valve Co. (Canada) Ltd., 8407 103rd Street, Edmonton, Alberta, Canada 





For More Information Write No. 273 on Inquiry Card—Page 32 
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CLASSIFIED 
DEPARTMENT 


Contract Work e Equipment For Sale 


Employment and Business Opportunities 


REQUIREMENTS 


Undisplayed (want ad style), minimum charge 4 lines, prepaid. 
Figure forty-four letter spaces (five average words) to a line. 
Add one line for box number address; replies forwarded with- 
out charge. 


Discount of 10% for twelve consecutive displayed insertions. 
Forms close 3 weeks preceding date of publication. 





POSITIONS WANTED 





PURCHASING ASST. 29, INITIATIVE, 2 YRS. IN- RATES 
DUSTRIAL PURCH. EXP., 6 YRS. QUALITY CON- 
TROL, COLL. INDUSTRIAL MGMT., SEEKS POSI- 
TION WITH RESPONSIBLE FUTURE. WRITE, BOX 


1538, PURCHASING, 205 E. 42nd ST., NEW 


Undisplayed 
(set solid) 
90¢ line 


Positions Wanted 
45¢ line 





YORK 17, N. Y. 

INDUSTRIAL BUYER for one of nation’s largest 
steel producers desires opportunity as Purchas- 
ing Agent in smaller firm. Supervisory Exp. 
College Grad. 27, married with 2 children. Will 
relocate. Write Box 1539, Purchasing, 205 E 
42nd St., New York 17, N. Y. 


Displayed 
$8.50 inch 





Send orders to: CLASSIFIED DEPARTMENT * PURCHASING 


205 East 42nd Street, New York 17, New York 


PURCHASING 





on 8 ool et OS Pe ; 
s ee 
as” 


me 
ge a: 7 

.# 

oot me" ‘ 

—_ # 


hari YOUR stockroom 
without moving walls 


You can custom design storage facilities to suit your 
exact needs—with Equipto Steel Shelving Units. Elimi- 
nate “dead areas” and unnecessary bulk . . . enlarge 
your stocking area . . . accelerate stock handling. 
Available in all sizes, either open or closed .. . 
dividers, panels, label holders, bin fronts, and drawer 
sections may be added or rearranged at any time. For 
* further details on shelving and other Equipto products 
write for free 16 page booklet No. 256, “Short Cuts to 
Greater Profits.” 
(nd 746 Prairie Avenue 

Aurora, Illinois 

STEEL SHELVING PARTS BINS 
. LOCKERS . . . DRAWER UNITS .. . CARTS . . . WORK BENCHES 
More Information Write No. 274 on Inquiry Card—Page 32 





Totally Enclosed 
Fan Cooled 


Type TEFC 
Polyphase 


Custom Built ee « But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet running too 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


VALLEY 


ELECTRIC CORPORATION 


$221 Forest Park Blvd + St Lows 8: Mo 


@ Other Models 


Type SN polyphase, High 
Torque, constant speed, con 
tinuous duty, squirrel cage 
induction, 

Type AN single phase, con 
stant speed, repulsion start, 
induction run, continuous 
duty. 


For More Information Write No. 275 on Inquiry Card—Page 32 
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apply 
standard 
socket set 
screws 


SPEED SMALL 
PARTS 
ASSEMBLY 


Here's the fastest way to insert and drive standard Bristol 
socket set screws... screws are inserted and driven at an 
average rate of 1800+ per hour! 

Just load hopper with socket set screws. Automatically 
they're positioned correctly and fed to the bit of the power 
screwdriver. Then they're inserted in tapped hole and tightened 
to predetermined torque or depth setting. 

Fast Production... of set-screw fastened parts like pulleys, 
impellers, fan blades, knobs, collars, gear sprockets, bearings, 
cams, dogs, couplings and cranks. 

No special screws required. Takes standard Bristol Hex or 
Multiple-Spline socket; cup, flat, oval, cone or half-dog point. 
Uniform torque settings. Drives all screws to same (easily 
adjusted) pre-set depth or torque. 

Reduces operator fatigue. Stops floor loss of screws. 
Eliminates cross-threading. Quick change-over for dif- 
ferent sizes. Reduces floor area needed for assembly. 

Get complete data on this outstanding mass production tool 
today. Write to the Application Engineering Department, 
Socket Screw Division, at the address below. 
+Assembly speed varies with factors such as time required to present parts, 


screw thread pitch, length of screw, and depth of insertion. e 
A 4 


Precision socket screw manufacturers since 1913 
Bristol's Hex Socket Screws : ies ety, 


“ab “sen 


“Made in sizes as small as No 0 in Alloy Steel and Stainless Steel’ Cap screws up to 155” diam. 


For More Information Write No. 276 on Inquiry Card—Page 32 


Socket Screw Division 
Waterbury 20, Conn. 
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—__.Letters To The Editor 


CENTRALIZED PURCHASING 


I direct a number of manufacturing 
operations, each of which manufactures a 
different product, and are located. in 
separate plants and locales. 

am considering the formation of a 
centralized purchasing unit to handle the 
procurement requirements of these varied 
yperations. | would appreciate any infor- 
mation which may be available, outlining 
ways and means of organizing such a 
purchasing unit. 

Any data you have along these lines 
which might guide me in this organiza- 
tional work, and help me_ determine 
whether or not centralization would be 
practical. 

I shall greatly appreciate any assistance 
you may offer. 


Name Withheld 


e A few articles detailing the ad- 
vantages and disadvantages of cen- 
tralization have been sent. Even 
General Motors—as big as it is— 
finds it advantageous to purchase 
certain items for its widely scattered 
plants on a centralized basis. This 
is also true of the other big com- 
panies in the automobile industry. 

In our May 1955 issue, Purchas- 
ing showed how the United States 
Steel Corporation handles a billion 
dollars worth of purchases for all 
its steel mills in the northeastern 
United States from the home office 
in Pittsburgh. 

In a smaller company, of course, 
it is even more advantageous to 
purchase important commodities on 
a centralized basis since the smaller 
plants often do not have the buying 
power to get the best terms of price, 
delivery and quality, compared with 
the results they can get by pooling 
their buying power. 


MORE ON “MILITARY BUYING” 


Please include our congratulations for 
your very special report “The Truth 
About Military Buying.” 

o keep my copy long enough to di- 
oa I’m having to fight off six others. 
Being low man on the totempole, I can’t 
hold out much longer. Please rush re- 
enforcement to the tune of six more 


copies. 
Richard R. Candler 
Asst. Sales Manager 


New Plastic Corporation 
Los Angeles 38, Calif. 


As a citizen, taxpayer, and an officer 
of the U. S. Navy intimately involved in 
purchasing, it is most gratifying to have 
the facts involved in military buying 
brought before the attention of the public. 
It is obvious that you gentlemen have done 
a great deal of research, and I can only 
hope that your article receives the widest 
possible dastribution as it constitutes a 
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great public service. We, associated with 
Armed Forces procurement, have long 
realized the unjust nature, for the most 
part, of the criticisms which have been 
leveled, but in general we are unable to 
raise voice in protest or in defense of 
the procedures which we must follow. 
hope your article will be made re- 

quired reading for the most, if not all, 
service officers and I intend to route this 
article to the 116 personnel in this office 
and encourage its reading by all others 
with whom Z am associated. 

S. E. Cross 

Commander, SC, U.S.N. 

Acting Officer in Charge 

U. S. Navy Purchasing Office 

Brooklyn 32, New York 


I wish to compliment you for the 
thorough manner in which your editors 
went into the question of military buying 
and for the constructive suggestions with 
which they concluded the special report. 

I am sure that this report will be 
helpful to the Congress in its continuing 
consideration of military purchasing 
problems. 

Henry M. Jackson, U.S. Senate 
Member, Committee 
on Armed Services 


You are certainly to be congratulated 
on your Special Report entitled, “The 
Truth About Military Buying.” Would 
it be possible to obtain reprints of this 
article? 

Richard B. Foster 
Director of Procurement 
Minneapolis- Honeywell 
Regulator Co. 
Minneapolis, Minn. 


INDUSTRIAL PURCHASING FILM 


We wish to thank you for supplying us 
with the film “Industrial Purchasing” 
which we used as part of our buyer train- 
ing program. The film was well prepared 
and invited a lively discussion after the 
showing. 

In addition, we also want to express 
our appreciation for the many fine articles 
which have appeared in your magazine, 
especially those on measuring purchasing 
performance and ideas for simplifying 
clerical work. They have been most 
helpful. 

Through your magazine you have done 
a great deal toward preparing purchasing 
people for their increasing responsibilities. 

We look forward to receiving PUR 
CHASING every other week. 

G. Schmitt 
Director of Purchasing 
Merck & Co., Inc. 
Chemical Division 
Rahway, New Jersey 


@ The film “Industrial Purchasing” 
was prepared by the Encyclopedia 
Britannica under the sponsorship of 
Purchasing Magazine. It is avail- 
able for showing, without charge, to 
purchasing groups. Write to Miss 
Irene Kreidler, PURCHASING 


Magazine, 205 East 42nd Street, 
New York City. Please give alter- 
nate dates. 


CHICAGO CITY HALL FLOODED 


It has been our pleasure to send copies 
of our 1956 Annual Report to all those 
names you have submitted. I might add 
that today, because of PURCHASING 
Magazine's graciousness (page 104, Octo- 
ber, 1957), we have received over 350 
requests for this publication and we have 
handled all of them. 

We still have a supply of these annual 
reports on hand, and if you have any 
others who would like a copy, we will 
be very glad to send them. ° 

John F. Ward 
Purchasing Agent 
City of Chicago 


WELCOME BOOKLET 


I have been reviewing with great in- 
terest an article which appeared in the 
February, 1957 issue of PURCHASING 
Magazine, called, “Say More Than Hello 
in Your Welcome Booklet.” At present 
we do not have a welcome booklet, but 
I have undertaken the project of prepar- 
ing one for our division. 

I was wondering if any survey has 
ever been undertaken to determine how 
many plants actually have a welcome 
booklet and the part purchasing plays in 
these booklets. Also, the opinions of 
salesmen; that is, what they think should 
be in it, the value of a welcome booklet. 
If such a study has never been made I 
think it would be interesting to deter- 
mine, by means of one of your excellent 
opinion polls, the effectiveness of wel- 
come booklets. 

I would certainly appreciate your ideas, 
comments, or any material you might 
have, concerning this subject. 

Mort Schwartz 

Staff Assistant 

Westinghouse Electric Corporation 
Metuchen, New Jersey 


e As far as we know, no survey 
has as yet been made on how many 
plants have welcome booklets. How- 
ever, from our own experience we 
would estimate that about 60% have 
booklets of this type. 

Salesmen generally react favor- 


ably to welcome booklets. One of 
their main complaints is that thev 
don’t have enough information about 
the companies they are calling on. 
Obviously a welcome booklet is one 
of the easiest methods of conveying 
this information. 

The part played by purchasing in 
the preparation of these booklets 
isn’t as significant as it should be. 
Along with the over-all increased 
recognition purchasing has received 
in recent years, the trend has been 
for purchasing to take a more active 
part in preparing welcome booklets. 
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H. E. Matthews, 
Purchasing Agent, 
Bailey Meter Company 


MEN WHO BUY STEEL 
SAY THIS: 


“Steel Service Centers are vital 


to our rapid growth...today and tomorrow’”’ 


“Our sales have increased three times in ten years. We’re proud of that. 
We’re grateful, too, for our many customers and suppliers. Steel Service 
Centers particularly have played a vital part. 


“For instance, all of our products whether for power or process require 
steel—a vast variety of it. Our production lines are necessarily complex— 
with each order tailored specially to the customer’s need. This necessitates 
instant availability of large steel stocks, efficient cutting and handling 
equipment—technical advice. Frankly, Steel Service Centers are a primary 
steel source.” 

Get in touch with your Steel Service Center representative. Discuss 
with him the many ways in which he can help you maintain maximum 
production efficiency in your plant just as Bailey Meter did. Your “Cost of 
Possession” for steel may also be materially reduced. American Steel 
Warehouse Association, Inc., 540 Terminal Tower, Cleveland 13, Ohio. 


THE AMERICAN STEEL WAREHOUSE 


YOUR STEEL SERVICE CENTER 
For More Information Write No. 277 on Inquiry Card—Page 32 


WAREHOUSE ASS'N | 


January 20, 1958 








Advertisers In This Issue 





A 
Aero Mayflower Transit Co. ........00-.-000 
RECORD SO. deetumcuininennie paninatsanain 
Air Reduction Sales Co. & Subsidiaries 50 
Alco Products, Inc. 16 
Alloy Steel Products Co. Inc. - 139 


American prake Shoe Co., National 
searing Div. ..... 


American Brass Co., The 
American Rivet Co. 
American Steel Warehouse Assn. ..... 
American Weiding & Mfg. Co. co. 32 
ND Sig Ta Gi. sccettanusitalneesnteneeiiecsaies ~ 140 
Anaconda <onper Mining Co. & 

Subsid. Third Cover 
Apsco ay “i 
Arabol Mfg. Co., The .. 
Aurora Equipment Co., 





. Third Cover 


. 171 


Equipto Div. 169 
B 

Baldwin-Lima-Hamilton Corp. 

Behr-Manning Corp. 

Bethlehem Steel Co. 

Bishop & Co., 

Bonney Forge & Tool Works 

Bristol Co., The 

Bulldog Electric Products Co. .......8 

Burroughs Corp. 

Business Publications 
Audit of Circulation, 


c 
Campbell Chain Company 
CG I SRN, sckencnicscsivngnssitatncdcnemnans 116 
Carpenter Steel Co., Alloy Tube Div. 153 
Carpenter Steel Co., The 
‘hain Belt Co. 
“hambersburg 


Ine. 


Engineering Co. 
‘helsea Fan Blower, Inc. ............ 7 
‘hicago Hardware Foundry Co. ...... 
thicago Screw Co. 


lark Equipment Co., 
Truck Div 


‘lassified Advertising ‘Se then 
Sleveland Container Co., The ............ 
Solumbus McKinnon Chain Corp. ...... 
Sonsolidated Business Systems, 
crucible Steel Co. of America 


bansenceninetse 


106 
Inc. 128 


Darnell Corp. Ltd. 
Deluxe Metal Furniture Co. 

of Royal Metal Mfg. Co. .............. 
Denver-Chicago Trucking Co. 
Detroit Stamping Co. 
DoAll Co., The 
Dodge Mfg. Corp. 
Dolge Co., C. B. ...... 
Douglas Fir Ply wood Association 
Driver-Harris Co. 


Emerson Electric Mfg. Co. ........cccccccccse 
Esterbrook Pen Co., The 
Exide Industrial Div. The 
Storage Battery’ Co. 

Fe 
Faultless Castor Corp. 
Federal-Mogul Bower Bearings, Inc. 44 
Wederal TOE Ge BEG. COs... ccessreccsesessscionen 164 
Forest City Foundries Co. ... 
Fort Howard Paper Co. ......... 

G 


Electric 


Gates Rubber Co. 
General Chemical Div. Allied Chemical 

& Dye Corp. 
ieneral Electric Company, 

Apparatus Div. ........ between 108 & 111 

Lamp Div. ......... 
Goodyear Tire & Rubber Co., 
Grabler Mfg. Co., THE cccccccese 
Great Lakes Steel Corp. ....--..cccccccs 
Grinnell Co. Inc. 











Inc. 





H 


Haloid Co., The 





172 


Hinde & Dauch 
Hoover Ball & Bearing 
Horsburgh & Scott Co. 


L 
I-T-E Circuit Breaker Co. 
Switchgear Div. 
Industrial Tape Corp. 


Div. 


Jomac, 
Jones & Laughlin Steel Corp., 


K 


Kleen-Stik Prod. Inc. 


Laclede Steel Co. 
Laminated Shim Co. Inc. 
Lancaster Glass Corp. .... 
Link-Belt Co. . 
Lunkenheimer Co. 
Lyon Metal Products, Inc. 
M 
Malayan Tin Bureau, 
Marsh Corp. Jas. P. 
Master Electric Co. 
Mid West Abrasive Co. . 
Milford Rivet & Machine Co. 
Minneapolis-Honeywell Reg. Co. 
N 
National Acme Co., 
National Business Publications, 
National Cash Register Co. 
(N C R Paper) . 
National Vulcanized Fibre Co. 
New Departure Div. of General 
Norton Co. 


Motors 
4th Cover 


Old Town Corp. 


Page Fence Association 

Parker-Kalon Div., General Amer. 
TORS. COPD. scrsicssens 

Pawtucket Mfg. Co. 

Peerless Wire Goods Co. 

Permacel Tape Corp. 

Pratt & Whitney Co., 


Protective Closures Go.. 
Caplugs Div. 
Purchasing Magaxine 


Inc. 
Seemed - 


Q 
Quaker Rubber Div., H. K. Porter 
ee See 114 


R 
Rqgmnaton Bone, Div. - es Band 
Corp. ... - 123 
Rhode Island “Tool Ce. ‘nthtininsttisuasbatenienie 168 
Ridge Tool Company, The 
Riegel Textile Corp. 


Riverside-Alloy Metal Div . 
POFrteP COMPANY, IMC. ccccecer...ccscocsersscsecce 


Royal Rubber Co., Div. 
Shop Inc. 


oe Speen & Ward Bolt wall 


Rust- Oleun ‘One. 
Ryerson & Son, Inc., 


Ss 





Scott Paper Co. 
Screw Research Association... 113 
Shell Chemical Corp. 2nd Cover 
TERE RERUMUTIOR, TIC... cccsscreccccccccccenccestcteess 288 
Standafd Pressed Steel Co. 


Standard Steel Works Div. 
Baldwin-Lima-Hamilton 


Starrett Co., The L. 8S. 
BeerbOw BEC) COB. cccccsesccceseescecsersessesstenes 


T 
Temi Cee Co, Bi Ge ccccciccccnisccssmnee 218 
Taylor Fibre Co. 40 
Texas Company 4 
Texas Instruments INC. crcrcccccccccssccererseveere 65 
Thermoid Co. 67 














Thomson Co., Judson L. 
Timken Roller 


Div. 


Bearing Co., ingens 
U 
Union Bag-C. amp Paper 
United Air Lines, Air Freight Div. ... 
United States Steel Supply Co. 
Vv 
Valley Electric Corp. 


Corporation 22, 23 


133 


w 
Walworth Company 
Ward Leonard Electric 
Western Automatic Machine Screw 
so. ° ove . 
We sitenheuns 
Lamp Div. ee ‘ 
White Dental Mfg. Co. 8 
Industrial Div. 
Williams Co., The 


Electric Corp. 


A. C 





Purchasing 


42nd Street, New York 17, N. Y. 
MUrray Hill 9-3250 


205 East 


BUSINESS STAFF 


Ray Ricwarps ..... 

Arex G. GRaaM 

Josern T. McCourt...... Sales Manager 
Hucu RosInsON.. District Mgr., New York 
ELLSwortH Brown District Mer, New York 
Ropert HAWLEY .. New York 
JoserH BESSETTE... Districe Mgr.,. Chicago 
Tuomas F. HANNON. District Mgr., Chicago 
C. R. KIncsLey... Districe Mgr., Cleveland 
BERNE KEOUGH Pacific Coast Mgr., Los Angeles 
Jace 1. SOeRiMan.....<..- e+e. Detroit 
Joseru E. ZINGALE.... Promotion Manager 
Epwin M. EMMETT Mgr. Circulation Service 
TRENE KREIDLER... Mgr. Acvertising Service 


BRANCH OFFICES 


737 Normrm Micuican Avenue .......Chicago 11, Ill. 
1900 Evcum AvEnuE ..........-..--.--Cleveland 15, Ohio 
864 So. Roszatson Bivp. ...Los Angeles 35, Calif. 
998 Nationa Paess Buroinc..Washington 4, D.C. 
15817 James Couzens Hicuway ....Detroit, Mich. 


Published by 
CONOVER-MAST PUBLICATIONS, INC 


P. Mast 
Harvey Conover.. 
Ray RicHarps 
A. M. Morse, Jr 
A. H. Dix. « Vice President, Research 
Joun T. Dix. Director of Mid-West Operations 
Daniet G. SMITH Circulation Manager 


CONOVER-MAST PUBLICATIONS 
PURCHASING 

Mitt & Factory * AviaTION ACE 
ConstRUCTION EQUIPMENT 
INSTITUTIONAL FEEDING AND Housinc 
Business AND COMMERCIAL AVIATION 
Cowover-Mast Purcuasinc Directory 


Chairman of the Board 
President and Treasurer 
Vice President 
Vice Presiden: 











PuRCHASING 





j 





Perhaps you didn’t know that the 
world-famous alloy Nichrome is pro- 
duced not only in The United States, 
but also in 6 Driver-Harris plants in 
England, Ireland, France, Italy, 
Austria, Spain, and in Canada by The 
B. Greening Wire Company. Also, 
Nichrome is a registered trade-mark 
in 55 nations. 

At first, fifty-odd years age, we man- 
ufactured electrical resistance alloys 
for furnace elements and domestic 


heating appliances only. Today we 
produce 132 different high nickel 
alloys in many different forms and in 
hundreds of sizes, for almost every 
kind of domestic and industrial appli- 
cation—of which Nichrome is the 
most illustrious. 


Whenever you buy Nichrome, you 
are assured of the unsurpassed and 
unvarying quality which has made 
Nichrome the supreme world stand- 
ard for electrical-resistance and heat- 


Nichrome is made only by 


resistant alloys. This uniformly high 
quality, which we jealously guard as 
our most priceless possession, results 
from the technical excellence, the pro- 
ductive skill, and the quality controls 
the Driver-Harris craftsmen have 
gained in over 50 years of experience 
—and which are maintained with 
equal rigor in all Driver-Harris plants 
here and abroad. The result is a con- 
tinuous benefit to the entire electrical, 
electronic,and heat-treating industries. 

*T.M. Reg. U. S. Pat. Off, 


Driwer-Harris HARRISON, NEW JERSEY 


Manufacturing plants al ENGLANI 


COMPANY 


®@ CANADA @ 


RELAND e FRANCE e@ ITALY @ AUSTRIA @ SPAIN 


MAKERS OF THE MOST COMPLETE LINE OF ALLOYS FOR THE ELECTRICAL, ELECTRONIC, AND HEAT-TREATING INDUSTRIES 
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+. big quality money saver 
... good-will builder in the washroom 


Fort Howard Paper Company 
nes neainine — See t— 


© Fort Howard Paper Company 





How Anaconda can help you get the exact Rod to fit the job 


1. broad line of Anaconda free cutting copper an 
copper-alloy rods gives you widest latitude in 


selecting from warehouse stock the precise rod for 


most screw machine jobs But every once a while 


there are spe ial re quirements 

One company’s problem: The \i. J. Grass Screw 

Machine Products Co., Buffalo, N. Y., machines a part 

for a gas-burner base from 1. round free-cutting 

brass rod Spec ifications call for a hole 1! 

1S4” in diameter—with concentricity held to .010 
With standard free-cutting brass rod the drill had 


a tendeney to wander, running the concentricity off as 


ck ( p by 


much as .024”. To correct this, The American Brass 
Company provided rod stock with a minor variation 
in fabrication for deep drilling. This free-cutting brass 
rod has a slightly harder core, which minimizes. the 
tendency of the drill to run off center at the high 
drilling speeds used. Now M ] Grass holds the con 
centricitvy to .0OS” or under. With regular free-cutting 
brass, rejects ran as high as 15°,. With the deep-drill 


ing rod, there are no rejects 


| 


Drill size 184° 
Hold concentricity to .010” 


= 





Your requirements: Anaconda Rods are consistently 
uniform In composition temper and free-cutting char 
acteristics Consequently, they make possible easy 
duplication of cutting speeds and feeds known to be 
satisfactory from previous job records 

When vou need spec ial phy sical characteristics, such 
as a harder core for deep drilling or additional ductility 
to permit spinning or cold forming after machining, 
either the temper, the alloy, or both can be adjusted 
to meet your requirements 
Free technical service: It is the function of the Techni 
cal Department of The American Brass Company to 
assist metal users in the solution of special problems 
This service is at your disposal without charge. 

Comprehensive data on composition and machina 
bility of standard Anaconda \llovs, standard specifi 
cations, weights, and dimensions of standard rods is 
available in Publication B-3. For this booklet — for 
special technical assistance write: The American 
Brass Company, Waterbury 20, Conn. In Canada 
Anaconda American Brass Ltd., New Toronto, Ont 


ANACONDA RODS ‘or screw machine Propucts 


MADE BY THE AMERICAN BRASS COMPANY 
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NOW...cellophane tape comes in smart elegance 


It’s here...the aristocrat of tapes...not ordinary cellophane tape, but one with the rich heritage of 
Behr-Manning Quality. BEAR Cellophane Tape is crystal clear and comes ‘“‘dressed in elegance” 
from the smart, perky handy dispensers for home or desk ...to the handsome executive models 


for modern offices and counters. See them, try them... you will appreciate the difference. 


BEAR @4pae TAPE 


BEHR-MANNING CO. TROY, N.Y. a DIVISION OF NORTON COMPANY < 


BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones « Pressure Sensitive Tapes 
Grinding Wheels «+ Grinding Machines «+ Refractories NORTON 


NORT S: Abras ° 
en Pere: See AeRasives A full line of quality tapes 


in Canada: Behr-Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A for every purpose 
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